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TUNING  OUT  ADSL? 


How  AM  radio  can  interfere  with  ADSL  services.  Also, 
FCC  ruling  buoys  upstart  DSL  carriers.  Page  8. 
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THE  CRITICAL 


SHORTAGE  OF 
WOMEN  IN  IT 


* The  nation 


cannot  afford 


to  be  wasting 
the  talent 
from  half  our 


population. 


Kelly  Carnes,  Commerce 
Department 


The  IT  industry's  inability  to  attract  and  retain 
women  at  a  time  when  there  are  400,000  IT  job 
openings  is  threatening  to  become  a  national  crisis. 
Feature  Writer  Sharon  Gaudin  delves  into  the  reasons 
why  the  ranks  of  women  in  IT  are  thinning,  and  de¬ 
scribes  what  can  be  done  to  solve  the  problem.  PAGE  53. 


United  takes  flight  with 


outsourced  Web-mail 


Airline  to  ax  client/server  messaging  system;  cites  cost  savings,  scalability  benefits. 


BY  CAROLYN  DUFFY 
MARSAN 


COLORADO  SPRINGS  — 
The  world’s  largest  airline  last 
week  announced  plans  to 
replace  its  aging  client/server 
e-mail  system  with  a  Web- 
based  service  from  USA.Net. 
This  groundbreaking  deal  may 
presage  major  changes  in  how 
large  companies  provide 
e-mail  to  their  workers. 

The  five-year  outsourcing 
arrangement  between  United 
Airlines  and  USA.Net  —  hailed 
as  the  largest  ever  —  initially 
involves  20,000  seats  but  is 
expected  to  grow  to  more 


than  100,000  seats  as  the  air¬ 
line’s  entire  workforce  gets 
wired. 

The  deal  is  also  certain  to 
catch  the  attention  of  estab¬ 
lished  corporate  e-mail  ven¬ 
dors  Microsoft,  Lotus  and 
Novell  as  they  continue  to  fur¬ 
ther  Web-enable  their  products 
See  United,  page  16 
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Research:  Info  on  USA.Net 


ASP  believers  offer  words  of  wisdom 


BY  DENISE 
PAPPALARDO 


Dealing  with  an  application 
service  provider  (ASP)  is  a  dicey 
business  when  you’re  used  to 
having  total  control  over  your 
enterprise  applications. 


But  it  doesn’t 
have  to  be  that 
way.  Business  users 
who  have  taken 
the  plunge  say  you 
can  ease  into  the 


REALTY 

CHECK 


world  of  ASP  services  without 
giving  up  the  quality  or  per- 


Third  in  a  four-part  series. 

model. 


formance  that’s 
critical  to  your 
business  opera¬ 
tions. 

The  first  step  is 
embracing  the  ASP 


“You  have  to  have  a  great 
deal  of  faith  when  handing 
over  critical  parts  of  your 
operations  to  a  third  party.  You 
have  to  believe  they  are  going 
to  do  it  better,  faster  and 
stronger  than  you  could  do  it 
in-house,”  says  Gant  Redmon, 
director  of  operations  at 
Authentica,  a  Waltham,  Mass., 
document  security  company. 

See  ASPs,  page  72 
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1999  & 

u1-Q3  funding 

$11.8  billion 


PricmtiikimCiipm/ltlftrk  World 


VC  firms  heaped  money  on 
business-to-business 

YBMTS.TBE 

e-comm.  Net  infra¬ 
structure  firms. 


1997 

&1998 

combined 

$8.8  bill! 


•  UHTKll 


BY  CAROLYN  DUFFY  MARSAN 


The  'Net  Rush  of  1999  reached  a  new  level 
of  frenzy  over  the  summer,  as  investors 
continued  to  search  for  gold  in  them  thar  pipes. 

A  PricewaterhouseCoopers/Network  World 
study  of  venture  capital  spending  released  last 
week  found  that  investments  in  the  network 
industry  topped  $6  billion  in  the  third  quarter, 
smashing  all  previous  quarterly  records  and 
See  Venture  capital,  page  18 
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three  quarters  of  all  internet  servers  are  intel-driven . 

why  is  intel  architecture  the  world’s  e-business  platform 
of  choice?  because  it’s  technology  people  trust,  because 
it  continues  to  strike  the  right  balance  between  price  and 
performance,  because  it  consistently  offers  the  greatest 
choice  of  leading-vendor  hardware  and  software  solutions, 
and  because  nobody  wants  to  be  stuck  with  a  proprietary 
system  five  years  from  now.  e-business  is  growing  faster 
than  most  e-business  budgets,  the  way  to  be  more 
effective  is  to  be  more  cost-effective,  and  the  way  to 
achieve  that,  long-term,  is  to  deploy  your  e-business  on 
intel-based  servers,  this  is  the  surge  economy,  and  it’s 

only  the  beginning,  f  why  intel  architecture?  -»  intel.com/ebusiness 


intel. 


1  Based  on  1999  IDC  estimates  of  worldwide  Internet  server  shipments. 

©  1999  Intel  Corporation.  Intel  is  a  registered  trademark  of  Intel  Corporation 
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It's  about  giving 


your  team  a 


competitive 


edge. 


L  I 


Businesses  jockeying  to  be  players  in  today's  global  marketplace  need 
the  technological  tools  to  compete.  So  if  you\e  cee*'  ,k>cx  -tg  *cy  an  easy, 
affordable  way  to  give  your  company  an  advanced  fra^'e  relay  network  Spr  nt 
has  the  turn-key  solution.  We’ve  prepacked  a  the  cxx"oore''ts  -ecessan,  to 
connect  your  company's  remote  offices — ncLo  -g  intematiooa  ccators — for 
maximum  data-sharing  efficiency.  Th  s  simpl  *eo.  ore-p^ce*  frame  relay  car 

not  only  meet  your  business  products  t\  needs  today,  but  also  veec  race  as 
your  enterprise  grows  globa:  \  G>\ mg  your  tea'''  me  sc  t\  tc  tave  or  me  wortd. 
Isn't  that  the  pc  nt  o*  contact?  1-888-519-3282  wwv.  sp^^t.com^meje  =. 
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Water  Cooler. 

Associate  News  Editor 
Michael  Cooney  is 
pretty  sure  that  tabled 
Penn  State  coach  Joe 
Paterno  never  met  Sun  CEO  Scott 
McNealy.  That's  because  Paterno 
taught  his  players  not  to  act  like 
idiots  after  a  victory,  a  lesson 
McNealy  obviously  didn't  apply  in 
his  remarks  last  week  about 
Microsoft's  legal  troubles. 
DocFinder:  5648 

Keeping  Current. 

Would  you  trust  your 
Internet  service  to 
davidbowie.com?  Fred 
McClimans  takes  a 
look  at  the  rise  of  "affinity"  ISPs  — 
branded  providers  that,  in  fact 
don't  do  any  of  the  actual  service 
provisioning.  DocFinder  5622 

Forum:  Qwest's  service  woes. 
Readers  have  a  lotto  say  about 
Senior  Editor  David  Rohde’s  recent 
piece  on  the  carrier  and  its  prob¬ 
lems.  Read  their  comments,  then 
jump  in  with  yours.  DocFinder  5647 

Help  Desk  I.  A  user  is  having  trou¬ 
ble  getting  NT  workstations  to 
authenticate  on  his  virtual  private 
network.  Read  his  description,  then 
make  suggestions.  DocFinder  5645 

Help  Desk  II.  That  same  user  is  also 
have  a  problem  installing  a  Remote 
Access  Server  on  an  NT  server. 
When  he  launches  the  server,  he 
loses  the  ability  to  browse  his  net¬ 
work  neighborhood  and  then  starts 
having  numerous  other  network 
problems.  Help?  DocFinder  5646 

DSL  Search.  Need  fast  information 
on  digital  subscriber  line  (DSL) 
technology?  Want  to  find  a  local 
provider?  Use  DSL  Search,  which 
indexes  the  sites  of  scores  of  DSL 
vendors  and  providers  (plus  rele¬ 
vant  Network  World  articles  and 
columns)  DocFinder  5331 

Is  it  that  tough?  Our  online  quiz  on 
the  best  ideas  in  networking  didn't 
get  many  perfect  scores.  Are  we  in 
danger  of  losing  all  this  valuable 
trivia  about  the  network  biz? 

There's  still  time  to  take  the  quiz, 
get  a  perfect  score  and  win  a  valu¬ 
able  prize  —  well,  OK,  some  doo¬ 
dad  we  don't  what  do  to  with. 
Operators  are  standing  by. 
DocFinder  5542 
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Find  out  how  Ed  Esposito  of  Blue 
Cross/Blue  Shield  of  Massachusetts 
keeps  the  company's  projects  on 
track.  Page  61. 
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MCI  WorldCom,  Sprint  to  regula¬ 
tors:  Hey,  we  re  not  that  big 

MCI  WorldCom  and  Sprint  last  week  laid 
out  new  talking  points  for  getting  merger 
approval  past  skeptical  federal  regulators: 
‘We're  not  the  No.  2  and  No.  3  U.S.  carriers 
after  all."  In  their  official  merger  filing  with 
the  U.S.  Department  of  Justice  and  the 
Federal  Communications  Commission,  the 
two  companies  made  the  case  that  they 
are  really  the  fourth-  and  seventh-largest 
U.S.  carriers  when  you  include  the  region¬ 
al  Bell  operating  companies.  And  even 
after  their  merger,  the  pair  would  still  only 
be  the  fourth  largest,  behind  AT&T,  SBC 
Communications  and  the  proposed  combi¬ 
nation  of  Bell  Atlantic  and  GTE,  still  under 
review  by  the  regulators. 

MCI  and  Sprint  officials  also  say  the 
combination  of  the  two  companies’  wire¬ 
less  licenses  and  Internet-access  offerings 
could  result  in  a  consumer  wireless 
Internet  competitor  to  cable  modems  and 
digital  subscriber  line. 

Token-ring  committee  lives 

Despite  speculation  to  the  contrary,  the 
IEEE  802.5  committee  that  oversees 
token-ring  standards  will  not  go  into 
hibernation  because  of  low  attendance. 
The  committee  was  slated  to  consider 
such  a  move  at  its  recent  session  in 
Hawaii,  which  caused  consternation  for  a 
few  members. 

However,  the  802.5  committee,  with 
members  from  Madge,  IBM,  Cisco  and  LAN 
Ventures,  voted  to  continue  active  work 
on  ongoing  projects. 

NT  Service  Pack  in  the  shop 

Microsoft  took  yet  another  blow  to  the 
chin  last  week  with  the  discovery  of  sig¬ 
nificant  problems  in  Service  Pack  6  for 
Windows  NT.  Two  major  errors  were 
found  in  the 
release  that  was 
made  available 
Oct.  28.  One  prob¬ 
lem  left  those  who 
installed  Service 
Pack  6  without 
access  to  Lotus 
Notes  unless  they 
were  signed  on  as 
an  administrator. 

Microsoft  issued 
a  fix  last  week. 

The  other  problem 
prevented  some 
applications  from 
connecting  to  NT 
via  Winsock  unless  they  had  administrative 
rights. The  problem  affected  a  patch  issued 
Oct.  22  to  fix  another  problem.  Microsoft 
is  expected  to  issue  a  patch  to  the  patch 
this  week. 


American  Express  to  play  portal  card 

American  Express  last  week  jumped 
into  the  business-to-business  trading  por¬ 
tal  game,  announcing  it  will  build  a  site 
based  on  the  TRADEX  Technologies 
e-commerce  software  for  purchasing  and 
catalog  management.  American  Express 
will  also  team  with  ec-Content,  which 
manages  a  database  of  more  than  five  mil¬ 
lion  maintenance,  repair  and  operation 
items  that  businesses  may  want  to  use  to 
create  customized  catalogs.  American 
Express  offered  no  firm  date  for  the  site 
launch  or  names  of  customers  committed 
to  using  it. 

In  the  court  of  public  opinion, 
Microsoft  wins 

The  Department  of  Justice  and  U.S.  Dis¬ 
trict  Court  Judge  Thomas  Penfield  Jack- 
son  may  not  have  very  high  opinions  of 
Microsoft,  but  the  same  cannot  be  said  of 
the  public,  at 
least  according 
to  a  new  survey 
released  by 
Harris  Inter¬ 
active  and  a  pri¬ 
vate  research 
organization 
called  the  Repu¬ 
tation  Institute. 

The  survey  ranks  40  top  technology 
companies  in  descending  order  of  their 
perceived  “reputation”  among  those  who 
participated  in  the  poll.  Microsoft  tops  the 
list,  followed  by  Intel,  Sony,  Dell,  Lucent 
and  Gateway.  Bringing  up  the  rear  is 
America  Online. 

The  ACLU  appeals  surveillance 
ruling  by  FCC 

The  American  Civil  Liberties  Union 
(ACLU)  and  the  Electronic  Privacy 
Information  Center  (EPIC)  last  week  went 
to  the  federal  appeals  court  in  Washington, 
D.C.,  to  block  the  FBI  from  gaining  broader 
electronic  surveillance  abilities  and  techni¬ 
cal  control  over  telecommunications 
design.  The  agency  recently  was  granted 
these  abilities  by  the  Federal  Commu¬ 
nications  Commission. 

The  FCC  had  arbitrated  the  bitter  dis¬ 
pute  between  the  telecom  industry  and 
the  FBI  that  has  its  roots  in  an  older  law 
called  the  Communications  and  Law 
Enforcement  Act.  David  Sobel,  EPIC’S  gen¬ 
eral  counsel,  says  the  civil  liberties  groups 
contend  that  the  FCC  resolved  the  dispute 
in  favor  of  the  “police  powers  and  against 
privacy.” 

The  legal  case  launched  by  the  ACLU 
and  EPIC  seeks  to  define  privacy  standards 
for  cellular  services  and  the  Internet  as 
well  as  traditional  telecommunications, 
Sobel  says. 


Qwest  to  use  optics 
to  speed  provisioning 


BY  DAVID  ROHDE 

DENVER  —  Qwest  says  it 
will  soon  install  new  optical 
equipment  in  its  network  that 
will  make  it  easier  to  get  user 
circuits  up  and  running. 

The  national  broadband 
carrier  today  will  announce 
that  it  will  install  a  variety  of 
transport  and  switching  sys¬ 
tems  based  on  optical  wave¬ 
lengths  rather  than  tradition¬ 
al  electronic  regeneration  of 
signals. 

The  equipment  will  let 
Qwest  reduce  the  number  of 
hops,  or  regeneration  points, 
on  a  cross-country  circuit 


The  equipment  will  be 
installed  in  Qwest  facilities  in 
25  major  metropolitan  areas, 
says  Ron  Haigh,  senior  optical 
architect  for  Qwest.  The 
new  transport  and  switch¬ 
ing  system  will  be  installed 
on  additional  fibers  along 
Qwest  routes;  already-lit 
fibers  will  retain  their  exist¬ 
ing  electronics. 

Qwest  maintains  48  fiber 
pairs  along  its  broadband  net¬ 
work,  and  under  the  new  plan 
the  company  will  in  essence 
have  two  networks  —  the 
electronics-based  network 
along  some  of  the  fibers  and 
the  optical-based  network 


!  Choosing  among  vendors 

Qwest  says  it  will  consider  using  optical  network  equipment 
from  the  following  vendors: 

Established  players: 

Start-ups: 

j  •  Cisco 

•  Cerent  (recently  acquired  by  Cisco) 

•  Juniper  Networks 

•  Corvis 

•  Lucent 

•  Qtera 

•  Nortel  Networks 

•  Siara  Systems 

from  as  many  as  30  to  as  few 
as  two.  The  plan  will  be 
implemented  starting  next 
year. 

The  reduction  in  hops  will, 
in  turn,  reduce  the  amount  of 
time  it  takes  Qwest  to  provi¬ 
sion  new  user  circuits  on  its 
backbone  network.  Qwest 
installation  times  have  been 
slipping  as  customer  sales  of 
voice  and  data  services  have 
frequently  surpassed  the  car¬ 
rier’s  ability  to  light  new  fiber 
pairs  along  the  firm’s  18,500- 
route-mile  national  network 
(NW,  Nov.  8,  page  1). 

A  choice  to  make 

The  new  equipment  will 
be  chosen  from  among  a  vari¬ 
ety  of  vendors  (see  graphic). 
They  will  provide  add/drop 
multiplexers,  digital  cross¬ 
connects,  and  packet  and 
cell  switching  over  pure 
optics,  which  can  carry  sig¬ 
nals  farther  down  the  line, 
and  add,  drop  or  reroute  cir¬ 
cuits  in  a  matter  of  minutes 
rather  than  days. 


along  others. 

Haigh  concedes  that  the 
reduction  in  installation  time 
only  affects  the  backbone 
portion  of  a  user’s  circuit,  not 
the  local  loop  or  back-office 
operations.  As  a  result,  he  and 
other  Qwest  officials  could 
not  quantify  the  exact  reduc¬ 
tion  in  installation  intervals 
that  users  will  enjoy. 

Haigh  also  says  that  some 
of  the  products  Qwest  is  con¬ 
sidering  using  are  still  in  the 
development  stage,  and  in  the 
end  the  carrier  may  not  use 
all  of  the  vendors  it  will  spec¬ 
ify  in  today’s  announcement. 

Qwest’s  move  to  an  all- 
optical  portion  of  the  net¬ 
work  is  an  attempt  by  the  car¬ 
rier  to  stay  ahead  of  the 
crowd,  says  Afshin  Mohebb,i 
Qwest  president  and  chief 
operating  officer. 

Beginning  in  1997,  Qwest 
was  the  first  to  install  OC-192 
(10G  bit/sec)  transport 
capacity  in  its  network  con¬ 
struction,  a  goal  other  carriers 
are  still  trying  to  achieve.  3 
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AM  radio  creates  ADSL  static 


AM  signals  can  cause  a  dramatic  drop  in  download  speeds. 


AM  radio  is  no  friend  to  ADSL 

Depending  on  how  close  the  broadcast  towers  are  and  how  many 
are  in  the  area,  AM  radio  signals  can  choke  back  ADSL  speeds. 

©  ADSL  modems  in  carrier  switching  offices  and  at  customer  sites  try  to 
establish  an  8M  bit/sec  download  link  over  a  regular  phone  line. 


©  The  modems  stop 
trying  to  send  data 
at  those  frequencies 
and  establish  a 
slower  connection. 


Carrier 

switching  office 


©  AM  radio  broadcasts 
interfere  with  certain 
frequencies  the  ADSL 
link  is  trying  to  use. 


BY  TIM  GREENE 

Now  there’s  one  more  rea¬ 
son  to  hate  AM  radio:  It  cuts 
the  bandwidth  on  asymmetric 
digital  subscriber  lines 
(ADSL). 

Equipment  maker  Nortel 
Networks  claims  interference 
from  AM  stations  can  slash 
high-speed  bandwidth  by 
40%,  and  that  the  problem 
arises  on  approximately  15% 
of  ADSLs. 

While  service  providers 
say  there  are  more  signifi¬ 
cant  problems  in  real-world 
ADSL  deployments,  the  Inter¬ 
national  Telecommunications 
Union  is  considering  requir¬ 
ing  ADSL  modem  makers  to 
test  how  well  their  gear  deals 
with  AM  interference.  Cus¬ 
tomers  could  then  look  at  the 
results  to  compare  one  ADSL 
modem  with  another. 

Several  causes  cited 

The  AM  radio  interference 
problem  varies  from  place  to 
place,  depending  on  a  number 
of  factors,  including  how 
close  ADSL  lines  are  to  AM 
broadcast  antennas  and  the 
quality  of  the  inside  wiring  at 
customer  sites. 

BellSouth  says  customers  at 
the  end  of  very  long  ADSL 
lines,  where  the  signal  is  weak 


anyway,  and  who  happen  to 
be  near  an  AM  radio  transmit¬ 
ter,  have  been  unable  to  get 
ADSL  service  at  all. 

The  problem  is  worse  if 
untwisted  or  poorly  twisted 
wiring  is  part  of  the  connec¬ 
tion,  a  common  problem  with 
wiring  in  homes.  Twisted 
wiring  tends  to  protect  the 
ADSL  signal. 

While  the  AM  radio  fre¬ 
quencies  interfere  with  ADSL 
download  speeds,  they  do  not 
affect  upload  speeds.  And  AM 
radio  does  not  affect  all  types 


of  DSL,  only  ADSL  and  its  sub¬ 
sets.  These  include  rate  adap¬ 
tive  DSL,  which  has  adjustable 
speeds,  and  G.lite,  which  has  a 
maximum  download  speed  of 
1.5M  bit/sec. 

Wayne  Getchell,  director  of 
access  products  for  Nortel 
Networks,  says  AM  radio  inter¬ 
ference  is  a  relatively  minor 
problem  when  compared  with 
other  issues,  such  as  the  length 
of  DSL  lines,  whether  other 
lines  run  off  customers’  lines 
and  even  poorly  attached 
wires. 


FCC  RULING  MEANS  CHEAP  DSL 


Start  looking  forward  to  lower  DSL  prices 
and  faster  installation  times. 

The  Federal  Communications  Com¬ 
mission  says  that  established  local  phone 
companies  must  allow  competitors  to  sell 
DSL  services  on  the  same  phone  lines 
that  the  local  carriers  are  using  to  carry  voice 
services  —  a  procedure  called  line  sharing. 

The  ruling,  issued  last  week,  means  competi¬ 
tive  carriers  will  no  longer  have  to  wait  to  get 
separate  lines  installed.  That  translates  into  ser¬ 
vices  getting  turned  up  faster. 

The  ruling  also  means  the  competitive  carriers 
won't  have  to  lease  entire  separate  lines.  "That's 
money  we  can  pass  on  to  our  customers,"  says 
Chip  Ach,  chief  technology  officer  for  DSL 
provider  HarvardNet. 

In  addition,  installation  fees  will  drop.  If  a  new 
line  has  to  be  installed,  the  established  local 


phone  company  has  to  send  a  technician  to  the 
house.  That  cost,  which  can  be  hundreds  of  dol¬ 
lars,  gets  passed  on  to  customers. 

The  competitive  carriers  have  complained 
that  regional  Bell  operating  companies 
(RBOCs),  which  own  the  bulk  of  local  phone 
lines  in  the  U.S.,  overcharge  them  for  leasing 
local  loops. 

Those  fees  range  from  $3  to  $40  per  month, 
says  Michael  Olson,  deputy  general  counsel  for 
DSL  provider  NorthPoint.  The  FCC  says  RBOCs 
can't  charge  competitors  more  than  their  own 
subsidiaries  that  sell  DSL  via  line  sharing.  RBOC 
filings  with  the  FCC  indicate  there  is  no  additional 
cost  to  them  to  use  the  phone  wires  to  also  carry 
DSL. 

States  will  set  the  actual  prices  competitors 
will  pay. 


—  Tim  Greene 


Chip  Ach,  chief  technology 
officer  for  DSL  provider 
HarvardNet,  says  his  company 
has  not  identified  AM  radio  as 
a  problem  in  its  de¬ 
ployment  of  700  DSL  lines. 
“When  you  start  with  8M 
bit/sec  downstream,  dropping 
a  little  bit  on  that  side,  espe¬ 
cially  when  trying  to  provide 
asymmetric  service  as  we  are, 
is  not  a  big  deal.  I  worry  much 
more  about  upstream  band¬ 
width  being  compromised, 
which  is  not  the  case  here,” 
Ach  says. 

A  spokesman  for  BellSouth 
says  in  the  cases  in  which  the 
carrier  has  diagnosed  AM 
radio  as  a  problem,  the  impact 
was  severe. 

In  at  least  one  case,  the 
interference  made  ADSL  ser¬ 


vice  impossible.  But  the  com¬ 
pany  says  less  severe  degrada¬ 
tion  may  go  unnoticed  or  be 
attributed  to  other  factors. 
BellSouth  offers  ADSL  as  a 
best-effort  service,  so  the  car¬ 
rier  does  not  doggedly  track 
down  every  factor  that  might 
affect  the  bandwidth  of  indi¬ 
vidual  lines. 

Nortel  Networks  says  it 
has  ways  to  blunt  the  effects 
of  AM  radio  interference.  In 
full-rate  ADSL,  the  company’s 
modems  can  stop  using  fre¬ 
quencies  where  the  radio 
waves  cause  interference. 

With  G.lite,  also  known  as 
DSL-Lite,  Nortel  Networks  is 
working  on  chips  for  cus¬ 
tomer-end  modems  that  can 
filter  out  some  of  the  AM 
waves  to  eliminate  the  dis¬ 
ruption  they  cause,  Getchell 
says.  3 


WHY  ADSL  AND  AM  RADIO 
ARE  AT  ODDS 


AM  radio  interferes  with  ADSL  because  they  try  to  use 
the  same  electromagnetic  frequencies  at  the  same 
time. 

The  nearly  5,000  AM  radio  stations  licensed  in  the  U.S. 
broadcast  at  frequencies  between  540  KHz  and  1.7  MHz.  ADSL 
service  providers  use  the  138-KHz  to  1.1-MHz  range  to  down¬ 
load  data  to  customers. 

So  as  you  can  see,  there's  a  sizable  overlap. 

It  would  seem  that  AM  radio  would  wipe  out  most  of  the 
ADSL  range,  but  because  stations  transmit  at  discrete  fre¬ 
quencies,  each  station  affects  just  a  targeted  area  of  the  ADSL 
spectrum.  AM  stations  in  a  given  area  don't  generally  fill  up  the 
entire  available  spectrum. 

ADSL  modems  have  the  ability  to  just  stop  using  that  seg¬ 
ment  of  the  frequency  spectrum  occupied  by  any  nearby  AM 
station.  ADSL  transmissions  are  broken  into  frequency  chunks 
called  "carriers."  There  are  256  carriers  per  ADSL  line  and  128 
per  line  for  G.lite,  a  lower-speed  version  of  ADSL.  When  an  AM 
signal  interferes  with  a  carrier,  one  remedy  is  to  stop  using  that 
carrier  and  to  drop  the  bandwidth  available  to  carry  data. 

Only  the  download  speed  is  affected,  and  that's  because  the 
frequencies  used  to  send  data  to  customers  are  the  ones  that 
overlap  with  AM  radio. 

The  longer  the  wire  to  the  customer  site,  the  more  suscep¬ 
tible  an  ADSL  line  is  to  interference.  That  is  because  the  signal 
gets  weaker  as  it  travels  down  the  wires  and  is  therefore  more 
easily  disrupted.  The  effect  is  particularly  pronounced  if  the 
AM  transmitter  is  near  the  customer  at  the  end  of  a  long  line. 

Twisting  wires  around  each  other  makes  the  signal  on  them 
less  sensitive  to  interference,  and  phone  companies  use 
twisted  pairs  of  wire  to  reach  customers. 


—  Tim  Greene 
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far  Web-centric  business 


Amazing  Web  sites  need  more  than  static  content  and  a  shopping  cart  to  attract 
attention.  Internet  users  want  more.  To  be  outstanding.  Web  sites  need  robust  content 
with  animation,  graphics,  streaming  media  and  interactivity.  And  more  importantly,  they 
must  deliver  it  fast.  That  takes  performance.  Dynamic  performance  that  comes  from 
revolutionary  Web  content  and  applications  delivery.  Without  limits,  constraints  or 
excuses.  At  Akamai,  we're  fundamentally  changing  the  Internet  through  our  technology 
innovations  that  deliver  a  better  Web  experience.  With  Akamai,  dull  content  and  waiting 
are  things  of  the  past.  The  only  limit  is  -  your  imagination. 

And  to  be  at  your  peak  in  the  online  world,  that's  the 
only  way  to  perform. 


Get  Akamaized  today. 

Call  toll  free  in  the  US:  I  -877-4-AKAMAI 
or  617-250-3000 


Delivering  a 


? 


News 

‘ 

<  - — — — - - - - - — - — ■ - - 

( 


Microsoft  CEO  Bill 
Gates  talked  up 
Windows  2000 
during  his  Comdex 
keyn  te. 


BY  JOHN  FONTANA 

LAS  VEGAS  —  With  Micro¬ 
soft  confident  it  has  nearly 
nailed  down  final  code  for 
Windows  2000,  the  company 
is  now  setting  out  to  prove  the 
operating  system’s  worth. 

..  TV  COMDEX 

'VlFall  '99 

Microsoft  got  help  last  week 
from  partners  in  the  Joint 
Development  Program  (JDP). 
These  partners  used  Comdex/ 
Fall  99  to  begin  detailing  their 
exploits  with  the  operating  sys¬ 
tem,  which  is  due  to  ship  Feb. 
17.  Microsoft  shipped  Release 
Candidate  3  of  the  beta  last 
week,  which,  barring  disaster, 
should  be  the  last  one  before 
final  release. 

The  experiences  of  Micro¬ 
soft’s  JDP  partners  are  likely  to 
give  IT  executives  clues  into 
the  strengths  and  weaknesses 
of  Win  2000  and  Active 


Director). 

Prudential  Insurance,  a  JDP 
partner,  is  running  about 
500,000  objects  in  Active  Direc¬ 
tory  as  part  of  a  pilot  for  policy 
management  of  12,000  laptops 
that  agents  use  in  the  field. 

“We  are  confident  we  can  go 
to  a  million  objects,”  says  Laura 
Gashlin,  systems  director  for 
emerging  technologies  at  Pru¬ 
dential  Insurance  in  Newark, 
N.J.  “Right  now,  the  directory  is 
running  very  well.” 

But  Gashlin  adds  it  took  15 
months  to  achieve  that  result. 

“This  is  not  a  two-month  pro¬ 
ject.  Active  Directory  has  been 
very  complex,”  says  Gashlin, 
who  plans  to  err  on  the  side  of 
caution  when  her  deployment 
goes  live.“We  will  start  with  par¬ 
allel  environments,  Active  Direc¬ 
tory  and  multiple  NT  domains.” 

Compaq,  a  close  Microsoft 
ally  and  JDP  member,  demon¬ 
strated  at  Comdex  its  testing  of 
Active  Directory  by  loading 
some  110  million  objects  into 
the  directory.  Using  the 


Lightweight  Directory  Access 
Protocol  import  utility,  Compaq 
loaded  phone  book  data  at  a 
rate  of  1 ,000  entries  per  second. 
Directory  reads  were  between 
4,000  and  5,000  per  second  on 
an  eight-way  Xeon  machine. The 
data  also  was  being  replicated 
over  a  25-mile  link. 

“In  terms  of  scale,  we  think 
even  the  largest  companies  will 
be  pressed  to  reach  10  million 
objects,”  says  Jeff  Dunkelberger, 
a  senior  consultant  in  Compaq’s 
professional  services  division. 

In  contrast,  Novell,  which 


made  its  own  directory  splash 
at  the  show  by  uncoupling  No¬ 
vell  Directory  Services  (NDS) 
from  NetWare  and  offering  it 
natively  on  NT  and  Solaris,  can 
hold  more  than  one  billion 
objects  in  NDS. 

“Will  someone  put  a  billion 
objects  in  the  directory  tomor¬ 
row?  No.  But  we  need  to  take 
the  fear  of  limits  off  the  table  as 
companies  start  to  use  the 
directory  to  do  business  with 
partners  across  the  Internet,” 
says  Sarnm  DiStasio,  a  Novell 
marketing  executive.  3 


Reporter's  Notebook 


SEEN  AND  HEARD  AT  COMDEX/FALL  ’99 


Tell  me  what  you  want 

National  Semiconductor  drew  big  crowds 
with  near  constant  performances  from  "The 
Device  Girls,"  a  campy  ripoff  of  the  Spice 
Girls.  A  representative  from  a  nearby  booth 
was  overheard  complaining  about  the  lack  of 
attention  his  booth  was  getting  when  the 
clones  began  to  sing. 

Linus  in  vogue 

Linux  father  Linus  Torvalds  was  seemingly 
everywhere.  His  keynote  and  various  Q&A 
sessions  were  regularly  broadcast  on  not 
just  one,  but  two  full-time  TV  channels 
devoted  to  Comdex.  Wearing  shorts,  glasses, 
tall  white  socks  and  sandals,  Linus  clearly 
goes  his  own  way  when  it  comes  to  fashion. 


Silent  revenge  of  the  nerds 

A  collection  of  mimes  dressed  in 
lab  coats  and  black-rimmed  glasses 
stalked  attendees  at  the  Silicon 
Northwest  gathering,  a  show  within 
a  show  at  Comdex.  The  mimes' 

Keystone  Cops  bit  included  group 
hugs  for  attendees  and  mocking  ges¬ 
tures  for  anyone  who  dared  challenge  their 
antics.  The  mimes,  representing  ISP  NetZero, 
not  only  added  a  bit  of  levity  but  were  seen 
making  a  number  of  silent  but  deadly  attacks 
on  the  buffet. 

Live  from  Comdex,  it's . . . 

Saturday  Night  Live  alums  Kevin  Nealon 
and  Dana  Carvey  lent  a  funny  bone  in  more 
ways  than  one  to  Novell  CEO  Eric  Schmidt's 


keynote.  While  their  skits,  which  revived  old 
SNL  bits,  were  humorous,  a  malfunctioning 
TelePrompTer  kept  the  comedians  from  mak¬ 
ing  their  points,  which  were  supposed  to 
accompany  Schmidt's  address.  Nealon,  how¬ 
ever,  was  able  to  get  off  this  zinger 
about  possible  punishments  for  Bill 
Gates  in  Microsoft's  antitrust  case: 
"Write  1,000  times,  Tm  sorry'  in  Java; 
use  a  PalmPilotfor  a  week ...  as  a  sup¬ 
pository;  explain  Windows  98  to  Mike  Tyson." 

Who  said  Penguins  can't  fly? 

In  what  will  likely  get  top  billing  in  the  his¬ 
tory  book  of  Comdex  stunts,  a  trio  of  sky- 
divers  dressed  like  penguins  literally  dropped 
in  on  the  show  last  week  to  promote  Linux. 
TurboLinux  sponsored  the  jump  into  the  park¬ 
ing  lot  at  the  Las  Vegas  Hilton  as  a  way  to 
highlight  its  TurboCluster  product  and  intro¬ 
duce  CEO  Cliff  Miller,  who  then  flapped  his 
wings  about  Linux,  open  source  and  the 
enterprise. 


By  Doug  Barney,  and  John  Fontana 
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News 


Oracle  shedding  its  skin  for  the  'Net 


BY  JOHN  cox 

Last  week’s  annual  Oracle 
OpenWorld  ’99  conference 
showed  a  company 
that’s  racing  to 
change  itself  as  the 
Internet  changes 
Oracle’s  customers. 

For  the  past  18  months, 
Oracle  has  been  shifting  its 
message.  It’s  no  longer  a  data¬ 
base  company;  rather,  it’s  the 
company  whose  software 
“powers  the  Internet.” 

As  proof,  the  company 
points  to  top  consumer  Web 
sites,  such  as  Amazon.com, 
that  rely  on  the  Oracle  data¬ 
base  and  related  products  to 
support  buying  and  selling 
over  the  Internet. 

Jeremy  Burton,  Oracle’s 
vice  president  of  Internet 
platform  marketing,  claims 
that  some  venture  capitalists 
now  refuse  to  fund  Internet 
start-ups  unless  Oracle  soft¬ 
ware  is  part  of  the  start-ups’ 
business  plans. 

But  the  reality  is  a  bit  more 


complex,  as  shown  by  Oracle’s 
numbers  for  the  past  five 
fiscal  quarters.  Gains  have 
been  steady,  and  in  some  quar¬ 
ters,  remarkable. 
And  Oracle’s  most 
important  product 
—  Oracle8i  —  is 
doing  well. 

Oracle  says  5,000  8i  licens¬ 
es  have  been  sold  since  the 
product  was  released  last 
spring.  However,  what’s  not 
clear  is  the  rate  of  migration 
from  earlier  Oracle  versions  to 
8i.  And  Oracle  officials,  from 
CEO  Larry  Ellison  on  down, 
won’t  be  specific  about  migra¬ 
tion  figures. 

But  Burton  says  that  in  a 
recent  Oracle  survey  of  3,600 
companies,  845  said  they 
planned  to  deploy  8i  within 
three  months,  and  another 
1,500  planned  to  do  so  within 
a  year.  About  one-third  of  all 
respondents  cited  Java 
(which  is  supported  in  8i 
along  with  Oracle’s  Jdevel- 
oper  tool  set)  as  the  main  rea¬ 
son  for  moving  to  8i. 


But  many  customers  still 
rate  traditional  concerns  such 
as  scalability  and  reliability  far 
above  any  grandiose  concepts 
that  Oracle  might  have. 

“I  looked  at  Windows  NT 
and  Microsoft  SQL  Server  on 
NT  and  concluded  that  NT 
will  never  scale,  at  least  in  my 
lifetime,”  says  Max  Gano, 
director  of  technologies  at 
Onvia.com,  a  start-up  that 


provides  small  companies 
with  a  variety  of  online  busi¬ 
ness  and  operational  services. 
“You  need  an  operating  sys¬ 
tem  and  database  that  can 
scale  in  a  high-availability 
environment.  That  is  much 
more  mature  with  the  Sun 
Solaris-Oracle  combination.  I 
can’t  take  chances.” 

Many  Oracle  Applications 
users  take  a  similar  tack. 


Oracle  Applications  is  a  pack¬ 
age  of  customer  relationship 
management  and  back-end 
business  and  financial  appli¬ 
cations  designed  to  work 
together  through  the  Oracle 
database. 

But  that’s  not  why 
Specialized  Bicycle  Compo¬ 
nents  in  Morgan  City,  Calif., 
ended  up  using  Oracle  for  its 
e-commerce  launch. The  $200 
million-per-year  company, 
which  despite  the  name, 
builds  bicycles  and  sells  them 
through  a  nationwide  net- 
See  Oracle,  page  14 


Wil!  Oracle's  Internet  plan  pay  off? 

Oracle  is  working  to  persuade  customers  to  think  of  e-commerce  and  Oracle  software  as  one  and 
the  same.  Fiscal  '99  revenue  showed  steady,  and  in  some  cases  startling,  increases.  Oracle  execs 
are  telling  Wall  Street  that  a  15%  to  20%  growth  rate  in  database  licenses  is  sustainable. 

Oracle  revenue  (in  billions)  License  revenue  breakdown  (in  thousands) 

$1,200 
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$400 
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Note:  Oracle's  fiscal  year  ends  in  May.  sources:  hoover-s.com;  oracle 
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HP  revamps  workgroup  and  departmental  servers 

LC  2000  and  LH  3000  systems  offer  additional  management  tools,  higher  performance,  availability. 


BY  APRIL  JACOBS 

PALO  ALTO  —  Hewlett- 
Packard  has  revamped  its  work¬ 
group  and  departmental  Net- 
Server  family  to  deliver  redun¬ 
dancy,  supply  on-board  remote 
management  tools  and  offer 
hardware  that’s  easy  to  service 
and  upgrade. 

The  I.C  2000  is  aimed  at 
small  workgroups  and  remote 


HP  is  aiming  the  new  LH  3000  at 
larger  departments,  where 
space  may  be  limited  . . . 


locations  where  IS  support  is 
limited.  The  LH  3000  is  tar¬ 
geted  at  larger  departments, 
where  space  may  be  limited, 
and  server  expandability  and 
upgradeability  are  serious  con¬ 
siderations.  The  LC  2000  and 
LH  3000  are  intended  to  be 
significant  upgrades  from  the 
2-year-old  LC  3  and  LH  3  mod¬ 
els  they  replace. 

The  LH  3000’s  storage 
capacity  is  216G  bytes,  while 
the  LC  2000  handles  up  to 
144G  bytes.  The  LH  3000  fea¬ 
tures  12  hot-swappable  bays 
compared  with  the  LC  2000’s 
six  bays. 

Both  servers  ship  with 
TopTools,  HP’s  system  manage¬ 
ment  tool.  For  about  $500 
extra,  customers  can  purchase 
a  remote  control  card  that 
gives  them  browser-based 
access  to  the  server  for  remote 
configuration  changes  and 
troubleshooting.  Both  boxes 
feature  133-MHz  front-side  sys¬ 
tem  buses,  dual  processors 


running  up  to  733  MHz  and 
screwdriver-free,  color-coded 
components  for  easy  service. 
The  LH  3000  has  12  hot-swap¬ 
pable  disks,  4G  bytes  of  mem¬ 
ory  and  two  embedded  SCSI 
controllers. 

At  Astoria  Federal  Savings 
and  Loan  Association,  a  $23  bil¬ 
lion  bank  with  more  than 
700,000  customers  and  3,000 
employees,  the  LC  2000  is 
being  tested  for  use  with  a 
mortgage  origination  and  loan 
application,  as  well  as  for  future 
use  as  a  branch  server. 

“The  LC  2000  is  a  real 
workhorse  that  can  accom¬ 
modate  the  tremendous 
amount  of  growth  that  we 
have,”  says  Joe  Sciortino,  first 
assistant,  vice  president  and 
senior  manager  of  support 
services  at  Astoria. 

“We  also  like  the  fact  that  we 
can  have  a  server  with  report¬ 
ing  capabilities  for  perfor¬ 
mance  and  hardware  health,” 
he  says,  adding  that  a  test  of 


. . .  while  the  LC  2000  targets 
remote  locations  and  small 
groups  with  limited  IS  support. 


HP’s  disaster  recovery'  feature 
allowed  a  server  to  be  rebuilt  in 
seven  minutes. 

At  KLA-Tencor,  the  LH  3000 
is  being  targeted  at  Microsoft 
Exchange  and  SQL  Server 
applications.  Patrick  Shaw, 
manager  of  server  and  desktop 
technology  groups  at  KLA- 
Tencor,  says  significant  perfor¬ 


mance  and  availability 
improvements  are  making  the 
server  a  logical  choice. 

“With  more  redundant  sys¬ 
tems  and  remote  manage¬ 
ability,  we  are  a  step  closer  to 
the  24-7  environment  we  need 
for  mission-critical  applica¬ 
tions,”  he  says. 

Shaw  also  noted  that  HP’s 
promise  to  offer  a  plug-in 
upgrade  to  Intel’s  latest  four¬ 
way  Xeon  offering  next  year  is 
another  plus  because  he  always 
considers  hardware  upgrade- 
ability  when  purchasing 
midrange  servers. 

“HP  is  really  serving  the 
need  businesses  have  to  ser¬ 
vice  their  own  systems.  The 
fact  that  they  have  a  tool-less 
ease  of  use  is  very  appealing 
to  customers,  and  with  future 
expandability  options,  they 
can  hold  onto  the  hardware  a 
lot  longer,”  says  Sarah  Man¬ 
chester,  an  analyst  with  Inter¬ 
national  Data  Corp.  in 
Framingham,  Mass. 

Pricing  starts  at  $2,500  for 
the  LC  2000  and  $4,275  for 
the  LH  3000.  Both  servers  will 
ship  in  volume  in  the  first 
quarter  of  2000. 

HP:  www.hp.com 
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Defense  Dept  to  tap  new  mobile  digital  certificates 


BY  ELLEN  MESSMER 

WASHINGTON,  DC.  —  A 
division  of  the  U.S.  Depart¬ 
ment  of  Defense  this  week 
will  announce  plans  for  a  mas¬ 
sive  rollout  of  new  network 
security  technology  that 
addresses  one  of  the  key  short¬ 
comings  of  current  products:  a 
lack  of  support  for  mobile 
employees. 

Sources  close  to  the 
Defense  Department  say  the 
Health  Affairs  division,  which 
operates  more  than  150  med¬ 
ical  facilities  around  the 
world,  plans  to  distribute  what 
are  called  “roaming  certifi¬ 
cates”  to  tens  of  thousands  of 
medical  personnel  who  are 
frequently  on  the  move. 

Iliis  roaming  technology  is 
expected  to  be  a  big  improve¬ 
ment  over  typical  digital  cer¬ 
tificates  and  public  keys,  which 
are  usually  tied  to  each  end 
user’s  desktop  and  are  consid¬ 
ered  cumbersome  to  move 
from  machine  to  machine. 

Digital  certificates  and  pub¬ 
lic  keys  are  increasingly  popu¬ 
lar  tools  for  signing  and 


encrypting  documents  that 
traverse  intracompany  and 
intercompany  networks. 

Health  Affairs  is  expected 
to  announce  it  has  agreed  to 
use  Vasco  Data  Security’s 
SnareWorks  software,  which 
promises  to  deliver  the  roam¬ 
ing  certificate  technology  as 
well  as  the  ability  to  sign  on 
to  a  network  just  once  for 
authorized  access  to  a  host  of 
applications  and  network 
resources. 

The  server  component  of 
the  software  will  store  thou¬ 
sands  of  private  keys  and 
X.509-based  digital  certificates, 
and  upload  them  to  appropri¬ 
ate  end  users  operating  any 
authorized  machine  attached 
to  the  Health  Affairs  network. 
Roaming  certificates  will  van¬ 
ish  from  those  machines  once 
end  users  log  off. 

For  instance,  if  a  physician 
based  at  the  Walter  Reed 
Army  Medical  Center  in 
Washington,  D.C.,  is  dispatched 
to  do  surgery  atTripler  Medical 
Center  in  Hawaii,  he  can 
log  on  to  the  network  from 
Tripler  and  use  his  certificate 


breaking  news 

Network  World  Fusion  now  has  more  news  than  ever. 
Check  out  these  stories  online: 


Cable  &  Wireless  teams 
with  Compaq  to  create  ASP 
business 

Cable  &  Wireless  has 
announced  plans  to  team 
with  Compaq  to  create  a 
global  application  service 
provider  business  by  January 
2000.  The  two  companies 
will  invest  more  than  $500 
million  over  the  next  five 
years  in  the  new  project. 
DocFinder:  5642 


Get  your  news  here! 

NetFlash  delivers  network 
news  to  your  e  mail  inbox, 
every  day,  free  of  charge.  And 
it  includes  occasional  flashes 
of  wit.  Sign  up  today,  sit  back 
and  let  the  news  come  to  you. 

DocFinder:  3850 


ssa 


The  skinny  on  Boundless’  new  thin  client 

Boundless  unveils  a  specialized  Internet  thin-client  device 
featuring  a  sleek  silver-and-black  display  screen  and  a  keyboard 
connected  via  an  infrared  link. 

DocFinder:  5643 

Intuit’s  Quicken.com  portal  adds  bill 

payment  and  hosted  application  service  J|gfW0lj(M)|1f| 

Intuit,  which  operates  the  Quicken.com  ' 

Web  financial  management  portal,  last  C 
week  added  new  bill  payment  and  hosted  * 

application  investment  services  for  small  businesses.  At  the 
Intuit  portal,  used  by  about  six  million  people,  customers 
can  now  view  and  pay  bills  online  for  free. 

DocFinder:  5644 


Go-anywhere  security 

How  the  Defense  Departments  Health  Affairs  division  will  use  "roaming 
certificates"  for  single  sign-on,  digital  signatures  and  the  encryption  of 
documents: 


Both  public  and  private 
keys  are  centrally  stored. 


O  A  physician  logs  on  to  the  network  and  down¬ 
loads  a  public-key  certificate  and  a  private 
key.  Both  are  needed  to  make  secure, 
encrypted  transactions  over  the  network  and 
allow  the  doctor  single  sign-on  access  to  all 
network  resources. 


to  digitally  sign  med¬ 
ical  forms. 

Vasco  can  brag 
that  it  was  the  first 
vendor  to  deliver  a 
product  to  handle 
roaming  certificates, 
thanks  to  the  com¬ 
pany’s  recent  acquisi¬ 
tion  of  IntelliSoft, 
which  rolled  out  the 
technology  earlier 
this  year.  But  other 
vendors  aren’t  ignor¬ 
ing  the  market. 

In  September,  RSA 
Security  shipped 
Keon,  a  roaming  cer¬ 
tificate  product  that 
has  been  tested  to 
work  with  RSA, 

VeriSign,  Netscape 
and  Baltimore  Tech¬ 
nologies  certificates. 

Entrust  Technologies 
will  announce  roam¬ 
ing  certificate  software  in  a 
few  weeks,  but  it  will  only 
work  with  Entrust  certificates. 

Until  roaming  came  along, 
the  only  way  to  move  a  digital 
certificate  around  was  to 
store  it  on  a  smart  card  or 
transfer  it  to  a  floppy  disk 
using  an  industry  standard 
called  Public  Key  Crypto¬ 
graphy  Standards  #12. 

Lina  Liberti,  RSA’s  director 
of  product  management  for 
Keon,  says  these  older 
approaches  have  been  “very 
awkward  to  do,  and  people 
have  said  this  limitation  to 
roaming  is  the  reason  they 


stopped  their  public-key  infra¬ 
structure  deployments.” 

While  Health  Affairs,  other 
users  and  the  vendors  are 
enthusiastic  about  roaming, 
support  is  not  unanimous. 
Holding  certificates  and  keys 
at  a  central  server  is  risky, 
some  observers  say. 

“We  are  looking  at  ways  to 
do  roaming  certificates,”  says 
Paul  Donfried,  chief  market¬ 
ing  officer  at  Identrus,  a  New 
York  company  owned  by  a 
dozen  banks  that  is  piloting  a 
shared  public-key  infrastruc¬ 
ture  system.  “But  the  issue 
you  face  in  roaming  certifi- 


©That  same  doctor,  when  visiting 
another  location,  can  receive  the 
same  level  of  security  by  down¬ 
loading  his  certificate  and  key  over 
an  encrypted  Internet  connection. 


cates  is  that  if  the  private 
keys  are  all  centrally  stored, 
that  makes  for  an  appealing 
target.” 

Supporters  of  roaming  cer¬ 
tificates  acknowledge  that  the 
server  holding  the  certificates 
and  keys  needs  to  have  strong 
security-access  controls  and 
should  be  backed  up  by  at 
least  one  other  server. 

One  other  drawback  to 
roaming  certificates  is  cost. 
Users  will  need  to  tack  on 
an  extra  $20  to  $200  per 
seat,  based  on  pricing  for 
the  first  few  products  on  the 
market.  3 


Oracle, 

continued  from  page  12 

work  of  retailers,  had  already 
selected  Oracle  Applications 
to  run  its  internal  business 
systems. 

When  Specialized  Bicycle 
sought  bids  for  a  Web-based 
e-commerce  site,  executives 
were  dismayed  at  the  steep 
costs.  And  they  were  even 
more  dismayed  to  realize  they 
were  still  expected  to  tie  the 
Web  site  into  their  back-end 
applications  on  their  own, 
Chief  Information  Officer 
Ron  Pollard  says. 

The  answer  was  to  go  with 
Oracle  iStore:  a  ready-to-use, 
Web-based  electronic  store 
that  has  tight  links  with  back¬ 
end  Oracle  Applications. 


“We  went  from  the  original 
idea  of  having  a  Web  site  to 
going  live  in  just  seven 
months,”  Pollard  says. 

In  the  long  run,  one  of 
Oracle’s  most  critical  steps 
may  be  one  that’s  largely 
invisible  to  most  of  the  indus¬ 
try:  the  wooing  of  hundreds 
of  thousands  of  application 
developers. 

New  approach 

According  to  Burton, 
Oracle  did  something  brand 
new  when  it  launched  Oracle 
8i:  The  company  spent  $20 
million  to  reach  application 
developers,  explaining  and 
showing  them  how  Internet 
applications  could  be  built 
with  the  new  technologies. 

The  company  created  a 


Web  site,  Oracle  Technology 
Network,  whose  membership 
has  exploded  from  50,000  to 
more  than  450,000  in  the 
past  1 2  months.  However,  it’s 
not  clear  from  that  total  how 
many  members  are  active  or 
how  active  they  are.  3 


OPENWORLD 

’99 


For  more  coverage  of  Oracle's 
OpenWorld  activities,  see  Fusion. 


Thinking  outside  the  box  led  us  to  this  one 


Introducing  the  Unisys  e-@ction  Enterprise  Server  ES7000.  The  first  Intel  -based  server  to  bring  to  e-business 
the  power  and  reliability  once  available  only  on  large  UNIX/RISC  systems  and  mainframes.  And  at  a  fraction 
of  the  price.  It's  based  on  our  revolutionary  Cellular  Multiprocessing  architecture.  Which  means  the  ES7000 
can  run  Microsoft !  Windows  '  2000  and  UNIX  in  the  same  box  at  the  same  time.  And  it 
seamlessly  links  to  your  legacy  system,  critical  for  doing  transaction-heavy  business  on  the 
Web.  But  that's  not  all.  Employing  32  Intel  Pentium  III  Xeon™  processors,  the  ES7000's 
unique  platform  allows  it  to  handle  the  unpredictable  loads  of  e-business  —  providing 
unprecedented  levels  of  performance,  reliability  and  agility.  The  Unisys  e-<action  ES7000 
is  the  latest  in  a  series  of  outside-the-box  ideas  from  the  people  who  never  stop  thinking 
of  ways  to  make  your  business  better.  To  find  out  more,  go  to  www.unisys.com/ent 
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Unisys  e-@ction 
Enterprise  Server 
ES7000 


Unisys  is  a  registered  trademark  and  e-»'ction  is  a  trademark  of  Unisys  Corporation. 

Intel,  the  Intel  Inside  logo  and  Pentium  are  registered  trademarks  and  Pentium  III  Xeon  is  a  trademark  of  the  Intel  Corporation. 

All  other  brands  and  products  referenced  herein  are  acknowledged  to  be  trademarks  or  registered  trademarks  of  then  respective  holders 
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LAN  service  to 
save  users  money 


BY  MARC  SONGINI 

SOMERS,  NY  —  IBM  wants 
to  help  its  enterprise  server 
users  trim  a  little  budgetary  fat 
as  the  holiday  season  arrives. 

Big  Blue  this  week  is 
expected  to  announce  a  vari¬ 
ety  of  service  offerings  tout¬ 
ed  to  reduce  by  15%  to  20% 
annually  the  operating  costs 
of  PC  server  LANs.  There  will 
be  five  packages,  ranging 
from  educational  classes  to 
in-depth  consulting  to  the 
full-scale  implementation  of 
total  cost  of  ownership 
(TCO)  schemes  by  IBM  inte¬ 
grators  and  installers,  says 
Dan  Randsdell,  an  IBM  vice 
president. 

For  the  big  boys 

The  IBM  offerings  are 
geared  toward  large  enter¬ 
prises  with  multiple  IBM 
Netfinity  servers  attached  to 
IBM  IntelliStation  and  Think¬ 
Pad  clients.  IBM  will  com¬ 
pare  this  total  cost  against 
the  prevailing  industry  aver¬ 
ages  and  show  customers 
where  they  could  be  saving 
—  for  example,  by  learning 
to  use  management  tools 
such  as  Netfinity  Manager 
server  and  client  manage¬ 
ment  software. 

IT  staff  can  learn  to  do 
things  such  as  preset  alarms 
on  their  servers.  If  a  storage 
disk  were  about  to  crash,  it 
would  send  out  an  alert  and 
the  disk  could  be  swapped 
before  it  brought  the  system 
down.  Another  way  cus¬ 
tomers  can  save  is  by  learn¬ 
ing  to  more  fully  use  the 
capacities  on  existing 
servers,  mitigating  the  need 


Correction 

A  recent  story  (NW,  Nov. 
15,  page  10)  incorrectly 
identified  the  maker  of  a 
product  called  eProvision 
Employees.  The  product  is 
made  by  Business  Layers  in 
Upper  Saddle  River,  N.J. 


to  add  more,  IBM  says. 

One  IBM  customer  says 
such  programs  may  pay  divi¬ 
dends,  but  they  are  not  the 
only  way  to  reduce  TCO. 

The  best  way  to  save 
money  with  a  server  is  to  buy 
the  biggest  one  you  can 
afford  that  will  need  the 


Trimming  the  fat 

IBM's  new  TCO  offerings 

include: 

•  Basic  and  in-depth  analysis 
for  small  and  large-scale  shops. 

•  Pilot  implementation. 

•  Use  of  IBM  Universal 
Management  tools. 

•  Installation  and  integration 
services. 

•  Hands-on  training  in 
implementing  TCO  practices. 


smallest  number  of  staff  to 
maintain  it,  says  Jack  Rey¬ 
nolds,  president  of  Quik 
International,  an  ISP  franch¬ 
iser  with  Windows  NT  and 
RS/6000  boxes.  It’s  also 
important  to  get  the  staff 
fully  educated  in  the  intrica¬ 
cies  of  the  product. 

For  example,  Reynolds  says 
the  IBM  marketing  people 
both  underestimated  and 
underplayed  the  capacities 
and  cost-saving  features  of 
the  IBM  RS/6000  server,  and 
he  didn’t  find  out  about  some 
of  them  until  he  sent  his 
people  to  special  IBM-spon¬ 
sored  classes. 

There  are  many  elements 
on  a  server  that  might  not 
seem  important  from  a  cost 
standpoint,  such  as  kernel 
modification  or  memory  man¬ 
agement,  but  they  can  really 
make  a  big  difference, 
Reynolds  says. 

However,  these  features 
are  useless  unless  someone 
can  make  you  aware  of  them 
and  show  you  how  to  use 
them,  so  a  TCO  program 
might  prove  productive,  he 
adds. 

All  the  TCO  packages  will 
be  available  before  year-end. 
Pricing  will  range  from  $3,000 

to  $250,000.  a 


United, 

continued  from  page  1 

in  response  to  the  fledgling 
e-mail  outsourcing  industry, 
which  also  includes  Critical 
Path  in  San  Francisco  and 
Mail.com  in  New  York.  While 
these  newer  e-mail  hosting 
companies  already  manage  mil¬ 
lions  of  e-mail  boxes  for  con¬ 
sumers  and  smaller  businesses, 
until  now  they  have  not 
cracked  the  enterprise  market. 
United  is  the  first  large  corpo¬ 
ration  to  opt  for  a  Web-based 
messaging  service  as  its  pri¬ 
mary  e-mail  solution,  say  indus¬ 
try  watchers,  who  predict  that 
others  will  follow  soon. 

“This  is  the  biggest  deal 
involving  a  company  handing 
over  responsibility  of  hosting 
employee  mailboxes  to  a  third 
party,”  says  Mark  Levitt,  research 
director  of  collaborative  com¬ 
puting  at  International  Data 
Corp.  in  Framingham,  Mass.  “It’s 
a  sign  that  the  hosted  e-mail 
market  is  not  just  a  business 
model  being  thought  about  . . . 
but  is  something  that’s  actually 
happening.” 

John  Street,  president  and 
CEO  of  USA.Net,  says  his  com¬ 
pany  has  several  more  enter¬ 
prise  deals  in  the  works.  “We’ll 
have  a  couple  other  deals  com¬ 
ing  this  quarter  and  quite  a  few 
more  coming  in  the  early  part 
of  next  year  that  are  as  large  as 
the  United  deal,”  he  claims. 

The  two  companies  would 
not  disclose  the  financial 
terms  of  the  deal.  But  USA.Net 
usually  charges  around  $5  per 
mailbox,  per  month,  terms 
which  would  mean  $1.2  mil¬ 
lion  per  year  for  United’s  initial 
20,000  users  and  more  than  $6 
million  per  year  for  all  of  the 
company’s  employees. 

United  currently  runs 
Hewlett-Packard’s  OpenMail 
software  on  two  servers  in  its 
Chicago  data  center  and  pro¬ 
vides  e-mail  service  to  20,000 
of  its  management  personnel. 
Most  end  users  access  their 
e-mail  through  Microsoft 
Outlook. 

The  company’s  mobile  work 
force,  including  its  pilots  and 
flight  attendants,  cannot  access 
the  OpenMail  system.  One  of 
the  drivers  behind  United’s 
decision  to  migrate  to  a  Web- 
based  service  was  to  provide 
e-mail  access  to  all  its  employ¬ 
ees  from  anywhere  in  the 
world  over  the  Internet. 

“If  you  look  at  our  mobile 
work  force,  they  don’t  have 
very  effective  means  to  com¬ 


municate  with  their  manage¬ 
ment,”  says  Nirup  Krishna- 
murthy,  director  of  business 
systems  development  at 
United’s  Information  Services 
Division.  “This  provides  a 
whole  new  avenue  for  them, 
and  it  eliminates  a  lot  of 
paper.” 

Web-based  e-mail  is  ideal  for 
companies  such  as  United  that 
have  so  many  mobile  workers, 
says  Steve  Robins,  a 
senior  analyst  with 
the  Yankee  Group  in 
Boston.  “The  United 
deal  hits  the  sweet 
spot  for  outsourced 
messaging  because  it 
deals  with  people 
who  are  not  sitting  at 
their  desks  all  day 
long,  but  people  who 
need  to  have  access 
to  information  on  the 
road,”  he  says.  “It 
wouldn’t  make  sense 
for  these  people  to 
have  client  software 
on  a  laptop  to  use  to 
log  on  to  an  e-mail 
system.” 

By  outsourcing  its 
e-mail,  United  also  will 
save  money  and  free 
up  IT  staff  to  work  on 
other  projects. 

“One  of  tlie  things 
we’ve  been  thinking 
about  is:  What  is  our 
core  competency?” 
Krishnamurthy  ex¬ 
plains.  “United  Airlines 
has  always  been  — 
within  the  travel  indus¬ 
try  —  at  the  forefront 
of  trying  to  take  advan¬ 
tage  of  technological 
innovations  to  im¬ 
prove  our  business.  We 
see  this  deal  as  one 
more  step  in  that  direction.” 

United  officials  say  they 
chose  the  USA.Net  service  for 
its  reliability  and  scalability. 
USA.Net  will  provide  its 
Enterprise  Messaging  service, 
which  includes  encrypted 
mail  sessions,  junk  mail  block¬ 
ing,  virus  scanning,  e-mail  for¬ 
warding  and  calendaring. 
United’s  staff  will  handle 
administrative  functions,  such 
as  setting  up  mailboxes,  but 
USA.Net  will  provide  round- 
the-clock  customer  service. 

United  will  begin  moving  its 
OpenMail  users  to  the 
USA.Net  service  early  next 
year. 

Web-based  e-mail  is  not  for 
everyone,  says  Paul  Hoffman, 
director  of  the  Internet  Mail 
Consortium.  “United  is  making 


a  tradeoff  of  features  vs.  scala¬ 
bility  and  ease  of  use,”  he  says, 
pointing  out  that  client/server 
e-mail  systems  offer  more  fea¬ 
tures  and  tighter  security.  “I 
think  there’s  plenty  of  market 
for  both  types  of  products.” 

However,  if  many  enter¬ 
prises  migrate  to  Web-based 
e-mail  services,  that  could  mean 
problems  for  the  established 
e-mail  software  vendors.  This 


deal  “shakes  the  ground  that 
both  Lotus  and  Microsoft  live 
on  everyday,”  says  IDC’s  Levitt, 
pointing  out  that  United  could 
have  bought  the  Notes/Domino 
or  Exchange/Outlook  platforms 
instead. 

Lotus  officials  minimized 
the  concern,  noting  that  they 
are  adding  features  to  Domino 
that  will  make  it  a  better  solu¬ 
tion  for  outsourcing. 

“At  the  top  of  the  list  for  the 
next  release  of  Domino  is  to 
make  it  more  accessible  in 
hosted  environments,”  says  Ed 
Brill,  senior  product  marketing 
manager  for  Domino.  He  adds 
that  Lotus  also  is  “making  it 
easier  to  access  Notes  Mail 
remotely,”  as  a  way  of  compet¬ 
ing  against  Web-based  e-mail 
services.  3 


E-mail  outsourcing  pays  off 

According  to  a  recent  Gartner  Group 
study  of  700  enterprises,  more  cus¬ 
tomers  will  start  outsourcing  their 
e-mail  systems  to  save  money. 


Number  of  enterprises  outsourcing  some  part 
of  their  e-mail  systems: 


Estimated  annual  cost  per  user: 

In-house  (including  labor,  hardware  and 
software):  $850  per  year  _ 

Outsourced:  $120  per  year 


United's  potential  savings 

Projected  cost  savings  to  move 
United's  100,000  employees  to  a 
Web-based  e-mail  service: 


SOURCE:  THE  GARTNER  GROUP.  STAMFORD,  CONN. 
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Venture  capital 

continued  from  page  1 

setting  the  stage  for  a  historic 
year  in  terms  of  the  amount  of 
money  spent  on  Internet  infra¬ 
structure. 

The  majority  of  the  invest¬ 
ment  was  related  to  the 
Internet,  with  firms  involved 
in  e-commerce  and  backbone 
equipment  leading  the  way, 
says  Kirk  Walden,  a  national 
director  for  Pricewaterhou.se- 
Coopers. 

“This  goes  way  beyond  the 
latest  e-commerce  Web  site,” 
Walden  says.  “The  Internet  is 
represented  in  ever)'  industry 
category  in  the  survey. . .  .  The 
Internet  right  now  is  driving 
our  economy,  and  it’s  on  an 
Everest  slope.” 

Walden  predicts  that  by 
year-end  the  total  venture  cap¬ 
ital  investment  in  network 
companies  could  reach  as  high 
as  $16  billion  —  triple  the 
amount  invested  in  1998.  To 
bolster  that  claim,  Walden 
points  out  that  plenty  of  early- 
stage  companies  are  receiving 
first  rounds  of  funding  and 
will  require  more  investment 
in  the  months  ahead. 

PricewaterhouseCoopers 
conducts  a  quarterly  survey 
of  all  venture  capital  invest¬ 
ments  and  breaks  out  data  on 
the  network  industry  exclu¬ 
sively  for  Network  World 
readers. 

The  study  identified  546 
start-ups  offering  communica- 
tions-related  equipment,  soft¬ 
ware  and  services  that  re¬ 
ceived  a  total  of  $6.21  billion 
in  funding  in  the  third  quarter 
of  1999. The  amount  repre¬ 
sents  a  nearly  fourfold  increase 
over  the  $  1 .64  billion  spent  in 
the  third  quarter  a  year  earlier. 

“There  is  a  race  going  on  to 
build  the  next-generation 
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Venturing  on  network  start-ups 
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Venture  capitalists  last  quarter  dished  out  more  money  to  network  start-ups  than  to  companies  in  all  other 
industries  combined.  Total  funding  of  network  companies  has  exploded  over  the  past  three  years  with  the 
average  amount  awarded  per  company  nearly  tripling  over  that  period  of  time.  |  $7.76 1 


Total  venture  capital  funding 

in  Q3:  $9  billion 


All  other 
industries: 

$2.8  billion 


Network 

start-ups: 


$6.2  billion 
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equipment  to  support  the 
Internet,”  says  Tom  Dyal,  man¬ 
aging  director  of  Redpoint 
Ventures  of  Menlo  Park,  Calif. 
“The  winners  are  the  ones  that 
not  only  put  the  best  team  on 
the  field,  but  also  raise  a  large 
amount  of  money.” 

Of  the  top  10  deals  of  the 
quarter,  half  were  related  to 
e-commerce  and  all  command¬ 


ed  big  money  —  $60  million 
or  more  for  each  start-up. 

The  largest  deal  of  the  quar¬ 
ter  was  $275  million  in  fourth- 
round  funding  raised  by 
WebVan,  a  company  in  Foster 
City,  Calif.,  that  is  building  an 
online  grocery  store  and  deliv¬ 
ery  service. 

Other  large  deals  were  $195 
million  raised  for  Datek  Online 
Holdings,  an  Edison,  N.J.,  on¬ 
line  brokerage,  and  $119  mil¬ 
lion  raised  for  eMachines,  a  PC 
manufacturer  and  ISP  located 
in  Irvine,  Calif. 

The  unprecedented  venture 
capital  investments  follow  the 
same  path  as  the  sky-high  valu¬ 
ations  of  publicly  held  net¬ 
work  companies  such  as 
Cisco,  Juniper  and  Sycamore, 


according  to  Steve  Meisel, 
global  practice  leader  of 
PricewaterhouseCooper’s 
Computers  and  Networking 
Practice. 

“Companies  that  were 
scraping  by  on  $7  million  or 
$10  million  rounds  of  invest¬ 
ment  can  go  public  and  get 
market  capitalizations  of  $1 
billion,”  Meisel  says.  “Every 


quarter  we  say, ‘Wow,  these  val¬ 
uations  are  incredible.  We 
can’t  see  it  going  much  high¬ 
er.’ And  then  it  does.” 

Good  for  enterprise  nets 

Meisel  says  the  high  valua¬ 
tions  are  good  for  enterprise 
customers  because  start-ups 
have  more  money  to  hire  high- 
quality  staff  and  to  solve  prod¬ 
uct  development  problems. 

“The  money  means  compa¬ 
nies  can  get  new  products  to 
market  and  have  greater  flexi¬ 
bility  in  how  they  get  there," 
Meisel  explains.  "They  have 
more  money  to  do  their  sales 
and  marketing  and  to  gain 
alliances.” 

For  enterprise  buyers,  the 
survey  highlights  many  new 


companies  that  will  soon  be 
offering  Internet-related  prod¬ 
ucts  and  services: 

•  In  the  area  of  Internet- 
related  services,  nearly  90 
companies  received  a  total  of 
more  than  $1  billion  in  fund¬ 
ing. These  companies  are  offer¬ 
ing  Web  hosting,  customer 
relationship  management  and 
credit  collection  services, 
many  of  which  are  geared 
toward  e-retailers. 

•  One  hundred  and  eighty- 
one  companies  received  a 
total  of  $1.7  billion  in  fund¬ 
ing  to  develop  software  that 
automates  all  phases  of  the 
e-commerce  process,  includ¬ 
ing  e-mail  marketing,  procure¬ 
ment,  payment  and  customer 
services. 

•  In  the  communications 
area,  167  companies  received 
more  than  $2  billion  in  funds. 
Much  of  the  funding  went  to 
ISPs,  digital  subscriber  line  ser¬ 
vice  providers  and  w  ireless 
companies. 

In  addition  to  business-to- 
business  e-commerce,  the 
hottest  areas  for  venture  capi¬ 
tal  investments  are  next-gener¬ 
ation  broadband  switches  and 
routers,  and  broadband  semi¬ 
conductors,  Dyal  says.  He  iden¬ 
tifies  enterprise  network 
equipment  and  network  man¬ 
agement  software  as  two  areas 
that  are  “cold.” 

“The  trend  in  the  enter¬ 
prise  that  we  see  is  that  appli¬ 
cations  are  being  reconstruct¬ 
ed  to  take  advantage  of  the 
Internet,"  Dyal  says,  adding 
that  he  expects  to  see  more 
investments  in  application 
service  providers  that  rent 
out  applications  as  well  as 
start-ups  that  take  more 
“novel  approaches." 


The  large  amount  of  money 
going  to  network  start-ups 
and  the  fact  that  venture  cap¬ 
ital  deals  are  getting  bigger  is 
good  news  for  corporate  IT 
buyers,  who  are  increasingly 
turning  to  start-ups  for  tech¬ 
nology  that  is  vital  to  their 
e-commerce  initiatives. 

“You  need  to  know  that  a 
company  is  well-funded  and 
has  a  first-class  management 
team  before  you  start  working 
with  them,”  says  Paul  Mullaney, 
digital  initiatives  manager  at 
3M.  3M  has  tapped  start-up 
Exterprise  in  Austin,  Texas  for 
an  innovative  Web-hosting 
application.  Exterprise  is 
backed  by  Austin  Ventures  and 
Triton  Ventures. 

“We  re  not  working  with  IT 
start-ups  as  a  rule,  but  the 
uniqueness  of  the  Exterprise 
software  drove  the  relation¬ 
ship,”  Mullaney  adds.  “We 
knew  the  company  had  com¬ 
pleted  its  first  round  of 
financing,  so  we  felt  pretty 
secure  in  that  regard.  ...  We 
were  pretty'  sure  that  it  wasn’t 
going  to  be  a  flash  in  the  pan 
and  that  three  months  after¬ 
wards  they’d  run  out  of 
money."  3 
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The  five  network  start-ups  receiving  the  >bi;kvjki: 

most  venture  capital  funding  in  03:  . 

Company  Funding  (in  millions)  Primary  business 

WebVan  $275  Online  grocer  and  drugstore 

Datek  Online  $195  Online  brokerage  and 

electronic  clearing  network 

eMachines  $119.5  PC  manufacturer  and  ISP 

Formus  $115.8  Wireless  telecommunications 

company 

Diginet  Americas  $90.2  ISP 
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I  Software  is  the  soul  m  e-business.  |  But  it’s  not  the  kind  of  software  you  buy  in  a 
shrink-wrapped  box  at  the  store.  It’s  the  kind  of  software  that  lives  far  behind  die  glass. 
Helping  one  system  interact  seamlessly  with  another.  Or  sifting  through  terabytes  of  data 
to  reveal  customer  trends  that  would  otherwise  go  undetected.  Or  processing  thousands 
of  Web  transactions  simultaneously.  It’s  e-business  software  from  IBM.  And  it’s  helped  over 
18,000  companies  transform  their  operations,  their  relationships,  and  their  industries. 


e-business  is  about  people,  systems  and  companies 
connecting  in  completely  new  ways.  They  will  be 
drawing  information  from  systems  that  are  not 
naturally  compatible  —  and  depending  on  the  instant 
availability  of  that  information  to  do  what  they  do. 
It’s  a  vast,  complex,  interconnected  world  that  must 
be  made  practical,  simple  and  easily  accessible  to  an 
almost  unimaginable  variety  of  users. 

Historically,  large  companies  have 
come  to  IBM  for  software  to  support 
their  most  critical  operations.  Now 
every  company  will  need  software 
that  can  quickly  scale  to  handle  large  numbers  of 
secure,  complex  transactions  on  the  Internet. 

IBM  e-business  software  extends  capabilities  once 
available  only  in  corporate  engine  rooms  to  virtually 
every  computing  platform,  and  every  user,  everywhere. 
Whether  they  use  UNIXf  Windows  NT,®  Java®  Linux 
or  the  new  wireless  handhelds  like  Palm VII.  IBM 
makes  software  designed  to  work  across  every  system 
in  commercial  use.  Software  for  e-business. 


Every  100  days,  Internet  use  doubles 
and  there’s  a  new  generation  of 
software  products  to  evaluate.  How 
do  you  plan,  when  a  “Web  year”  is  three 
months?  IBM  has  developed  a  flexible  application 
framework  for  e-business  that  can  give  you  a  head 
start.  It  helps  you  incorporate  evolving  technologies 
like  XML  and  Java  and  build  on  the  best  of 
over  35,000  ready-to-go  applications  from  8,800 
software  companies. 

Behind  all  the  software  is  the  world’s  most  experienced 
e-business  organization.  If  what  you  have  in  mind 
doesn’t  exist,  IBM  Global  Services  and  our  worldwide 
network  of  Business  Partners  can  help  you  plan  it, 
build  it,  roll  it  out  and  change  the  world. 

Get  our  free  guide,  “10  Success  Factors 
for  e-business.”  It  distills  the  learning 
of  18,000  e-business  pioneers  into  10 
strategies  that  can  help  you  make  the  most  of  the  IT 
assets  you  have  in  place  —  and  avoid  missteps  others 
have  made.  Visit  www.ihm.com/software/soul/success 
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Integrate  your  operations  with  the  Internet.  IBM  WebSphere™ 
Application  Server  extends  core  business  functions  to  Web 
clients  and  vice  versa.  Built-in  connectors  to  leading  systems 
support  high  transaction  demands.  IBM  MQScries®  helps 
you  integrate  virtually  any  application  into  your  e-business. 


Transform  customer  data  into  Business  Intelligence.  No  other  database 
helps  you  make  sense  of  the  Internet  data  avalanche  like 
DB2®  Universal  Database™  DB2  has  the  speed  and  scale  to 
turn  data  into  customer  insights  —  in  time  to  affect  today’s 
decisions  and  tomorrow’s  results. 


RECREATIONAL  EQUIPMENT,  INC. 

IBM  software  provides  a  single 
e-business  foundation  that  supports 
multiple  online  franchises  -  and 
triple-digit  growth. 


THE  CHASE  MANHATTAN  BANK 

IBM  software  helps  Chase  Global 
Investor  Services  integrate  main¬ 
frame,  Windows  NT  and  UNIX 
environments  into  a  single  world¬ 
wide  business  platform. 


NATIONAL  BASKETBALL 
ASSOCIATION 

IBM  software  helps  teams  by 
uncovering  statistical  patterns  to 
enhance  strategy  and  individual 
player  performance. 


Change  the  way  your  organization  works  with  the  world’s  leading 
collaboration  and  workflow  software.  Lotus®  Domino  and 
Lotus  Notes®  help  e-businesses  concentrate  their  best 
brains  and  best  practices  on  every  project.  Not  only  across 
departmental  lines,  but  across  company  lines  as  well. 


Manage  e-business  systems,  networks  and  applications  as  a  single, 
extended  enterprise  with  Tivoli  IT  Management  software. 
Tivoli  and  IBM  SecureWay® software  provide  end-to-end 
security  and  control  of  your  e-business  from  a  centralized 
location  —  reducing  complexity  and  cost. 
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IBM.  DB2  SecureWay  and  MOSeries  are  registered  trademarks  and  DB2  Universal  Database,  WebSphere,  the  e-business  logo  and  Software  is  the  soul  of  e-business,  are  trademarks  of  International  Business  Machines  Corporation.  Tivoli  is  a  trademark  of  Tivoli  Systems 
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_  TCP/IP,  LAN/WAN  Switch  os.  Routers,  Hubs,  Access  Devices, 

Clients,  Servers,  Operating  Systems,  VPNs,  Networked  Storage 

Building  the  bulletproof  Ethernet 

Link  aggregation  standard  will  provide  needed  backup,  bandwidth. 


Strength  in  numbers 

Link  aggregation  provides  a  degree  of  resiliency. 

Traffic  is  divided  among  multiple  links.  Here, 
four  individual  Gigabit  Ethernet  links  form  a 
4G  bit/sec  pipe. 


With  aggregation,  if  one  link  fails,  the  other 
three  pick  up  as  much  traffic  as  possible 
(3G  bit/sec  in  this  case).  If  the  switches 
were  connected  with  only  one  link,  no  data 
would  flow. 


Briefs 


3Com  and  F5  Networks  last 
week  signed  an  agreement 
enabling  3Com  to  resell  and 
integrate  F5's  server  load-bal¬ 
ancing  products  and  technology 
with  3Com's  CoreBuilder  9000 
enterprise  LAN  switch. 

The  first  phase  of  the  agree¬ 
ment,  effective  immediately, 
enables  3Com  to  resell  F5's 
BIG/ip  and  3DNS  controllers  to 
its  enterprise  customers  for 
server  load  balancing,  and 
Internet  site  reliability  and  per¬ 
formance  requirements, 
respectively. 

The  second  phase  involves 
development  of  Internet  Traffic 
Management  modules  for  the 
CoreBuilder  9000  based  on  F5's 
load-balancing  technology. 

The  new  modules  are  target¬ 
ed  for  shipment  next  year. 

NetManage  last  week 
enhanced  its  ViewNow  Web- 
to-host  software  product 
line  to  support  browsers  that 
use  Microsoft's  ActiveX  tech¬ 
nology. 

Users  download  a  copy  of 
ViewNow  Browser  Edition  for 
ActiveX  from  their  local  server 
and  the  software  then  estab¬ 
lishes  a  link  to  IBM  mainframe 
or  AS/400  midrange  and  Unix 
host  systems. 

ViewNow  integrates  with 
directory-based  management 
tools  to  offer  customers  an  easy 
way  to  centrally  customize  the 
software,  NetManage  claims. 

The  package  fills  out  the 
ViewNow  family,  which  in¬ 
cludes  Windows  Edition  for 
Microsoft  Windows  desktops, 
ViewNow  for  Microsoft  Win¬ 
dows  Terminal  Services, 
and  ViewNow  for  Citrix  Meta- 
Frame. 

ViewNow  Browser  Edition  for 
ActiveX  will  be  available  at  the 
end  of  the  month  for  $165  per 
user  copy. 

NetManage:  www.net 
manage.com 


BY  JEFF  CARUSO 

Long  popular  for  its  resiliency 
benefits,  the  technology  of  link 
aggregation  is  finally  about  to 
achieve  standardhood. 

The  IEEE  has  worked  out  much  of  the 
technical  details  of  link  aggregation  in  its 
802. 3ad  specification,  and  the  group 
expects  to  finalize  the  standard  in 
March. 

Link  aggregation  is  a  technique  for 
combining  two  or  more  Ethernet  connec¬ 
tions  into  one  logical  link,  or  trunk.  For 
example,  a  user  could  set  up  four  lOOM 
bit/sec  Fast  Ethernet  connections  running 
in  parallel  between  two  switches,  but 
both  switches  would  handle  traffic  as  if 
there  were  a  single,  400M  bit/sec  pipe 
between  them. 

A  user  might  do  this  if  the  connection 
requires  more  than  100M  bit/sec,  but 
less  than  the  full  gigabit  per  second  of 
Gigabit  Ethernet. 

“We  didn’t  have  enough  of  a  band¬ 
width  need  for  Gigabit  Ethernet,”  says 
Chuck  Yoke,  manager  of  technology 


If  you  believe  start-up  Vicinity 
Systems’  CEO  Mike  Frost,  you  won’t  have 
an  ungainly  PC  on  your  desktop  in  the 
future. 

Vicinity  is  creating  PCs  for  use  in  cus¬ 
tomer  service  and  call  centers  where 
desktop  space  is  often  cramped.  The  PC, 
which  Vicinity  calls  an  appliance,  consists 
of  two  pieces:  a  modem-sized  box, 
dubbed  an  E-pliance,  that  sits  on  the  desk¬ 
top,  and  a  rack-mounted  PC  system  unit, 
called  an  E-pliance  Processor  Blade,  that 
sits  in  the  server  room. 

The  E-pliance  attaches  to  the  user’s 
keyboard,  monitor  and  mouse  and  then 
connects  to  the  E-pliance  Processor 
Blade  via  unshielded  twisted-pair 
cabling,  freeing  the  area  on  the  desktop 
normally  occupied  by  the  system  unit. 
Peripherals,  such  as  printers  or  speakers, 
attach  to  legacy  PCI  or  USB  slots  on  the 


architecture  at  Janus,  a  financial  services 
firm.  The  company  uses  Cisco’s  propri¬ 
etary'  link  aggregation  technology,  Fast 
EtherChannel,  to  run  multiple  Fast 
Ethernet  connections  from  its  switches 
to  its  servers. 

Yoke  says  he  didn’t  want  to  install 
Gigabit  Ethernet  equipment  and  fiber 
optic  lines  to  support  the  technology 
when  the  company  had  plenty  of  slower- 
speed  equipment  and  copper  cabling 
available.  “We  had  open  Fast  Ethernet 


E-pliance. 

Up  to  six  E-pliance  Processor  Blades 
—  outfitted  with  Intel  Pentium  or 
Celeron  processors,  1 28K  bytes  of  mem¬ 
ory  and  10G  bytes  of  disk  space  —  fit 
into  the  E-pliance  Server,  which  slides 
into  a  standard  rack  enclosure.  Network 
file  servers  and  any  external  storage  can 
also  be  mounted  in  the  rack.  The  E-pli- 
ance  Server  connects  to  the  Windows 
NT,  Linux  or  Solaris  server  via  10/100M 
bit/sec  Ethernet  links. 

From  the  E-pliance,  users  can  browse 
the  Internet  and  access  database  infor¬ 
mation  and  query  forms  to  get  their  jobs 
done  even  though  their  system  unit  is 
up  to  1 ,000  feet  away. 

Vicinity  uses  a  patented  technology, 
dubbed  MN8,  that  takes  monitor,  key¬ 
board  and  mouse  signals  from  the  E-pli¬ 
ance  and  transports  them  over  Category  5 
cable  to  the  remote  E-pliance  Processor 
See  Vicinity,  page  26 


ports  on  the  Cisco  Catalysts  and 
Ethernet  patch  cables  galore, ’’Yoke  says. 

Another  compelling  reason  to  set  up  a 
network  this  way  is  for  its  built-in 
resiliency.  If  one  of  the  parallel  connec¬ 
tions  fails,  the  others  can  continue  to 
run.  In  less  than  a  second,  a  switch  can 
detect  that  a  link  has  gone  down  and 
reassign  packet  flows  to  the  surviving 
links  (see  graphic). 

Link  aggregation  between  different 
vendors’  equipment  is  possible  today.  So 
why  is  a  standard  necessary  ? 

The  switches  can  only  interoperate  at 
a  very  basic  level,  explains  Cam  Cullen, 
senior  technical  marketing  manager  at 
3Com.  With  the  standard,  the  switches 
would  be  able  to  perform  higher-level 
functions,  such  as  catching  configura¬ 
tion  errors. 

Another  advantage  of  having  a  stan¬ 
dard  is  that  third-party  network  manage¬ 
ment  tools,  such  as  Hewlett-Packard’s 
OpenView,  would  be  able  to  see  aggre¬ 
gated  links,  Cullen  say's.This  would  make 
troubleshooting  easier. 

The  IEEE  802. 3ad  specification  uses 
Link  Aggregation  Control  Protocol  to 
verify  the  link  configurations  and  to 
send  packets  to  each  of  the  physical 
links  in  the  trunk.  The  protocol  also  pro¬ 
vides  the  mechanism  for  adding  and 
subtracting  links  from  the  trunk. 

The  upcoming  standard  works  for  all 
speeds  of  Ethernet,  so  users  could  even 
establish  multigigabit  links  composed  of 
Gigabit  Ethernet  connections.  3 


Vicinity  serves  up  non-PC  desktops 

Firm’s  E-pliances promise  to  save  space  and  management  time. 

BY  DENI  CONNOR 
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It  took  him  37  years  to  move  out  of  his  parents'  basement 
but  he  won't  wait  8  seconds  to  get  a  mortgage  online. 


AND  YOU'RE  THE  0  E  WITH  THE  PROBLEM 


Why  do  your  customers  have  all  the 
time  in  the  world  until  the  moment  your 
ite  goes  into  secure  iode?  Just  one  of 
life's  great  mysteries,  we  suppose,  but 
one  you  can  easily  circumvent  with  the 
help  of  our  Commerce  Accelerators. 

These  marvels  wore  designed 
specifically  for  e-commerce  so  your  site 


will  maintain  its  speed  throughout  the 
entire  transaction-even  in  secure  , 
mode-instead  of  slowing  down  to  a 
maddening  crawl.  One  of  our  customers 
in  the  banking  industry  has  been  able  to 
increase  its  secure  transaction  processing 
by  up  to  150  times*  since  installing  our 
Commerce  Director  8000, 


To  see  how  much  faster  things  run  with  IPivot  and  get  information  on  how  we  can  speed  up  your  Web  site, 
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Hewlett-Packard  looks  to  ease  host  printing  jam 


BY  MARC  SONGINI 

PALO  ALTO  —  Hewlett- 
Packard  is  rolling  out  an  inte¬ 
grated  software,  hardware  and 
services  package  that  the  com¬ 
pany  says  will  let  users  more 
easily  print  data  stored  on  a 


mainframe  in  a  distributed  net¬ 
work  environment. 

Historically,  printing  central¬ 
ized  mainframe  or  midrange 
server  data  on  a  LAN  has  been 
tricky.  Mainframes  typically 
use  SNA-based  protocols  for 
printing,  such  as  IBM’s 


Intelligent  Printer  Data  Stream 
format.  These  mainframe  and 
midrange  printing  protocols 
are  usually  incompatible  with 
printing  protocols  used  on  a 
LAN,  such  as  Adobe  PostScript. 

To  allow  IAN  users  easier 
access  to  host  data,  HP  intends 


to  roll  out  a  comprehensive 
print  package  known  as 
Distributed  Host  Printing. 

Included  in  the  package  are 
HP  LaserJet  printers  and  net¬ 
work  technology,  consulting 
services,  and  integrated  third- 
party  communications  hard¬ 
ware  and  software. 

For  instance,  HP  will  be  re¬ 
selling  Dazel’s  Output  Server 
software.  The  company  says 
Output  Server  lets  customers 
distribute  mainframe  print 
jobs  to  LAN  printers. 

Users  will  then  be  able  to 
bring  the  host  data  directly  to 
their  desktops  and  print  it 
locally,  without  having  to 
print  it  from  a  central  printer 
tied  to  a  mainframe. 

Typically,  users  have  little 
control  over  what  parts  of  a 
document  they  can  print 
using  a  mainframe,  says  Riley 
McNulty,  an  analyst  with 
International  Data  Corp,,  a 
market  research  firm  in 


Framingham,  Mass. 

If  users  want  to  print  a  sec¬ 
tion  of  a  report,  for  instance, 
they  usually  have  to  print  out 
the  entire  document,  then  dis¬ 
tribute  it  by  hand,  McNulty 
says.  HP  intends  to  let  users 
pick  what  portions  of  a  docu¬ 
ment  or  file  they  want  and 
then  distribute  it  electronic¬ 
ally,  saving  time  and  resources. 

HP,  a  strong  player  in  work¬ 
group  printing,  is  now  mov¬ 
ing  into  the  high-end  enter¬ 
prise  network  territory  usual¬ 
ly  ceded  to  IBM  and  Xerox, 
McNulty  says. 

The  company  will  go  head- 
to-head  with  products  such  as 
IBM’s  multipurpose  InfoPrint 
Manager.  McNulty  says  HP  is 
primarily  targeting  this  offer¬ 
ing  at  companies  with  many 
workgroups. 

The  package  is  available 
now  with  average  pricing 
starting  at  around  $80,000. 

HP:  www.hp.com 


Mainframe  printing  evolves 


HP’s  mainframe  printing  package  will  let  LAN  clients  print  mainframe  data  with  their  local  area 
printers  instead  of  large,  mainframe-attached  printers. 


©  Dazel's  Output  Server  running  on  the  gateway 
will  give  control  of  printing  to  clients  rather 
than  the  mainframe. 
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©  HP  LaserJet  printers 
will  work  with  servers 
to  accept  mainframe 
print  jobs. 


Printer 


Red  Hat  eyes  handheld  market 


Linux  to  compete  with  Windows  CE following  Cygnus  acquisition. 


BY  PHIL 
HOCHMUTH 

With  Red  Hat  Software’s 
acquisition  of  Cygnus  Solutions 
last  week,  the  company  has 
established  itself  as  the  largest 
open  source  software  company 
in  the  industry,  and  the  firm  is 
now  setting  its  sights  on  the 
handheld  computing  market. 

On  Nov.  15,  Red  Hat 
announced  its  $674  million 
acquisition  of  Cygnus,  a 
Sunnyvale,  Calif.,  company 
that  makes  Linux  application 
development  tools  and  em¬ 
bedded  operating  systems. 
Future  developments  from  the 
merger  could  greatly  benefit 
enterprise  networks  that  uti¬ 
lize  remote,  handheld  comput¬ 
ing  by  helping  to  bring  more 
robust  handheld  client/server 
applications  to  market  faster, 
says  Erik  Troan,  Red  Hat’s 
director  of  engineering. 

“We  feel  that  by  combining 
Red  Hat’s  strengths  in  servers 
and  workstation  technology 
with  Cygnus’  expertise  in  small 
devices,  we’re  creating  a  com¬ 


pelling  story  for  the  post-PC 
world,”  Troan  says.  “We  think  it 
will  be  very  important  in  future 
enterprise  networks  to  have 
smaller  devices  talking  back  to 
servers  on  the  back  end,”  as 
small  networked  devices  begin 
to  take  the  place  of  portable 
PCs  for  some  remote  comput¬ 
ing  tasks,  he  says. 

Troan  says  having  the  tech¬ 
nology  for  Linux  server  and 
handheld  devices  under  one 
roof  will  speed  development 
of  Linux-based  applications  for 
the  two  platforms. 

“We  will  now  offer  a  single 
set  of  APIs,  libraries  and  pro¬ 
gramming  tools  for  everything 
from  systems  such  as  palm¬ 
tops  and  handheld  devices  to 
powerful  servers,”  Troan  says. 
This  will  help  programmers 
because  they  will  have  one  set 
of  APIs  to  write  to  for  both 
platforms. 

One  of  the  key  products 
that  Red  Hat  will  develop  and 
offer  in  the  embedded  and 
handheld  operating  system 
market  is  Cygnus’  Embedded 
Cygnus  Operating  System 


(eCos),  which  is  an  embedded 
Linux-like  operating  system 
suitable  for  small  devices  such 
as  handheld  computers  and 
cellular  phones. 

“We  feel  this  operating  sys¬ 
tem  can  be  competitive  with 
Windows  CE, ’’Troan  says. 

Additionally,  Cygnus’  EL/IX, 
an  API  for  developing  appli¬ 
cations  to  run  across  multi¬ 
ple  platforms,  such  as  eCos, 
embedded  Linux  and  full¬ 
blown  Linux,  will  be  devel¬ 
oped  by  Red  Hat.  Both  the 
EL/IX  and  eCos  software 
products  are  open  source, 
which  makes  the  technolo¬ 
gies  a  natural  fit  with  Red  Hat, 
Troan  says. 

Also  announced  last  week 
was  the  promotion  of  Red  Hat 
President  Matthew  Szulik  to 
the  position  of  president  and 
CEO.  Szulik,  who  joined  Red 
Hat  a  year  ago  as  president, 
will  oversee  the  combined 
executive  teams  of  Red  Hat 
and  Cygnus.  Bob  Young,  for¬ 
mer  CEO  and  Red  Hat  co¬ 
founder,  will  now  serve  as 
chairman  of  the  company.  3 


Vicinity, 

continued  from  page  23 

Blade  where  processing 
occurs. 

The  separation  of  the  key¬ 
board,  monitor  and  mouse 
from  the  system  unit  allows 
network  managers  to  central¬ 
ize  management,  configura¬ 
tion  and  troubleshooting  tasks 
and  avoid  theft  of  PC  parts. 

“The  technology  allows  you 
to  push  the  video  display  over 
a  thousand  feet  and  opens  up 
many  opportunities  for  repack¬ 
aging  the  PC,”  says  Ed  Olkkola, 
general  partner  at  Austin 
Ventures  in  Austin, Texas. 

Starwood  Resorts,  a  hotel 
operating  company  that  oper¬ 
ates  the  Sheraton  and  Westin 
Hotel  chains,  has  expressed 
interest  in  Vicinity’s  hardware. 
Starwood  uses  Vicinity’s 
remote  rack-mounted  PCs  in  its 
reservation  center  in  Austin, 
Texas. 

“We  are  using  them  to  train 
reservation  agents  and  in  hotel 
properties  where  front  desk 
space  is  always  cramped.  If 
they  free  up  desk  space  by 
putting  the  CPU  in  the  equip¬ 
ment  room,  this  may  be  a  solu¬ 
tion  for  front  desk  clerks  across 
our  network,”  says  Greg 
Collins,  manager  of  central 
reservation  offices  technology. 


“You  have  a  tendency  in  call 
centers  that  when  agents  have 
free  time,  they  fiddle  around 
with  floppy  drives  or  on/off 
switches.  With  [E-pliances] 
there’s  nothing  on  the  desktop 
for  them  to  mess  with.  They 
can  turn  the  monitor  off,  but 
other  than  that,  they  tie  into  a 
little  box  they  can  hardly  see. 
There’s  an  element  of  security 
in  that.” 

A  former  LBM  fellow  found¬ 
ed  Vicinity  in  1997  as  a 
research  and  development 
facility.  It  was  reorganized  in 
January  to  create  appliances 
that  fit  on  a  user  desktop. 

The  E-pliance  Processor 
Blade  and  E-pliance  are  sold  as 
a  pair  for  $900  per  desktop. 
They  will  ship  in  the  first  quar¬ 
ter  of  2000.  3 
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network  computers?  Find  out. 

Tech  specs:  Zero-footprint  PCs. 
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Wired  Windows 
Dave  Kearns 

Microsoft 

SHOULD  GET 
WHAT  IT 
DESERVES 


A  lot  has  been  written  in  the 
aftermath  of  Judge  Thomas 
Penfleld  Jackson’s  findings  of  fact  in 
the  Microsoft  antitrust  case. Today,  we'll 
look  at  what  Microsoft 
has  said.  Keep  in  mind, 
though,  a  classic  propa¬ 
ganda  tenet:  If  you 
repeat  something  often 
enough,  people  will 
accept  it  as  fact,  with¬ 
out  questioning  its 
truth  or  falsity. 

Microsoft  President  Steve  Ballmer 
said  in  an  op-ed  piece  in  the  Nov.  9 
edition  of  the  Wall  Street  Journal,  . 
We  cannot  compromise  on  the  gov¬ 
ernment’s  demands  that  Microsoft 
essentially  stop  listening  to  the  mar¬ 
ketplace  and  cease  innovating  its 
products.” 

Paul  Maritz,  vice  president  of 
Microsoft’s  Developer  Group,  wrote 
in  the  Nov.  10  San  Jose  Mercury 
News :  “Our  company  is  built  on 
very  clear  values:  innovation,  inte¬ 
grity,  service  to  customers,  part¬ 
nership,  quality  and  giving  to  the 
community.” 

On  the  Microsoft  Web  site,  Bill 
Gates  is  quoted  as  saying:  “We  have  a 
responsibility  to  protect  the  principle 
that  has  made  America  a  leader  in 
technology  —  the  freedom  to  inno¬ 
vate  on  behalf  of  our  consumers.” 

The  only  thing  wrong  with  these 
quotes  is  that  Microsoft  has  never 
innovated  anything  —  with  the  possi¬ 
ble  exception  of  Microsoft  Bob. To  lay 
claim  to  innovation  you  have  to  be 
able  to  demonstrate  that  you  thought 
up  a  new  way  of  doing  things  and 
then  implemented  your  idea. 

From  the  very  beginning,  Microsoft 
has  grown  on  the  back  of  other,  non- 
Microsoft  developers  and  software 
companies.  The  road  from  DOS  1.0  to 
Windows  2000  is  paved  with  failed  or 
diminished  software  vendors  who  cre¬ 
ated  innovative  applications  only  to 
see  them  co-opted  or  bought  out  by 
the  behemoth  of  Redmond. 

There  are  a  number  of  principles  at 
issue  in  the  antitrust  trial,  but  the  abil¬ 
ity  of  Microsoft  to  innovate  is  not  one 
of  them.  Rather,  the  ability  of  other, 
non-Microsoft  companies  to  innovate 
and  profit  from  their  innovation  in 
the  software  industry  is  central  to 
the  case. 


Microsoft  has,  time  and  time  again, 
trampled  on  thousands  of  smaller  soft¬ 
ware  vendors’  right  to  innovate. 

It  is  not  simply  disingenuous,  it  is 
propaganda  on  the  grandest  of  scales 
for  Microsoft  to  claim  the  banner  of 
innovation  as  its  defense  against  the 
overwhelming  facts  in  the  anti¬ 


trust  case. 

Many  are  urging  Microsoft  and  the 
Department  of  Justice  to  reach  a  set¬ 
tlement.  But  the  arrogance  shown  by 
Bill  Gates  and  his  henchmen  during 
the  trial  and  in  their  reaction  to  the 
findings  of  fact  leads  me  to  hope 
that  there  is  no  settlement,  and 


instead  that  Microsoft  is  found  guilty 
and  receives  the  punishment  they  so 
richly  deserve. 

Kearns,  a  former  network  admin¬ 
istrator,  is  a  freelance  writer  and 
consultant  in  Austin,  Texas.  He  can 
be  reached  at  wired@vquill.com. 
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Just  who  the 

■  \  -.j  \  Tv,  V  J’ 

heck  is 


this  upstart 
that  keeps 
winning 
major  VPN 
accounts?” 


Uh,  that  would  be  us,  Compatible  Systems 


Our  IntraPorf"  family  of  VPN  Access  Servers 

wins  more  business  because  it  meets 

industry  standards  and  real  customer  needs: 

■  Integrated  SLA  monitor 

■  RADIUS,  SecurlD  and  X.509  user  authentication 

■  Broadest  Client  Software  Support  -  Windows  95, 
98,  NT,  Macintosh,  Linux  and  Solaris  -  at  no 
additional  charge 

■  Fully  IPSec  compliant 

■  Y2K  compliant 

Only  Compatible  Systems  gives  you  this 

much  VPN  scalability: 

■  Remote  access  support  from  64  client 
connections  (IntraPort  2)  to  40,000  connections  at 
more  than  600  Mbps  (IntraPort  Enterprise-8) 

■  LAN-to-LAN  support  from  16  to  512  simultaneous 
connections 

■  The  most  complete  and  scalable  VPN  product  line 
available 


Visit  our  website  to  get  your 
complimentary  copy  of  our 
Technical  Evaluator's  Guide, 
a  straight-shooting  guide  to  VPN. 

www.compatible.com/evaluate_now/ 


Since  January,  our  VPN  solutions  have  been 
chosen  by  demanding  organizations  such  as: 

Apple  Computer 

ENTEX  Information  Systems 

Amazon.com 

Motorola 

Jet  Propulsion  Laboratory 
U.S.  Dept,  of  Energy 
Westinghouse 
PSINet 

Pacific  Stock  Exchange 
Yankee  Group 

and  nearly  a  thousand  companies  like  them. 

To  find  out  why,  call  1-800-356-0283,  or  visit 
www.compatible.com/ 


Compatible  System 


—  the  VIRTUAL  leader 


3«* 


1.888.356.0283 


IntraPort,  IntraPort  Enterprise  and  IntraPort  Carrier  are  trademarks  of  Compatible  System 
All  other  product  names  are  trademarks  of  their  respective  manufacture's. 
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NEW  DELL®  POWER  EDGE'  2400  Server 

Workgroup  Server 

■  Intel*  Pentium'  III  Processor  at  450MHz  (up  to  667MHz), 

Dual  Processor  Capable 

■  64MB  133MHz  ECC  SDRAM  (up  to  2GB) 

■  9GB*  7200  RPM  Ultra-2/LVD  SCSI  HD  (up  to  36GB  10K*); 

Hot-swap  Optional:  180GB'  Internal  Storage  Capacity 

»  Embedded  Single-Channel  RAID  with  64MB  Cache 

■  HP  OpenView®  NNM  Special  Edition;  Integrated  NIC  and  SCSI  Controllers; 
40X  Max8  SCSI  CD-ROM 

■  Optional  Redundant  Hot-Swap  Power  Supplies 

■  3  Year  Next-Business-Day  On-site3  Service;  7x24  Tech  Support" 

^  A  _  Business  Lease  *:  S33  Mo.,  36  Month 

fZT/y  IfVA!  DC  CODf:  31238-291124 

Dell'  Recommended  Upgrades: 

■  MS"  Windows  NT*  Server  4.0,  add  $799 

■  Upgrade  to  18G8‘  10,000  RPM  Ultra-2/LVD  SCSI  HD,  add  $600 


YOU’RE  THE  BOSS.  YOU  PUT  YOUR  SWEAT  AND  GUTS  INTO  THIS  COMPANY.  AND  LUCKILY,  SO  DOES  YOUR  DELL  POWEREDGE 
SERVER.  IN  FACT,  IT  LIKES  WORKING  AROUND  THE  CLOCK.  DELL  SERVERS  ARE  BUILT  WITH  RESILIENT  UPTIME  FEATURES  LIKE 
HOT-SWAPPABLE  POWER  SUPPLIES,  COOLING  FANS  AND  HARD  DRIVES.  SO  YOUR  SERVER  STAYS  UP  AND  RUNNING.  EVEN 
THROUGH  THE  MEANEST  FLU  SEASON. 


DELL®  POWEREDGE 8  1300  Server 
Entry-Level  Server 

■  Intel*  Pentium*  III  Processor  at  450MHz 

(up  to  600MHz);  Dual  Processor/RAID  Capable 

■  64MB  100MHz  ECC  SDRAM  (up  to  1GB) 

■  9GB*  7200  RPM  Ultra-2/LVD  SCSI  HD  (up  to  36GB‘); 
108GB*  Internal  Storage  Capacity 

•  HP  OpenView*  NNM  Special  Edition;  NIC  and 
Integrated  SCSI  Controllers;  40X  Max1  Variable  CD-ROM 

■  3- Year  Next-Business-Day  On-site8  Service; 

7x24  Tech  Support" 

^  I  A  -  Business  Lease'8:  $50/Mo.,  36  Mos. 

^IT7  7  E- VALUE  CODE:  31238-291114 

Dell*  Recommended  Upgrade: 

■  Small  Business  Upgrade  Bundle,  add  $1897 
Includes:  MS*  BackOffice  Small  Business  Server  4.5, 
Modem,  Training  on  CD-ROM  and  System  Support 


NEW  DELL®  POWEREDGE ®  2400  Server 
Workgroup  Server 

■  Intel*  Pentium*  III  Processor  at  533MHz 
(up  to  667MHz);  Dual  Processor  Capable 

■  128MB  133MHz  ECC  SDRAM  (up  to  2GB) 

■  Three  9GB*  7200  RPM  Ultra-2/LVD  SCSI  Hot-swap  HDs 
(up  to  36GB*  10K);  180GB*  Internal  Storage  Capacity 

■  Embedded  Single-Channel  RAID  with  64MB  Cache 

■  HP  OpenView  NNM  Special  Edition;  Integrated  NIC  and 
SCSI  Controllers;  40X  Max'  SCSI  CD-ROM 

•  Redundant  Hot-Swap  Power  Supplies 

■  3-Year  Next-Business-Day  On-site3  Service; 

7x24  Tech  Support’" 

^  A  M  r  Business  Lease":  $139/Mo.,  36  Mos. 

J  7  E-VALUE  CODE:  31238-291141 

Dell®  Recommended  Upgrade: 

■  MS®  Windows  NT®  Server  4.0,  add  $799 


NEW  DELL®  POWEREDGE ®  4400  Server 

Departmental  Server 

■  Intel®  Pentium*  III  Xeon™  Processor  at  600MHz 
(up  to  733MHz);  Dual  Processor  Capable 

■  128MB  133MHz  ECC  SDRAM  (up  to  4GB) 

■  Three  9GB*  7,200  Ultra  160/m  SCSI  Hot-swap  HDs 
(up  to  36GB*  1 0K);  252GB*  Internal  Storage  Capacity 

■  Embedded  Dual-Channel  RAID  with 
128MB  Battery-Backed  Cache 

■  Redundant  Hot-Swap  Power  Supplies,  Fans  &  PCI  Slots 

■  HP  OpenView*  NNM  Special  Edition;  Integrated  NIC  and 
SCSI  Controllers;  40X  Max"  SCSI  CD-ROM 

■  1-Year  DirectLine  Network  Operating  System  Support 

■  3- Year  Next-Business-Day  On-site3  Service; 

7x24  Tech  Support" 


$7299  « 


Business  Lease76:  $241/Mo.,36  Mos. 
E- VALUE  CODE:  31238-291172 


Dell®  Recommended  Upgrade: 

■  MS®  Windows  NT®  Server  4.0,  add  $799 


WWW. DELL.COM  ■  1.800.660.8655 


USE  THE  POWER  OF  THE  E-VALUE  CODE. 

Match  our  latest  technology  with  our  latest  prices. 
Enter  the  6-value  code  online  or  give  it  to  your  sales 
rep  over  the  phone,  w  ww.  dell,  com/s  value 


BE  DIRECT™ 


www.dell.com 


pentium®/// 


Phone  Hours:  M-F  7a-9p  *  Sat  10a-6p  ■  Sun  12p-5p  CT  ■  In  Canada',  call  800-839-0148  •  In  Mexico',  call  01-800-021-4531  •  GSA  Contract  #GS-35F-407GD 

Prices  not  discountable.  'Prices  and  specifications  valid  in  U.S.  only  and  subject  to  change  without  notice.  Tor  a  complete  copy  of  Guarantees  or  Limited  Warranties,  write  Dell  USA  L.P.,  Attn:  Warranties,  One  Dell  Way,  Round  Reef. 
TX  78682. ’On-site  sen/ice  may  be  provided  by  a  third-party  provider  under  contract  with  Dell,  and  is  not  available  in  certain  areas.  Technician  will  be  dispatched  if  necessary  following  phone-based  troubleshooting.  ‘For  hard  Cmr:, 
GB  means  1  billion  bytes;  total  accessible  capacity  varies  depending  on  operating  environment.  M7X  Min,  "Business  leasing  arranged  by  Dell  Financial  Services  L.P.,  an  independent  entity,  to  qualified  customers  Above  Vs:  ■  p.-,, 
ments  based  on  a  36-month  lease,  and  do  not  include  taxes,  fees,  shipping  charges;  subject  to  credit  approval  and  availability.  Above  lease  terms  subject  to  change  without  notice.  "For  7x24  service,  Dell  will  dispat;  !■  .1  -  u 

technician  within  4  hours  of  determining  the  hardware  problem.  Intel,  the  Intel  Inside  logo  and  Pentium  are  registered  trademarks;  Pentium  III  Xeon  and  Celeron  are  trademarks  of  Intel  Corporation.  MS,  Microsoft.  B  . 
IntelliMouse,  Windows  NT  and  Windows  are  registered  trademarks  of  Microsoft  Corporation.  3Com  is  a  registered  trademark  and  Fast  EtherLinkis  a  trademark  of  3Com  Corporation.  HP  and  DeskJet  are  registered  :i act-.i 
OpenView  is  a  trademark  of  Hewlett  Packard  Corporation.  Trinitron  is  a  registered  trademark  of  Sony  Corporation.  ©1999  Dell  Computer  Corporation.  All  rights  reserved. 


To  find  out  how  well  our 
backup  software  works  with  Oracle, 
why  not  ask  one  of  our  customers: 


Oracle’s  strong  relationship  with  VERITAS  Software  supports  our  commit¬ 
ment  to  providing  the  fastest,  most  available  e-business  solutions  at  the  lowest 
cost.  VERITAS  Software  provides  Oracle  and  its  customers  with  cross  platform 
storage  management  solutions  that  ensure  efficient  and  reliable  access  to  data.  99 

- Gary  Bloom,  Executive  Vice  President,  Oracle 


What  software  does  Oracle  use  to  backup  their 
critical  production  systems?  The  one  that’s  opti¬ 
mized  for  Oracle  databases,  as  well  as  many 
supported  platforms,  including  Windows  NT 
and  UNIX.  The  one  that  centralizes  backup  and 
recovery  control,  and  lets  them  manage  all  back¬ 


up  operations  on  the  planet  with  Global  Data 
Manager  (GDM). 

Presenting  NetBackup  for  Oracle.  Oracle  wouldn’t 
trust  their  databases  to  just  any  backup  software. 
And  neither  should  you.  Call  1-800-729-7894,  ext. 
83517,  or  surf  www.veritas.com  for  more  information. 


VERITAS  is  a  registered  trademark  of  VERITAS  Software  Corporation  in  the  US  and  other  countries.  The  VERITAS  logo,  Business  Without  Interruption  and  VERITAS  NetBackup  are  trademarks  of 
VERITAS  Software  Corporation  in  the  US  and  other  countries.  Other  product  names  mentioned  herein  may  be  trademarks  and/or  registered  trademarks  of  their  respective  companies. 


BUSINESS  WITHOUT  INTERRUPTION? 


VERITAS 


Briefs 


Local  exchange  carrier  Cin¬ 
cinnati  Bell  and  interexchange 
carrier  IXC  Communications  last 
week  closed  their  previously 
announced  merger  —  and 
promptly  renamed  the  entire 
company  BroadWing,  Inc.  IXC 
contributes  both  a  national 
wholesale  division  that  offers 
broadband  connectivity  and  a 
retail  division  that  sells  frame 
relay  and  other  services  mostly 
to  midsize  businesses.  Although 
a  vestige  of  the  original  Bell 
System,  Cincinnati  Bell  is  not  a 
true  regional  Bel!  operating 
company  and  thus  does  not  have 
any  long-distance  restrictions, 
so  BroadWing  will  be  free  to 
offer  voice  and  data  services 
nationally. 

BroadWing:  www.broadwing. 
com 

Intermedia  Communications 

will  sport  a  new  OC-48  fiber-optic 
backbone  for  its  developing  IP 
services  courtesy  of  Williams 
Communications.  Intermedia, 
which  sells  frame  relay,  ATM,  IP 
and  other  data  services  to  corpo¬ 
rations,  will  lease  11  point-to- 
point  2.5G  bit/sec  lines  from 
Williams,  with  hubs  in  San  Fran¬ 
cisco,  Chicago,  Dallas  and 
Washington,  D.C. 

Intermedia:  www.intermedia. 
com.  Williams:  www.williams 
communications.com 

The  IT  Association  of  America 
has  launched  the  ASP  Committee 
to  help  define  and  advance  the 
emerging  application  service 
provider  (ASP)  industry.  The  ASP 
Committee's  goals  include  estab¬ 
lishing  best  practices  for  services 
and  support.  The  goals  are  simi¬ 
lar  to  those  of  another  group,  the 
ASP  Consortium,  which  was 
established  in  May  by  two  dozen 
vendors  and  service  providers. 

ASP  Committee:  www.itaa. 
org;  ASP  Consortium:  www.asp 
consortium.org 


Carriers  &  ISPs 

The  Internet,  Extranets,  Interexchange 
and  Local  Carriers,  Wireless,  Regulatory  Affairs 

Who  is  really  selling  that  DSL  service? 

Customers  might  want  to  use  caution  with  DSL  services  from  some  local  carriers. 


The  look  ahead  for  DSL 

The  following  are  carrier-by-carrier  projections  of  the 
numbers  of  DSL  links  that  will  be  in  place  in  the  U.S.  by 
the  end  of  2000.  Texas  Instruments  compiled  the  numbers 
to  determine  the  market  for  its  DSL  chips. 


*  By  the  end  of  2000,  the  merger  of  these  two  companies  may  be  completed. 


BY  TIM  GREENE 

Corporate  customers  should 
pay  particular  attention  to  ser¬ 
vice-level  agreements  (SLA) 
when  they  buy  digital  subscriber  line 
(DSL)  services  from  established  local 
carriers  selling  DSL  outside  their  home 
regions. 

Such  services  are  pieced  together 
using  as  many  as  four  other  service 
providers,  creating  a  potential  morass 
when  trying  to  fix  problems. 

“Where  does  the  buck  stop  if  the  line 
goes  down?”  asks  Carl  Garland,  principal 
analyst  for  network  services  at  Current 
Analysis  in  Sterling,  Va. 

For  example,  SBC  Communications 
and  GTE  Internetworking  recently 
announced  deals  with  Concentric 
Networks,  Covad  Communications  and 
NorthPoint  Communications  to  provi¬ 
sion  DSL  lines  outside  GTE’s  and  SBC’s 
home  territories. 

And  US  West  and  Qwest  are  teaming 
with  an  unspecified  third  party  to  deliv¬ 
er  DSL  outside  US  West’s  territory. 

In  its  arrangement  with  Concentric, 
SBC  will  resell  under  its  own  name 
Internet  access  packages  that  Concentric 
offers. 


GTE  will  use  Covad 
and  NorthPoint  to  set 
up  DSL  lines  and  then 
add  GTE’s  own  Internet 
access  services  to  pro¬ 
duce  a  DSL  Internet 
access  service. 

These  relationships 
are  actually  more  com¬ 
plicated  than  they  seem 
at  first  glance. 

Take  the  instance 
when  a  customer  buys 
a  DSL  service  from  SBC 
outside  its  13-state 
region.  Beneath  that  ser¬ 
vice  the  actual  wires  to 
the  customer  site  are 
owned  by  an  estab¬ 
lished  local  carrier,  such 
as  Bell  Atlantic.  SBC 
would  rely  on 
Concentric  to  set  up 
DSL  links  to  customer 
sites,  but  Concentric  might  pass  that 
chore  along  to  DSL  specialists  Covad  or 
NorthPoint. 

Covad  or  NorthPoint  would  deliver 
the  traffic  to  a  Concentric  site. That  traf¬ 
fic  might  then  be  turned  over  to  long- 
haul  provider  Williams  Communications 


to  deliver  it  to  SBC.  Or  Concentric  might 
just  drop  the  traffic  onto  the  Internet,  in 
which  case  SBC  would  simply  be  a 
reseller  of  the  service,  with  no  direct 
control  over  the  network. 

“A  savvy  customer  might  not  be  com- 
See  DSL,  page  34 


NaviSite  teams  with  Akamai  to  speed  Web  content 


BY  DENISE  PAPPALARDO 

Hopping  on  a  hot  industry  trend,  Web¬ 
hosting  service  provider  NaviSite  is 
rolling  out  a  service  that  will  let  cus¬ 
tomers  more  quickly  serve  up  Web  site 
content  to  end  users  around  the  world. 

NaviSite  is  teaming  with  Akamai 
Technologies  to  deliver  NaviSite  Con¬ 
tent  Distribution  Services  to  Web-host¬ 
ing  and  collocation  service  customers. 
NaviSite  is  using  Akamai's  FreeFlow  net¬ 
work  and  technology,  which  will  let 
users  cache  and  store  parts  of  their  Web 
content  on  Akamai's  FreeFlow  servers  in 
24  countries. 

When  users  sign  up  for  NaviSite’s 
hosting  services,  they  can  have  their 
sites  hosted  in  one  or  both  of  the  com¬ 
pany’s  data  centers,  which  are  located 
on  both  coasts.  The  service  lets  users 


expand  their  basic  hosting  by  bringing 
their  content  to  nearly  1,500  Akamai 
servers  that  reside  on  multiple  ISP 
networks. 

Akamai’s  technology  lets  users  tag 
content  within  any  Web  page  that  can  be 
cached.  When  that  information  is 
requested,  it  is  sent  to  an  end  user  from 
the  closest  and  least-congested  Akamai 
server  using  an  algorithm  designed  by 
Akamai. 

“What  Akamai  does  well  is  deliver  sta¬ 
tic  content,  such  as  GIF  files,  images  or 
text,”  says  Pierre  Bouchard,  director  of 
product  marketing  at  NaviSite  in 
Andover,  Mass. 

NaviSite  is  the  third  provider  with 
which  Akamai  has  teamed.  Both  Digex 
and  Frontier  GlobalCenter  are  also 
offering  their  hosting  customers 
Akamai-enabled  content  distribution 


services.  Several  others,  including 
America  Online,  Exodus  Communica¬ 
tions  and  @Home,  have  teamed  with 
Inktomi,  another  cache  server  vendor, 
to  offer  content  distribution  services. 

Many  Web-hosting  service  providers 
are  rolling  out  “caching  technologies  to 
even  out  spikes  in  demand  and  conges¬ 
tion,”  says  Jeanie  Schaaf,  a  senior  analyst 
at  Forrester  Research  in  Cambridge. 
Mass.  Users  can  see  quicker  Web  page 
uploads  because  content  is  physically 
closer  to  them,  she  says,  and  distribut¬ 
ing  content  reduces  the  traffic  that 
travels  long  distances  over  the  Internet 
from  a  single  server  to  users  all  over 
the  world. 

NaviSite  Content  Distribution  is  avail¬ 
able  now  and  costs  $1,000  to  $2,000  per 
month. 

NaviSite:  www.navisite.com 
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Introducing  something  all  together  different 
from  Unisphere  Solutions. 


S  1999  Unisphere  Solutions.  All  rights  reserved. 
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Ever  hear  anyone  call  you  an  "infrastructure  provider"? 
Of  course  not,  you're  a  service  provider.  Why  then  are 
you  still  ruled  by  bandwidth  and  protocols  just  when 
your  customers  are  most  in  need  of  new  services? 

Clearly  it's  time  for  something  all  together  different  - 
Service  Ready  Networking  from  Unisphere  Solutions.  It's 
a  services-enabled  architecture  ready  from  Day  One 
to  respond  quickly  to  customer  demands  for  next- 
generation  converged  solutions.  So  service  providers 
like  you  can  reap  the  benefits  of  rapid  time  to  revenue. 
Stand  out  in  today's  winner-take-all  marketplace.  And 
cut  yourself  a  larger  slice  of  market  share,  right  now. 

Service  Ready  Networking  is  unique  from  the 
ground  up.  For  openers,  its  technology  framework 
allows  you  to  create  and  deploy  converged  voice/data 
services  across  any  infrastructure.  So  you  can  forget  the 
restrictions  of  hardware-driven  networks.  And  concen¬ 
trate  instead  on  satisfying  customer  demands  with  the 
broadest  mix  of  value-added  services. 


H 


Of  course,  that's  not  the  only  freedom  you'll  enjoy. 
By  separating  service  creation  and  assurance  from  hard¬ 
ware-based  service  delivery,  Service  Ready  Networking 
ensures  vendor  independence.  Which  saves  time  and 
cuts  cost  when  bringing  new  services  to  market.  Need 
another  competitive  edge?  Service  Ready  Networking 
offers  flexible  subscriber  service  management  for 
on-demand  services.  Policy  driven  and  open  standards- 
based,  this  platform  means  faster  service  deployment 
and  maintenance.  Not  a  bad  idea  when  it  comes  to 
winning  new  customers  or  retaining  old  ones. 

All  this  sound  too  good  to  be  true?  Then  consider 
this.  Unisphere  Solutions  is  an  innovative  start-up  from 
the  world's  leading  telecommunications  company, 
Siemens.  Which  means  we  have  the  know-how  to  make 
Service  Ready  Networking  a  working  reality  for  you. 

So  why  remain  blinded  by  infrastructure  when  the 
real  answer  is  already  within  sight?  Service  Ready 
Networking  from  Unisphere  Solutions.  v’/_ 
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A  Siemens  Company 


Carriers  &  ISPs 


Wan  Monitor  .  Daniel  Briere  and  Christine  Heckart 

Using  the  carrot  instead  of  the  stick 


We  tend  to  use  sticks  more 
than  carrots  in  the  telecom 
industry,  especially  when  it  comes  to 
service-level  agreements  (SLA)  with 
providers. 

There  are  myriad  SLAs  offered  by 
service  providers  to  convince  us  that 
their  service  levels  meet  our  avail¬ 
ability  expectations.  For  example, 
MCI  WorldCom’s  100%  Internet  avail¬ 
ability  guarantee  gives  a  day’s  credit 
for  any  downtime,  while  AT&T  gives 
one-day  credit  for  about  10  minutes 
down  in  a  calendar  day. 

Such  sticks  have  limitations,  how¬ 
ever.  Generally,  the  service  provider 
has  the  information  that  would  lead 
to  credit  payment.  This  means  cus¬ 
tomers  must  be  proactive  in  com¬ 
plaining  about  service  availability  or 
quality  and  put  the  process  of  credits 
in  motion.  And  with  some  providers, 


you  must  prove  the  standards  have 
been  missed.  The  process  can  be 
time-consuming,  costly  and  not  very 
satisfying  to  either  party. 

Negotiating  more  substantial  penal¬ 
ties  can  be  a  difficult  undertaking  that 
leads  to  bad  feelings  at  the  start  of 
what  should  be  a  long  and  successful 
relationship.  In  addition,  the  credit 
awarded  is  usually  binary  —  either  the 
service  provider  makes  the  standard 
or  it  doesn’t.  There  are  not  grades  of 
service  performance  and  sticks  of  dif¬ 
ferent  sizes  to  go  with  each. 

Credits  don’t  really  solve  the  prob¬ 
lem  anyway.  During  major  service  out¬ 
ages  the  credits  taken  in  aggregate  may 
cause  some  discomfort  to  the  service 
provider,  but  they  don’t  cover  the  true 
cost  of  downtime  for  an  enterprise. 

So  is  there  a  better  way? 

Performance  premiums,  instead  of 


credits,  may  provide  the  carrot  to 
coax  excellent  service  from  your 
favorite  service  providers.  Instead  of 
penalizing  the  provider  for  missing  a 
benchmark,  performance  premiums 
reward  them  for  meeting  higher  lev¬ 
els  of  service  quality,  availability, 
throughput  or  whatever. 

In  the  performance  premium  meth¬ 
odology,  customers  hold  aside  a  re¬ 
serve  of  cash  that  may  or  may  not  be 
paid  to  the  service  provider  based  on 
its  performance.  Better  service,  more 
money!  This  approach  shifts  the  bal¬ 
ance  of  power  to  you  rather  than  the 
service  provider.  Service  providers 
must  prove  they  have  met  or  bettered 
the  service  threshold,  rather  than  plac¬ 
ing  the  onus  on  the  enterprise  to 
prove  they  haven’t. 

A  performance  premium  can  get 
the  relationship  off  to  a  good  start.  It 


can  offset  potential  credits,  making  it 
easier  to  negotiate  both  the  carrot  and 
the  stick.  For  example,  if  availability 
sinks  below  99.99%,  the  service 
provider  pays  a  credit  to  the  enter¬ 
prise.  If  availability  rises  above  99.99%, 
the  enterprise  pays  a  performance 
premium  to  the  service  provider. 

And  with  performance  payments 
there  can  be  grades  of  service  quality, 
with  more  money  paid  when  the  ser¬ 
vice  provider  hits  higher  and  higher 
thresholds.  With  this  type  of  balanced 
approach,  enterprises  can  be  assured 
that  they  are  getting  the  best  their 
service  provider  has  to  offer. 

Briere  is  president  and  Heckart  is 
vice  president  of  TeleChoice,  a  con¬ 
sultancy  in  Boston.  They  can  be 
reached  at  dbriere@telechoice.com 
and  checkart@telechoice.com. 
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fortable  with  that,”  says  Claudia  Bacco, 
a  DSL  analyst  with  TeleChoice,  a  tele¬ 
com  market  consultancy  in  Boston. 

Garland  recommends  getting  SLAs 
for  DSL  services  that  impose  a  penalty 
if  availability  of  the  line  drops  below 
a  set  level  or  if  throughput  on  the 
line  drops  off.  The  SLA  won’t  make 
the  service  perform  better,  but  cus¬ 
tomers  get  a  break  if  service  is  bad. 

The  complexity  of  the  service  does 
not  necessarily  mean  there  will  be 
problems.  After  all,  Bacco  notes,  long¬ 
distance  phone  calls  commonly  tra¬ 
verse  the  networks  of  three  or  more 
carriers.  “So  in  theory,  the  [underlying 
carriers]  should  be  transparent  to  the 
customer,”  she  says. 

Both  Bacco  and  Garland  say  it  is 
possible  that  local  carriers  with 
resale  agreements  with  ISPs  and  DSL 
carriers  could  wind  up  merging.  SBC, 
for  example,  already  owns  part  of 
Concentric. 

Reselling  services  is  a  low-margin 
business,  Garland  says.  This  means  the 
regional  carriers  are  probably  not 
pushing  out-of-region  DSL  for  the 
profit,  but  as  a  way  to  get  their  feet  in 
the  door  with  customers. 

By  reselling,  the  carrier  does  not 
have  to  formally  register  itself  as  a 
competitive  local  exchange  carrier 
or  bargain  for  equipment  space  in 
local  carrier’s  switching  offices, 
Bacco  says.  Both  are  time-consuming 
and  expensive. 

Customers  can  expect  that  the  out- 
of-region  DSL  offerings  will  rapidly 


become  more  sophisticated.  For  exam¬ 
ple,  an  initial  DSL  Internet  access  ser¬ 
vice  could  evolve  to  include  voice 
over  DSL  and  long-distance,  Bacco 

says. 

SBC  has  already  said  that  DSL  will 
provide  remote  links  for  customers 
using  its  Enterprise  Virtual  Private 
Network  (EVPN)  managed  service. 
EVPN  can  tie  remote  employees,  busi¬ 
ness  partners  and  customers  to  corpo¬ 
rate  networks. 

Meanwhile,  DSL  carrier  Rhythms 
NetConnections  is  teaming  with 
Intermedia  Communications  to  de¬ 
liver  voice  services  over  DSL  lines 
and  frame  relay  links.  Intermedia  has 
its  own  long-haul  fiber  network  and 
relationships  with  local  carriers  to 
deliver  nationwide  services.  It  also 
uses  DSL  as  an  access  link  to  deliver 
frame  relay  services  to  customer 
sites. 

SBC:  www.sbc.com;  Concentric: 
www.concentric.com;  Rhythms:  www. 
rhythms.com;  Covad:  www.covad.com; 
NorthPoint:  www.northpointcom.com 
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We’re  how  Fortune  1000  companies  simplify  their  DSL  deployment. 

Picture  yourself  planning,  coordinating,  installing,  and  supporting  a 
nationwide  DSL  solution  with  say,  2,000  remote  workers.  Looks  a  bit 
complex,  doesn't  it?  Good.  Because  now  you're  ready  to  imagine  making 
just  one  call  to  DSLnetworks,  and  experiencing  The  Power  of  One™. 


DSLnetworks  is  a  true  single-source  solution.  We  have  the  largest 
nationwide  DSL  coverage  via  our  innovative,  dedicated  DSL  network. 
After  all,  DSL  is  all  we  do.  We’ll  plan  your  ultimate,  high-speed  DSL 
network,  select  and  supervise  the  best  carriers,  manage  installations, 
and  provide  you  with  world-class  service  and  support. 


Find  out  why  companies  such  as  Microsoft,  Lucent  Technologies, 
and  The  Gap  have  chosen  DSLnetworks.  We’d  like  to  show  you  how 
we  can  help  your  enterprise  reach  its  high-speed  connectivity  potential. 
Visit  our  website  at  www.dslnetworks.com  or  call  1 -888-4DSLnet. 
DSLnetworks.  It’s  as  simple  as  that. 
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Carriers  8  ISPs  Special  Focus 


Frame  relay  NNIs 
in  the  cross-fire 


BY  DAVID  ROHDE 

Big  carriers  tend  to  justify  the  telecommunica¬ 
tions  merger  frenzy  by  saying  users  want  to 
get  all  types  of  services  bundled  together  into 
a  single  package  from  one  player.  But  many 
users  actually  prefer  to  get  different  kinds  of 
services  from  different  carriers. 

And  then  there  are  the  users  who  even  want  to  — 
or  have  to  —  get  the  same  service  from  two  carriers. 

That’s  the  situation  that  led  to  the  development  of 
a  specialized  form  of  networking  called  Frame  Relay 
Network-to-Network  Interfaces  (NNI).  One  of  the 
earliest  frame  relay  standards, NNI  has  long 
been  used  by  local  exchange  carriers  and 
regional  carriers. 

Those  carriers  tend  to  sell  frame  relay  ser¬ 
vice  to  users  with  many  locations  in  a  concen¬ 
trated  geographic  area.  But  the  carriers  need 
to  find  another  carrier  to  connect  sites  outside 
their  territories  —  or,  in  the  case  of  Bell  com¬ 
panies,  across  any  two  local  access  and  trans¬ 
port  areas  (LATA). 

The  challenge  has  always  been  to  find  a 
long-distance  carrier  that  will  agree  to  hook  up 
its  frame  relay  net  to  the  local  carrier’s  net. 

Now  that  challenge  may  be  getting  harder  than 
ever  because  in  the  past  year  AT&T  and  MCI 
WorldCom  have  introduced  their  own  intra- 
LATA  frame  relay  services.  Having  their  own 
intra-LATA  frame  relay  services  means  AT&T 
and  MCI  WorldCom  can  provide  multiple  local 
frame  relay  connections  in  a  single  metropoli¬ 
tan  area  on  the  same  switch  platforms  as  their 
national  frame  services. 

Should  you  consider  a  frame  relay  NNI?  The 
answer  is  hotly  debated  among  vendors  and 
analysts,  who  alternately  praise  recent  improvements 
in  NNI  procedures  and  practices  or  criticize  NNIs  as 
a  bottleneck  strewn  with  network-management 
headaches. 

Some  carriers  want  it  all 

These  days,  if  you  go  to  your  long-distance  car¬ 
rier  —  especially  AT&T  —  and  ask  if  it  will  set  up  a 
frame  relay  NNI  with  your  local  carrier,  expect  to  get 
pitched  on  moving  all  your  frame  relay  business  to 
the  long-distance  carrier. 

AT&T  is  even  reluctant  to  consider  an  NNI  if  you 
are  involved  in  a  merger  with  another  company 
that  uses  a  different  carrier.  Carrier  officials  say 
they  would  rather  take  their  chances  on  winning 
or  losing  your  entire  business.  “When  corporations 
merge  together,  unless  they  deliberately  choose  a 
multiple-vendor  situation,  one  carrier  usually  ends 
up  dominant,”  says  Keith  Falter,  AT&T’s  national 
marketing  manager  for  high-speed  services. 

Temporarily,  AT&T  will  assist  users  to  put  two  sep¬ 
arate  routers  on  each  site  —  one  for  each  carrier’s 
frame  relay  network  —  each  attached  to  the  LAN. 


IMETWORK-TO-NETWORK 

INTERFACES 

Some  carriers  shun  Al fills 
in  favor  of  new  metro-area 
services. 


But  that’s  not  a  frame  relay  NNI  because  the  two 
WANs  never  meet. 

AT&T  officials  are  candid  that  they  will  present 
users  with  alternatives  if  they  try  to  force  frame 
nets  together.  One  alternative  is  AT&T’s  Local 
Frame  Relay  service,  introduced  last  year,  which 
puts  multiple  sites  in  a  metro  area  on  AT&T’s 
switches  for  much  less  than  the  cost  of  AT&T’s 
national  frame  relay.  Another  is  an  AT&T  service 
called  IP-Enabled  Frame  Relay,  which  sends  one 
permanent  virtual  circuit  from  each  site  into  an  IP 
cloud  that  can  terminate  the  connection  at  any 
other  site.  A  third  alternative  is  AT&T’s  Transparent 
LAN  Service,  which  provides  native  LAN-speed 
connections,  again  generally  in  metropolitan  areas. 

Steve  Taylor,  president  of  Distributed  Networking 
Associates  in  Greensboro,  N.C.,  has  a  different  idea. 
He  suggests  that  if  users  find  themselves  with  frame 
nets  from  two  carriers  that  won’t  agree  to  an  NNI, 
the  user  can  install  a  frame  relay  switch  at  a  central 
site  and  set  up  the  NNI  there. 

Sprint  has  a  different  approach.  Although  Sprint 
doesn’t  have  regular  public  NNIs  with  local  carriers 


that  can  be  shared  among  multiple  users,  for  a  single 
user  it  will  sometimes  provision  a  private  link,  such 
as  a T-l,  between  its  frame  relay  net  and  another  car¬ 
rier’s  (see  graphic). 

Not  all  carriers  balk 

But  there  are  several  second-tier,  long-distance 
carriers  that  will  happily  link  together  local  frame 
relay  clouds  across  LATAs  for  multiple  users  who 
prefer  to  employ  the  regional  Bell  operating  com¬ 
panies  for  frame  relay.  According  to  a  recent  survey 
by  Distributed  Network  Architects,  these  include 
Frontier,  IXC  Communications  and  even  GTE  —  a 
non-Bell  local  carrier  with  no  long-distance 
restrictions. 

Another  carrier  that  has  specialized  in 
working  NNIs  with  RBOCs  is  Intermedia,  a 
Tampa,  Fla.-based  company  that  began  as  a 
competitive  local  exchange  carrier  and  has 
branched  into  long-distance  data  services. 
“Traditionally  Intermedia  has  been  very  will¬ 
ing  to  do  NNIs  and  is  very  aggressive  in  that 
market,” Taylor  says.  Intermedia  even  offers 
network-availability  guarantees  across  its 
NNIs  that  are  only  slightly  less  robust  than 
those  entirely  on  its  network. 

One  of  the  old  knocks  on  NNIs  was  that 
each  carrier  couldn’t  see  across  the  connec¬ 
tion  to  view  the  other  carrier’s  network,  leav¬ 
ing  users  in  the  dark  as  to  who  to  call  in  case 
of  an  outage.  NNI  proponents  claim  that  sce¬ 
nario  is  outdated.  To  address  this  question,  the 
Frame  Relay  Forum  approved  a  variation  on 
NNIs  in  1997  —  Implementation  Agreement 
FRF.  10  —  which  allows  two  carriers  to  pass 
switched  virtual  circuits  between  each  other 
to  gain  more  flexibility. 

To  further  alleviate  finger-pointing  problems, 
Sprint  and  local  carriers  sharing  an  NNI  for  a  particu¬ 
lar  user  will  attempt  to  create  a  common  addressing 
database.  “You  want  to  be  sure  that  they  have  some 
common  mechanism  for  referring  to  a  particular  cir¬ 
cuit,”  says  Tom  Mennona,  director  of  Sprint’s  packet 
data  services  center. 

Make  no  mistake,  says  Taylor:  NNIs  can  save  car¬ 
riers  and  users  money.  That’s  because  if  a  user 
organization  employs  frame  relay  access  from  a 
local  carrier  to  reach  the  long-distance  carrier’s 
frame  relay  switches,  it  avoids  often-expensive 
leased-line  dedicated  access  at  56K  bit/sec  or  T-l 
speed. 

In  fact,  a  shared  NNI  “could  actually  give  you  a 
better  performance”  than  some  of  the  connections 
on  a  single  carrier’s  network, Taylor  says. That’s 
because  if  carriers  set  up  the  NNI  with  many  users 
in  mind  —  say,  a  T-3  link  —  the  mathematics  of  sta¬ 
tistical  multiplexing  work  in  your  favor  and  it’s 
very  unlikely  that  the  NNI  will  be  a  bottleneck,  as 
opposed  to  a  56K  bit/sec  branch-office  connection 
that  could  max  out  with  bursty  traffic,  B 


Public  vs.  private  network-to-network  interfaces 

In  a  private  NNI,  typically  the  long-distance  carrier  provides 
the  dedicated  link  between  two  clouds  and  only  that  user's 
traffic  can  traverse  the  link. 


User's  frame 
relay  sites  from  a 
local  carrier 


T-l 


User's  frame  relay 
sites  from  a  long¬ 
distance  carrier 


In  a  public  NNI,  the  long-distance  carrier  provides  one  or 
more  links  between  the  two  clouds.  The  links  may  be  higher 
speed,  but  they  are  shared  by  multiple  users'  traffic. 


Local  carrier's 
entire  frame  relay 
network 


T-3 


T-3 


Long-distance 
carrier's  entire  frame 
relay  network 


The  Compaq  Proliant  8000  and  8500  servers  have  redefined 
industry-standard  technology,  yet  again.  With  its  revolutionary 
new  8-way  scalable  architecture,  Compaq  brings  enterprise 
customers  a  new  generation  of  powerful  ProLiant  servers. 
They  deliver  breakthrough  scalability,  higher  levels  of 
reliability  and  unbeatable  price  performance  for  NonStop®  e-Business  Solutions. 
They’re  backed  with  business-critical  Compaq  services,  tailored  to  your  needs.  And, 
since  Compaq  co-developed  the  crucial  ProFusion®  8-way  architecture  with  Intel®  no  one 
knows  it  better.  For  all  the  powerful  advantages  of  the  8-way  revolution — break¬ 
through  performance,  scalability  and  reliability — there’s  just  one  road  to  take. 
Details?  Visit  www.compaq.com/8-way,  or  call  1-80Q-AT-COMPAQ. 
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the  more  ground  it  covers 


from  Motorola 


OF  SMART 


And  it’s  outta  here...Motorola’s  new  CopperGold  Multi-Rate  solution  pushes  reach  and 
throughput  to  the  very  limit.  Echo  cancellation  and  trellis  coding  enable  performance 
of  up  to  12  Mbps  on  short  loops,  with  service  beyond  20,000  feet.  It’s  our  smartest 


from  Motorola.  DigitalDNA  is 
innovative  engineers.  Our  Cop 


power  and  greater  port  density.  So  come  check  out  our  next-generation  multi-rate 
solution.  And  join  the  crowd  of  CopperGold  fans 
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or  “Hot  Application 

Protection, 

Just  ARCserve/Z 


For  most  organizations,  applications  like  data¬ 
bases  and  messaging  systems  are  the  core 
intelligence  repository.  When  you  ARCser ve®/rM, 
your  business  continues  to  operate  without 
interruption  as  dedicated  high-performance 
agents  back  up  live  data  while  ensuring 
integrity.  ARCserve/Toffers  the  largest  array 
of  application  support  with  backup  agents  for: 


•  Ingres®  II 

•  Oracle 

•  Microsoft  SQL 

•  INFORMIX 

•  Lotus  Notes 

•  SAP  R/3 


•  Novell  GroupWise 

•  Compaq  NonStop 
SQL/MX 

•  Microsoft  Exchange 

•  Sybase 

•  Btrieve 


ARCser ve/A  Complete  Storage  Management™, 
delivers  advanced  functionality,  easy  admini¬ 
stration,  and  unsurpassed  reliability  to  any  envi¬ 
ronment — from  a  single  server  to  a  global 
enterprise.  ARCserve/rs  extensive  suite  of  solu¬ 
tions  offer  extensive  client/server  support,  auto¬ 
mated  disaster  recovery,  enhanced  performance, 
policy-based  data  management,  non-stop  avail¬ 
ability,  and  support  for  the  latest  IT  technologies 
like  Storage  Area  Networks. 


For  more  information  on  “hot”  application 
protection,  call  1-877-2  GO  FOR  IT,  or  visit 
www.cai.com/justarcserveit.  Do  it  today — 

because  when  it  comes 
to  protecting  “hot” 
application  data,  you  have 
only  two  choices:  you  can 
shut  it  down — or  you 
can  ARCser ve/T. 
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Call  for 
training  on 
ARCs  erve/f 

1-800-237-9273 
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Software  superior  by  design. 
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Enterprise 


Datametrics  Systems  has 

beefed  up  its  performance  man¬ 
agement  software,  adding  the 
ability  to  optimize  the  perfor¬ 
mance  of  server  clusters.  The 
company's  ViewPoint  product 
supports  clusters  of  Compaq 
OpenVMS,  Tru64  Unix  and 
Windows  NT  machines,  finding 
problems  in  servers,  applica¬ 
tions,  storage  devices  or  data¬ 
bases.  Pricing  for  the  agent 
software  starts  at  $750. 

Datametrics:  www.data 
metrics.com 

BullSoft  has  integrated  storage 
management  features  into  its 
OpenMaster  management  tool. 
The  software  will  monitor  disk 
subsystems  from  Compaq  and 
EMC,  tape  libraries  from  Storage- 
Tek,  and  Fibre  Channel  switches 
from  Brocade.  It  also  works  with 
storage  management  software 
from  Exabyte,  HighGround, 

Legato  and  Veritas.  OpenMaster 
alerts  IT  managers  when  storage 
devices  break  or  run  out  of 
capacity,  and  it  automates  back¬ 
ups  and  job  scheduling.  The  new 
version  is  shipping  now,  with 
pricing  starting  at  $18,900. 

Bullsoft:  www.bullsoft.com 

Epicentric,  a  $an  Francisco 
maker  of  corporate  portal  soft¬ 
ware,  has  named  Michael 
Crosno  as  its  president  and 
CEO.  He  succeeds  company 
founder  Ed  Anuff,  who  remains 
Epicentric's  chairman  and 
takes  on  the  new  role  of  execu¬ 
tive  vice  president  of  products 
and  services.  Crosno  will  focus 
his  efforts  on  expanding  Epi¬ 
centric's  partnerships  and  build¬ 
ing  the  company's  hosted  ser¬ 
vices  business.  Crosno  is  a  20- 
year  veteran  of  the  high-tech 
industry,  and  most  recently 
served  as  executive  vice  presi¬ 
dent  at  Gemplus,  where  he 
helped  build  the  company's 
e-commerce  business. 


Car  makers'  portals  no  party  for  suppliers 

General  Motors  and  Ford  could  make  millions  of  dollars  off  of  parts  suppliers. 


BY  ELLEN  MESSMER 

General  Motors  and  Ford  Motor 
Co.  early  next  year  plan  to 
have  Web-based  catalog  and 
procurement  systems  ready  to  buy  parts 
from  suppliers.  But  despite  the  hype 
about  the  benefits  of  e-commerce,  it’s 
not  clear  whether  the  systems  will  help 
or  hurt  the  tens  of  thousands  of  parts 
suppliers. 


In  fact,  the  new  online  systems  may 
only  serve  to  fatten  the  corporate  cof¬ 
fers  of  GM  and  Ford  at  the  expense  of 
their  suppliers.  That’s  because  GM  and 
Ford,  in  an  unprecedented  move  for 
the  auto  industry,  say  they  will  charge 
their  suppliers  an  undisclosed  percent¬ 
age  on  every  order  they  place  with 
them  through  their  Web  portals. 

In  essence,  this  means  suppliers  will 
have  to  pay  for  the  “privilege”  of  selling 
to  the  two  automakers  online,  a  practice 
not  initiated  until  now. 


At  least  one  supplier  contacted 
by  Network  World  says  the  GM  and 
Ford  moves  came  out  of  the  blue, 
and  many  suppliers  are  evaluating 
the  situation. 

GM  has  come  right  out  and  said 
it  will  force  suppliers  to  use  its 
business-to-business  portal,  Trade- 
Xchange.  Ford  claims  use  of  its  por¬ 
tal,  AutoXchange,  will  be  voluntary. 

GM’s  TradeXchange  is  based  on 
software  from  CommerceOne, 
which  under  the  deal  will  also  get  a 
percentage  of  the  fees  paid  by  the 
suppliers.  Ford’s  AutoXchange  is  a 
joint  venture  with  Oracle;  these 
partners  plan  to  split  profits  made 
from  suppliers  who  have  to  ante  up 
every  time  they  make  a  sale. 

This  e-commerce  power  grab  to 
make  millions  of  dollars  off  the 
auto-parts  suppliers  is  only  going  to 
get  worse  as  other  manufacturers 
sniff  out  the  opportunity  to  go  after 
suppliers  that  can’t  say  no. 

“We  anticipate  DaimlerChrysler  and 
Caterpillar  are  going  to  have  their 
own  portals  over  time,  too,”  says 
Tycho  Howie,  chairman  and  CEO  at 
Harbinger,  which  has  provided  pro¬ 
prietary  electronic  data  interchange 


our  suppliers,  anti 
that  is  the  only  way 
we'll  do  business 

Harold  Kutner,  vice  president  of  worldwide 
purchasing,  General  Motors 

(EDI)  value-added  network  (VAN)  ser¬ 
vices  to  the  auto  industry  over  the 
years.  Harbinger  this  year  has  invested 
in  migrating  its  EDI  VAN  to  the  IP-based 
harbinger.net,  its  own  portal  for  Web 
services. 

TradeXchange  and  AutoXchange  will 
See  Car  makers,  page  42 


"TradeXchange  will 
be  a  requirement  for 


E-commerce 


Subscribe  to  ourfree 
newsletter.  DocFinder:  5434 


Active  Directory  help  on  the  way  from  BindView 


Directory  tool  is  similar  to  BindView’s  existing  Novell  Directory  Services  offering. 


BY  JOHN  FONTANA 

HOUSTON  —  A  flood  of  directory 
migration  tools  is  hitting  the  market 
in  advance  of  Microsoft’s  Active 
Directory.  But  what  kind  of  help  will 
be  available  once  IT  executives  com¬ 
plete  the  migration? 

BindView  claims  to  have  the  answer 
with  its  bv-Control  for  Active 
Directory,  a  tool  for  managing  security 
and  access  rights  in  the  directory.  The 
tool  is  a  mirror  of  the  company’s 
NOSadmin,  which  is  licensed  to  five 
million  users  of  Novell  Directory 
Services. 

BindView’s  bv-Control  for  Active 
Directory  lets  users  create  and  analyze 
reports  on  user  permissions,  security 


rights  and  access  levels  for  every  direc¬ 
tory  object.  The  utility  works  similarly 
to  a  database  query  tool.  Users  can  run 
reports  to  discover  things  such  as 
inactive  user  accounts  or  security  lev¬ 
els  on  particular  objects.  From  within 
those  reports,  users  can  take  actions 
such  as  deleting  users  or  adjusting 
security  levels. 

“We  use  NOSadmin  to  keep  our 
directory  clean  and  under  control  for 
monitoring,”  says  Marsha  Kinsey,  senior 
LAN  design  analyst  at  Southwest 
Airlines  in  Dallas.  “There  is  no  way  I 
could  look  at  each  individual  object  to 
check  settings  like  security  levels.  With 
NOSadmin,  I  set  my  parameters  and 
run  a  report.” 

Kinsey  recently  used  the  tool  to  cor¬ 


rect  errors  on  user  names  in  e-mail 
addresses.  She  ran  a  report  asking  for 
every  account  that  had  the  flaw'  and 
See  BindView,  page  42 
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AN  ACTIVE 
DIRECTORY 

More  details:  bv-Control. 

Opinion:  Mark  Gibbs  on  why  Active 
Directory  is  so  important. 
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Enterprise  Applications 


oftware  targets  Web  site  content  design  upgrades 


BY  CAROLYN 
DUFFY  MARS  AN 

TEMPE,  ARIZ.  —  Getting  a 
Web  site  up  and  running  is 
easy,  but  keeping  the  content 
fresh  can  be  a  real  challenge. 
Start-up  Today.com  is  trying 
to  solve  that  problem  with  a 
software  package  that  lets 
anyone  with  a  word  proces¬ 
sor  update  the  content  of  a 
Web  site  while  letting  HTML- 
trained  developers  retain 
control  over  the  site’s  design. 

Called  WebWarc  Lite,  the 
Web  site  development  and 
management  package  is  the 
first  in  a  series  of  products 
that  Today.com  plans  to  roll 
out  over  the  next  year.  Web- 
Ware  Lite  runs  on  Microsoft’s 
Windows  NT  and  Internet 
Information  Server  software. 
It  has  two  components:  a 
template  server  and  a  content 
manager. 

The  template  server  allows  a 
Web  site  designer  to  create  the 
overall  look  and  feel  of  the  site, 
such  as  how  standard  compo¬ 
nents  will  look  and  where  they 
will  be  placed.  The  content 


manager  is  a  Web-based  admin¬ 
istrative  console  that  lets  the 
designer  set  restrictions  on 
who  can  change  the  content. 
Authorized  users  can  edit  the 
content  of  the  site  separately 
from  the  page  design.  While 
the  software  supports  any 
word  processor,  it  comes  with 
a  plug-in  for  Microsoft  Word. 

“It’s  increasingly  difficult 
to  find  Web  site  developers. 
You  don’t  want  to  have  minor 
changes  going  through 
them,”  says  Ken  Wilson, 
Today.com’s  chief  technology 
officer.  “We’ve  built  a  frame¬ 
work  that  lets  Web  develop¬ 
ers  focus  on  the  design,  and 
the  content  is  handled  sepa¬ 
rately.” 

Wilson  says  another  key 
feature  of  WebWare  Lite  is 
that  it  supports  dynamic  page 
development  in  such  a  way 
that  both  the  content  and  the 
page  layout  are  generated  at 
the  end  user’s  or  developer’s 
request.  Sites  also  can  be 
designed  to  support  distrib¬ 
uted  processing  and  load  bal¬ 
ancing,  he  adds. 

Eric  Klein,  an  analyst  with 


The  Yankee  Group,  has  seen 
several  Web  site  management 
tools  like  WebWare  Lite  that 
provide  templates  for  Web 
sites  and  allow  end  users  to 
update  the  content  without 
knowing  HTML.  Klein  says 
these  packages  are  useful  for 


departmental  Web  sites  and 
intranets.  “The  ability  to  have 
someone  without  the  HTML 
expertise  maintain  the  site  is 
very  important,”  he  says. 

This  feature  of  WebWare 
Lite  was  a  big  attraction  for 
the  Pueblo  Nation  of  New 
Mexico,  which  recently 
awarded  a  multimillion-dollar 


contract  for  the  development 
of  a  Web  site  that  will  link  its 
governmental  offices,  support 
broadcasts  of  live  events  and 
educational  courses,  and  pro¬ 
vide  an  electronic  market¬ 
place  for  selling  tribal  arts  and 
crafts. The  winning  contractor 
on  the  bid,  Virtual 
Broadcasting  of  Albu¬ 
querque,  is  using 
WebWare  Lite  to 
build  the  site. 

“One  of  the  require¬ 
ments  in  the  contract  is 
to  allow  secretaries  to 
update  the  information 
on  the  Web  site,”  says 
Scott  Thompson,  presi¬ 
dent  of  Virtual  Broad¬ 
casting.  Thompson  says 
most  of  the  personnel 
in  the  Pueblo  govern¬ 
ment  lack  advanced  or  techni¬ 
cal  degrees.  “They  can’t  afford 
high-tech  engineers  to  make 
minor  changes  to  their  Web 
site.” 

Thompson  says  WebWare 
Lite  also  reduces  the  cost  of 
developing  the  Pueblo  Nation 
Web  site.  “Without  Today.com, 
our  bid  would  have  been 


three  to  five  times  more,”  he 
claims.  With  WebWare  Lite, 
“we  can  design  a  template 
page  and  then  generate  all  of 
the  pages.” 

WebWare  Lite  works  with 
various  HTML  editing  pack¬ 
ages,  including  Microsoft 
FrontPage  and  Active  X  design 
systems,  such  as  Microsoft 
Visual  InterDev.  It  supports 
XML  and  will  support  Word 
2000,  which  converts  docu¬ 
ments  to  XML  instead  of 
HTML.  The  package  works 
with  any  Open  Database 
Connectivity/OLE  database, 
although  it  ships  with  a  run¬ 
time  version  of  Microsoft’s 
SQL  Server. 

WebWare  Lite  costs  $750 
and  is  available  direct  from 
Today.com.  Next  summer,  the 
company  plans  to  ship  an 
e-commerce  edition  that  sup¬ 
ports  credit  card  purchasing 
and  invoice  shipping.  Later  in 
the  year,  the  company  will 
release  an  enterprise  edition 
that  adds  support  for  person¬ 
alization,  membership,  e-mail 
and  chat. 

Today.com:  www.today.com 


Wet  Vare  Lite  Features; 

Runs  on  Microsoft  Windows  NT  and 
Internet  Information  Server. 

Separates  the  layout  of  the  Web  site 
from  the  content. 

Supports  dynamic  page  generation  via 
Active  Server  Pages. 

Distributes  processing  away  from  the 
Web  server. 

Handles  load  balancing. 


Car  makers, 

continued  from  page  41 

also  force  auto-parts  suppliers 
to  prepare  catalog  data  based 
on  multiple  formats  or  learn 
to  use  new  technologies,  such 
as  XML,  instead  of  EDI,  Howie 
says.  That’s  going  to  burden 
them  with  new  expenses,  sup¬ 
pliers  say.  For  service  pro¬ 
viders,  such  as  Harbinger, 
there’s  the  opportunity  to 
offer  auto-parts  suppliers  the 
kind  of  new  services  they 
may  need  to  meet  GM’s  and 
Ford’s  demands. 

Complicating  this  business- 
to-business  portal  scenario  was 
the  news  from  Harold  Kutner, 
GM’s  group  vice  president  of 
worldwide  purchasing,  that 
suppliers  will  have  to  use  the 
Automotive  Network  Exchange 
(ANX)  to  reach  GM’s  Trade- 
Xchange  instead  of  using  the 
Internet.  Using  the  ANX  costs 
about  10  times  as  much  as 
using  the  Internet  and  requires 
special  IP  Security  (IPSec)- 
based  encryption  equipment. 

“GM  is  going  to  deal  on  this 
site  through  ANX,”  Kutner  says. 


■  Complicating 
this  busi - 
ness-to- 
business 
portal  sce¬ 
nario  was 
the  news 
that  sup¬ 
pliers  will 
have  to  use 
the  AIVX 
to  reach 
GIVI'S  Trade- 
Xchange. 


“TradeXchange  will  be  a 
requirement  for  our  suppliers, 
and  that  is  the  only  way  we’ll 
do  business.” 

rhe  expensive  ANX  is  a  pri¬ 
vate  IP  network  from  five 
select  ISPs  approved  by  Tel¬ 


cordia,  the  so-called  ANX  over¬ 
seer,  which  monitors  ANX 
application  usage  and  decides 
which  IPSec  encryption  equip¬ 
ment  can  be  used  on  it.  De¬ 
signed  by  the  Big  Three  auto 
makers,  it  is  now  being  opened 
up  to  other  industries  as  well, 
such  as  steel  and  health  care. 

Unlike  GM’s  and  Ford’s  com¬ 
peting  e-commerce  portals,  at 
least  ANX  has  been  a  group 
effort  based  on  a  common  set  of 
protocols.  For  more  than  a  year, 
GM,  Ford  and  DaimlerChrysler 
have  harangued  their  suppliers 
to  use  it,  though  until  recently 
there  have  only  been  a  few 
CAD/CAM  and  mainframe  appli¬ 
cations  accessible  on  it.  The  car 
makers  promise  to  move  their 
EDI  applications  onto  the  ANX 
for  IP-based  EDI. 

If  the  auto  suppliers  only 
had  ANX  and  the  upcoming 
GM  and  Ford  portals  to  worry 
about,  it  might  not  be  so  bad. 
But  on  top  of  that,  the  hodge¬ 
podge  of  ancient  X.25  dial-up 
systems  for  supplier  notifica¬ 
tion  and  EDI  that  ANX  was  sup¬ 
posed  to  replace  never  really 
went  away. 


Suppliers  —  who  have  no 
choice  but  to  kow-tow  to  the 
Big  Three  on  their  network 
demands  —  still  have  to  sup¬ 
port  these  legacy  systems.  GM, 
in  fact,  spent  the  last  year  forc¬ 
ing  its  suppliers  through  a 
huge  migration  from  the  ANSI 
XI 2  EDI  format  to  the  inter¬ 
national  EDIFACT  format  for 
purchase  orders  and  other 
electronic  documents.  “Now 
they’re  going  to  be  requiring 
them  to  do  an  XML  conver¬ 
sion,”  says  Howie  regarding 
GM’s  e-commerce  portal. 

“We  still  have  the  dial-up 
and  the  VANs,”  confirms  Rob 
Burns,  business  technology 
manager  for  auto  parts  sup¬ 
plier  Magna  International. “But 
we  are  hearing  rumblings 
now  from  GM  that  the  old  net¬ 
work  connections  are  finally 
coming  down.” 

At  Magna,  the  Ford  and  GM 
e-commerce  portals  sound  like 
a  “good  thing,  but  changing  is 
always  hard,”  Burns  says.  For  the 
much-put-upon  auto  suppliers, 
e-commerce  portals  will  be 
another  demand  they’ll  have  to 
meet  to  stay  in  business.  3 


BindView, 

continued  from  page  41 

then  made  a  batch  correction 
from  the  report  results. 

The  key  feature  for  bv- 
Control  is  Resultant  Set 
Analysis,  which  manages  group 
policies  and  permissions  with¬ 
in  Active  Directory.  The  tool 
lets  users  boil  down  policies 
and  permissions  by  user  to  ana¬ 
lyze  for  conflicts.  For  example, 
a  user  may  be  denied  permis¬ 
sion  to  a  directory  object,  such 
as  corporate  salaries.  But  that 
same  user  may  have  access  to 
that  object  through  member¬ 
ship  in  a  directory  group  that 
has  access  to  the  object. 

Another  key  for  bv-ControI 
is  automatic  analysis  of  Active 
Directory  replication. The  fea¬ 
ture  reports  on  what  is  being 
replicated,  how  it  is  repli¬ 
cated  and  on  any  replication 
problems. 

BindView’s  bv-Control  for 
Active  Directory  is  expected 
to  ship  on  Feb.  17.  Pricing  has 
not  been  announced. 

BindView:  www.bindview. 
com 
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Is  the  router  on  the  left 
really  worth  twice  as  much 
as  the  one  on  the  right? 

You  decide. 


ACCESS  ROUTER  COMPARISON 
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With  the  escalating  cost  of  routing,  why  would  you  pay 
twice  as  much  for  one  router  over  another  when  they  both 
do  virtually  the  same  thing  for  your  network?  You  wouldn’t. 

Introducing  the  Nortel  Networks™  Open  IP  Environment, 
a  new  world  routing  software  that  embeds  routing  and  other 
IP  functions  directly  into  a  variety  of  hardware  platforms 
and  operating  systems,  making  stand-alone,  data-access 
routers  an  old-world  commodity.  In  other  words,  we're 
changing  the  economics  of  network-routing  technology 
by  driving  down  the  cost.  Which  is  why  we're  cutting  the 
price  of  our  data-access  routers  by  up  to  50  percent  below 
the  leading  competitor. 

You  see,  our  leading,  new  Open  IP  Environment  software 
makes  routing  universally  available.  Soon,  everything  from 
personal  appliances  to  processors  and  servers  will  be  Internet¬ 
routing  enabled  with  more  than  75  companies  already 
leveraging  Nortel  Networks'  Open  IP  technology. 

So  the  next  time  you're  ready  to  write  a  check  for 
data-access  routers,  you  might  want  to  ask 

yourself  this  simple  question:  Why  pay  more?  '  NjGRTE!. 


Come  together,  right  now  with  Nortel 
Networks,  nortelnetworks.com 


NETWORKS 

How  the  world  shares  ideas. 


Cost  comparison  is  based  on  end  user  suggested  list  pricing  of  the  Cisco  2611  access  router,  and  the  Nortel  Networks  ARN  router  with  common 
configurations.  Nortel  Networks,  the  Nortel  Networks  logo,  the  Globemark,  and  “How  the  world  shares  ideas"  are  trademarks  of  Nortel 
Networks.  ©1999  Nortel  Networks.  All  rights  reserved. 


Enterprise 


'Net  insider  .  Scott  Bradner 


A 


When  in  Washington... 


The  Internet  Engineering  Task 
Force  went  to  Washington,  D.C., 
earlier  this  month  and  did  what 
the  Washingtonians  do  most  often  — 


played  politics. 

We  tried  to  figure  out  if  we  should 
put  special  features  into  our  protocols 
to  support  wiretapping  and  other 


p  p  I  i  c  a  t  i  o  n  s 


legal  intercept  methods.  My  view  is 
that  we  came  away  with  little  support 
for  the  idea  that  the  IETF  should  go 
out  of  its  way  to  support  legal  inter¬ 
cept.  But  at  the  same  time,  there  was 
not  a  consensus  that  we  should  pro¬ 
hibit  all  discussion  of  the  topic. 

The  issue  of  the  IETF  doing  work 


6  Reasons  Not  to  Miss  This  Seminar 

1.  Understand  the  most  common  pitfalls  in  building  an 
enterprise-class  VPN,  and  learn  to  avoid  them. 

2.  Learn  how  others  are  growing  their  VPN  pilots  to  support 
mission-critical  applications. 


3.  Understand  how  to  grow  our  VPN  to  match  your  performance 
requirements. 


4.  Learn  to  integrate  existing  security  measures  with  your  VPN  plans, 

5.  Understand  how  to  deploy  the  different  types  of  VPNs: 
remote  access  and  site-to-site. 

6.  Have  your  key  questions  answered  by  the  leading  VPN  vendors  and 
service  providers., 


Learn  from  the  Leader 


Practical  VPIM  Deployment:  The  Next  Step  is  a 

one-day  seminar  designed  to  give  you  a  clear  understanding 
of  these  technical  issues  and  how  to  meet  them  head  on. 
Seminar  director  Eric  Zines,  Senior  VPN  Analyst  withTeleChoice, 
Inc.,  will  explore  the  greatest  challenges  of  VPN  deployment, 
and  provide  solutions  for  doing  so  successfully.  He'll  also  share 
the  success  stories  of  early  adopters,  including  their  trials  and 
tr  :  ulations  on  their  way  to  success. 
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Pract 
The 


Practical  answers  to 
real-life  questions 

You  know  what  VPNs  promise:  cost  savings,  business 
efficiencies  and  improved  relationships  with  your  partners. 

But  once  that's  understood,  are  you  prepared  to  deal  with 
the  technical  issues  of  planning  a  full-scale  VPN  eployment 
enterprise-wide?  Integration  issues,  scalability,  site-to-site 
viability,  security,  mission-critical  performance  and  service-level 
guarantees  are  just  a  few  questions  you  should  be  considering 


iTeleChoice 


Directed  by 

Eric  Zines,  TeleChoice,  Inc. 


NetworiM 


Network  World  Technical  Seminars  is  known  throughout  the  networking 
community  for  providing  IT  professionals  with  expert,  unbiased  education 
on  the  latest  technologies  and  trends  shaping  today's  mission-critical  networks. 
This  reputation  combined  with  our  100%  satisfaction  guarantee  makes  us  the 
educator  of  choice  in  the  networking  industry. 


On-Site  Seminars 


Bring  a  customized  version  of  this  Seminar  to  your  company, 
Contact  Bill  Bernard)  at  (508)  820-7506  or  bbernard  "'nww.com.. 


1999  Seminar  Tour 


New  York,  NY  •  September  23 
Hartford,  CT  •  September  24 
ResearchTi  angle  Park,  IvC  •  October  1 3 
Miami,  FL  •  October  14 
San  Francisco,  CA  •  November  3 
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on  legal  intercept  technologies  came 
up  as  a  byproduct  of  the  extensive 
work  that  the  IETF  is  now  doing  in  the 
area  of  IP-based  telephony.  It  should 
not  come  as  a  surprise  that  in  many 
places  around  the  world,  including 
the  U.S.,  telephone  companies  must 
be  able  to  provide  law  enforcement 
with  information  about  phone  calls, 
such  as  who  is  calling  whom  and  how 
long  the  call  is,  along  with  the  audio 
stream  from  selected  calls.  Companies 
that  build  telephone  equipment  feel 
they  must  add  features  to  their  equip¬ 
ment  to  support  these  activities 
because  their  customers  must  be  able 
to  access  such  features. 

Some  traditional  telephony  standards 
organizations  have  supported  this  by 
adding  intercept  features  to  their  tele¬ 
phony-related  standards.  Because  the 
future  of  the  telephone  seems  to  be 
intertwined  with  the  Internet,  it  is 
inevitable  that  the  primary  Internet 
standards  organization  would  be  faced 
with  the  issue  sooner  or  later. 

In  the  IETF’s  case,  some  partici¬ 
pants  in  one  of  the  working  groups 
focusing  on  a  new  standard  for  com¬ 
munication  between  components  of  a 
distributed  phone  switch  brought  up 
the  wiretapping  issue.  (Not  the  FBI,  as 
was  reported  in  some  places.) 
Because  adding  features  to  support 
wiretapping  would  be  an  important 
change  in  direction,  the  IETF’s  man¬ 
agement  decided  to  have  a  public  dis¬ 
cussion  before  determining  if  the 
working  group  should  go  ahead. 

A  new  mailing  list  was  created 
ietf .  org/maiftan/li  stinfo/rave  n) 
for  this  discussion.  Close  to  500  peo¬ 
ple  subscribed  to  the  list  and  about 
10%  of  those  sent  at  least  one  message 
to  the  list.  The  discussion  on  this  list 
was  a  precursor  to  one  held  during 
the  IETF  plenary  in  Washington. 

Twenty-nine  people  spoke  during 
the  plenary  session.  Opinions  ranged 
from  libertarian  (“governments  have 
no  right  to  wiretap”)  to  pragmatic  (“it 
will  be  done  somewhere,  so  best  have 
it  done  where  the  technology  was  de¬ 
veloped”)  At  the  end  of  the  discussion, 
there  was  a  show  of  hands  to  indicate 
opinions:  Should  the  IETF  add  special 
features,  not  do  this  or  abstain?  There 
was  not  much  support  for  adding  the 
intercept  features,  but  enough  people 
abstained  that  the  IETF  could  not 
gauge  a  rough  consensus  (80%  or 
more)  against  all  such  activities. 

This  was  an  interesting  example  of 
participatory  democracy,  and  like  many 
others,  did  not  produce  a  clear  result. 

Disclaimer:  Harvard  has  watched 
various  forms  of  government  come 
and  go,  and  did  not  express  an  opin¬ 
ion  on  this  issue. 

Bradner  is  a  consultant  with 
Harvard  University’s  University 
Information  Systems.  He  can  be 
reached  at  sob@harvard.edu. 
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By  Steve 
Blass 

We’ve  added 
NetWare  5 
servers  with  mul¬ 
tiple  CPUs  to  our 
intranet  and  have  run 
into  a  CPU  utiliza¬ 
tion  problem.  For 
long  periods  throughout  the 
day,  one  processor  is  pegged  at 
100%  and  the  other  is  sitting  at 
0%  utilization.  How  do  we  find 
out  what  resources  are  using 
the  processors  and  if  there  is 
any  way  to  load  balance  and 
use  both  processors.  We've 
tried  using  the  command  MON¬ 
ITOR  -p  to  get  information  from 
the  system  but  haven’t  been 
successful.  Can  you  suggest 
any  utilities  or  scripts  or  con¬ 
figuration  guidelines  or  a  Web 
site  we  could  reference? 

Via  the  Internet 

Go  to  support.novell.com  and 
look  at  the  High  Utilization  docu¬ 
ment  HIGHUTL1.EXE  (TID294 
1108).  All  the  recommendations 
in  this  document  apply  to  Net¬ 
Ware  5;  however,  the  Processor 
Utilization  section  of  MONITOR 
no  longer  exists,  due  to  the 
redesigned  kernel.  For  Monitor 
5.19,  which  ships  with  NetWare 
5,  load  M0NIT0R->KERNEL  and 
select  Applications,  then  select 
Applications  again  and  press  F4 
to  view  the  busiest  threads. 

With  NW5SP1.EXE  or  later 
service  pack,  you  can  view  sim¬ 
ilar  information  in  Monitor  5.22. 
Load  MONITOR,  select  KERNEL 
and  choose  THREADS  from  the 
Kernel  Options.  The  screen  will 
display  the  Busiest  Threads  and 
Interrupts  on  Processor  0.  The 
listing  is  constantly  sorted  with 
the  busiest  process  at  the  top.  If 
the  processor  is  running  MPK, 

F4  will  cycle  to  the  previous 
processor  and  F5  will  switch  to 
the  next  processor. 

Blass  is  a  network  archi¬ 
tect  at  Sprint  Paranet  in 
Houston.  You  can  reach  him 
at  dr.intranet@paranet.com. 


An  Inside  Look  at  the  Technologies 
and  Standards  Shaping  Your  Network 


DSML  helps  directories  work  together 


BY  TODD  HAY 

Soon  people  and  machines  on  the 
Internet  will  move  beyond 
downloading  Web  pages,  launch¬ 
ing  full-blown  Web  applications  or  work¬ 
ing  in  monolithic  enterprise  applica¬ 
tions.  Instead,  they’ll  use  so-called  Web 
services,  which  are  platform-neutral 
application  nuggets  automatically  assem¬ 
bled  for  each  user  or  machine. 

Companies  are  embracing  this  change 
by  breaking  up  enterprise  applications 
into  small  components  of  functionality, 
wrapping  them  in  XML  and  preparing  to 


how  to  execute  them,  what  the  results 
will  be,  who  wrote  them  and  how  to  pay 
for  them.  Combined  with  the  power  of 
XML,  this  information  enables  whole 
new  classes  of  individually  tailored  appli¬ 
cations  for  e-commerce. 

DSML  1.0  —  now  being  reviewed  by 
the  Organization  for  the  Advancement  of 
Structured  Information  Standards,  the 
World  Wide  Web  Consortium  and  the  Biz- 
Talk  initiative  —  is  being  pushed  by  Bow- 
street  Software,  IBM,  Microsoft,  Novell, 
Oracle  and  the  Sun-Netscape  Alliance. 
DSML  defines  the  XML  schema  for 
describing  directory  structure  and  data. 


developers  to  write  new  code  to  make  the 
directories  work  together.  DSML  recon¬ 
ciles  the  differences  by  providing  a  third 
language  both  directories  speak,  XML. 

A  real-life  DSML  transaction  might 
begin  with  an  XML-enabled  application 
making  an  HTTP  request  to  a  Web  service 
that  queries  a  director}"  through  LDAP  or 
directory  APIs.  The  resulting  DSML  docu¬ 
ment  (containing  directory  data)  is  re¬ 
turned  to  the  XML  application  over  the 
Web.The  application  then  parses  the  XML 
using  standard  Extensible  Stylesheet  Lan¬ 
guage  to  integrate  the  directory  data  into 
a  purchase  order  form,  for  example,  with- 


HOW  IT  WORKS 

DSML 


Partner  A 


An  example  of 
how  a  DSML 
Web  service 
can  combine 
data  from 
disparate 
corporate 
directories  to 
be  used  in 
e-commerce 
transactions. 


O  A  Web  service  translates  LDAP  directory 
information  from  multiple  directories  into 
DSML  documents.  The  DSML  service  also 
acts  as  a  buffer,  protecting  confidential 
directory  information  from  direct  Web  access. 


The  DSML  data  travels 
over  the  Internet  to  an 
e-commerce  applica¬ 
tion,  hosted  by  a  third 
party,  which  assimi¬ 
lates  the  partners' 
directory  information. 
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Web  server  hosting 

e-commerce  application 


The  application  executes  a  process 
for  the  partners  whose  directories 
previously  couldn't  share  information. 
An  example  of  this  could  be  the  setup 
of  a  Web-based  purchase  order  form 
that  integrates  data  from  the  two 
partners'  directories. 


share  them  with  customers  and  partners. 
As  this  transformation  plays  out,  network 
managers  will  still  need  to  help  users  find 
the  Web  services  that  will  carry  out  busi¬ 
ness  processes. 

Directories  will  provide  that  help.  Direc¬ 
tories  are  being  enabled  to  operate  across 
corporate  boundaries,  pointing  users  to 
services  wherever  they  exist.  To  accom¬ 
plish  this  work,  directories  need  to  be  able 
to  speak  a  common  language.  Enter  Direc¬ 
tory  Services  Markup  Language  (DSML), 
the  emerging  standard  that  expresses 
directory  content  in  the  Internet’s  lingua 
franca  for  commerce  —  XML. 

Directories  typically  store  and  manage 
information  about  each  user  in  an  enter¬ 
prise  —  including  names,  addresses, 
phone  numbers  and  access  rights. 
Directories  are  increasingly  storing  meta¬ 
data  about  available  Web  services,  what 
they  do,  what  they  require  for  inputs, 


Applications  consume  DSML  docu¬ 
ments  as  they  would  XML  because  DSML 
is  a  subset  of  XML.  Applications  can  trans¬ 
mit  DSML  documents  to  other  DSML- 
enabled  applications  on  the  Internet. This 
process  effectively  extends  the  Light¬ 
weight  Directory  Access  Protocol  (LDAP) 
across  firewalls  to  any  Internet  transport 
protocol  —  such  as  HTTP,  FTP  or  Simple 
Mail  Transfer  Protocol  —  a  major  benefit 
for  business-to-business  efforts. 

Standard  tags  defined  by  DSML  include 
objectclass,  entry,  attr  (for  attribute)  and 
name  to  refer  to  well-established  directory 
analogs.  To  understand  how  these  tags 
work,  consider  two  directories:  one  for 
Vendor  A  and  one  for  Vendor  B.  Directory 
Vendor  A  uses  “FullName”  to  describe  the 
attribute  in  a  directory  that  is  the  name  of 
a  company’s  employee.  Directory  Vendor 
B  uses  “Name”  alone  for  the  same  purpose. 
Traditionally,  this  difference  would  force 


in  the  application.  With  DSML,  an  XML 
application  could  request  data  and 
schema  information  from  directories  and 
consolidate  this  into  one  document. 

To  DSML-enable  their  directories,  net¬ 
work  managers  will  use  extensions  to 
their  current  directories  that  simply 
return  query  results  in  DSML.  Querying 
isn’t  currently  defined  in  DSML  1.0,  but 
the  DSML  working  group  (DSML.org)  is 
already  working  on  a  query  markup  for 
DSML  2.0.  Either  way,  IT)AP  and  vendor 
APIs  will  remain  in  place,  and  directories 
will  continue  to  operate  in  their  tradition¬ 
al  manner,  except  with  new  business-to- 
business  Internet  commerce  capabilities. 

Hay  is  Web  automation  system  prod¬ 
uct  manager  at  Bowstreet  Software 
and  a  lead  author  of  the  DSML  1.0 
specification.  He  can  be  reached  at 
thay@bowstreet.  com. 
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Technology  Update 


Gearhead  —  inside  the  network  machine  .  Mark  Gibbs 

Getting  it  across  with  File  Transfer  Protocol 


That’s  all  very  amazingly  cool 
about  FTP  tools,  but  what 
exactly  is  FTP?”  said  a  reader  follow¬ 
ing  the  “Gearhead”  column, “A  better 
way  to  FTP”  (Oct.  4). 

Glad  you  asked. This  question  leads 
us  into  a  couple  of  interesting  digres¬ 
sions  (something  that  Gearhead  is 
partial  to  as  is  his  evil  twin  who 
pens  the  "Backspin”  column  of  this 
august  journal). 

To  begin  with,  FTP  stands  for  File 
Transfer  Protocol.  It  is  a  TCP/IP  appli¬ 
cation-layer  protocol  for  transferring 
file  data  from  one  computer  to  anoth¬ 
er  over  a  network. 

As  with  all  Internet  protocols,  the 
assumption  is  that  FTP  uses  the 
Transmission  Control  Protocol  (TCP) 
or  User  Datagram  Protocol  (UDP)  — 
both  TCP/IP  session  protocols  that 
are,  in  turn,  transported  over  an 
Internet  Protocol  (IP)  network.  Of 
course,  this  is  an  assumption  and  in 
fact  you  could  run  FTP  over  any  other 
network  architecture. 

The  ability  to  run  FTP  (or  in  prin¬ 
ciple,  any  other  protocol)  over  any 
network  architecture  means  that  it  is 
easy  to  defeat  a  firewall  with  the  help 
of  an  accomplice. 


If  the  accomplice  can  set  up  a 
program  inside  the  organization  that 
speaks,  for  example,  HTTP  and 
behaves,  as  far  as  the  firewall  is  con¬ 
cerned,  like  a  Web  browser,  then 
they  could  handle  any  payload  they 
pleased  in  the  packets. 

This  is  an  interesting  area  of  secu¬ 
rity  and  one  that  represents  a  very 
significant  problem  if  you  are  trying 
to  build  really  secure  networks.  The 
answer  is  to  use  a  firewall  that  does¬ 
n’t  allow  you  to  access  stuff  out  on 
the  Internet  directly.  This  is  really  a 
complex  topic  that  we’ll  have  to 
leave  for  another  column. 

So  now  that  Gearhead  has  made 
you  completely  paranoid,  we’ll  get 
back  to  our  subject:  FTP.  As  we  said, 
FTP  is  for  moving  files  from  one 


machine  to  another.  And  of  all  the  file 
transfer  protocols  out  there  (and 
there  are  quite  a  few),  FTP  is  one  of 
the  simplest. 

FTP  uses  two  ports  for  communi¬ 
cations  —  by  default  port  20  for  data 
transfers  and  port  21  for  commands. 
All  communications  are  normally 
done  over  TCP,  which  provides  a  reli¬ 
able  channel  —  something  that  is 
highly  desirable  when  you’re  moving 
data  around. 

File  transfers  can  also  be  per¬ 
formed  over  UDP  using  a  protocol 
called  Trivial  File  Transfer  Protocol 
(TFTP),  which  is  a  sort  of  simple 
cousin  to  FTP. 

TFTP  does  not  use  any  form  of 
authentication,  and  by  using  UDP,  is 
potentially  faster  than  FTP,  although 
it  is  also  less  reliable.  TFTP  is  com¬ 
monly  used  for  loading  applications 
and  bootstrapping  diskless  systems. 

It  is  important  to  know  that  you 
usually  interact  with  FTP  through 
something  called  a  Protocol 
Interpreter  that  is  part  of  your  FTP 
client.  This  component  communi¬ 
cates  with  the  Protocol  Interpreter 
on  the  remote  server.  When  you 
actually  move  data  around,  your 


Protocol  Interpreter  is  working  with 
your  local  Data  Transfer  Process 
(DTP)  and  through  the  remote 
Protocol  Interpreter  working  with 
the  remote  DTP. 

The  two  DTPs  then  interact  and 
perform  the  file  transfer. 

When  your  FTP  client  creates  a  ses¬ 
sion  with  a  server,  the  server 
responds  with  a  status  message  along 
the  lines  of  “220  servername  FTP 
server.”  It  is  worth  noting  that  the 
only  constant  part  of  this  transaction 
is  the  code  “220”  —  everything  else  in 
the  message  is  implementation- 
dependent. 

At  this  point,  the  server  will  usu¬ 
ally  ask  you  for  a  name  and  a  pass¬ 
word.  If  anonymous  access  is 
allowed,  then  the  server  will  offer 
you  a  default  name.  For  the  pass¬ 
word  it  is  the  convention  to  use 
your  e-mail  address.  If  a  real  logon 
is  required,  you  will  need  to  know 
the  details  of  a  valid  account  on 
the  server. 

After  that  . . .  well,  next  week  we’ll 
look  at  what  else  happens  when  you 
FTP. 

Transfers  to  gh@gibbs.com. 


Need  to  look  up  informa¬ 
tion  on  a  frame  relay  vendor? 
Want  to  look  up  something 
about  the  technology?  Have 
we  got  the  search  engine  for 
you! 

Frame  Relay  Search  is  the 
latest  in  our  series  of  technol¬ 
ogy-specific  search  engines, 
joining  DSL  Search  and  ASP 
Search.  We’ve  indexed  the  Web 
sites  of  dozens  of  frame  relay 
vendors  and  carriers,  as  well 
as  Network  World  frame  relay 


ews,  tips  and 
tools  from  our 
Web  site 


articles  and  our  newsletter, 
Network  World  Fusion  Focus 
on  Frame  Weekly.  This  means 
you’re  just  a  keyword  away 
from  everything  from  white 
papers  and  technology  over¬ 
views  to  service  offerings. 

DocFinder:  5625 


Foo'  Bar:  Usage  trackin' 

Those  techie  wonders  at 
Motley  Fool  are  back  with 
another  installment  in  their 
series  on  running  a  large  Web 
site.  This  month,  they  look  at 
usage  analysis  software.  To 


make  your  site  as  useful  (and 
popular)  as  possible,  you  need 
to  know  where  your  users  are 
coming  from,  where  they’re 
spending  the  most  (and  least) 
time  on  your  site,  and  what 
they’re  doing  there.  What 
should  you  look  for  in  this 
software?  The  fools  tell  all. 
Then  follow  the  links  to  our 
review  and  buyer’s  guide  on 
Web-management  tools  (and 
to  past  Foo’  Bar  columns  on 
other  aspects  of  heavy-duty 
site  design  and  operation). 

DocFinder:  5 626 

In  the  Works:  VPNs 

November  is  intro  month 
for  our  new“In  the  Works”  col- 
umn.This  week,  we  introduce 
Paul  Hoffman,  director  of 
both  the  VPN  Consortium  and 
the  Internet  Mail  Consortium. 
Hoffman  starts  out  with  a 
look  at  VPNs,  defining  what 
they  can  do  —  and  can’t.  Read 
his  discussion,  then  follow 
our  links  for  even  more  info. 

DocFinder:  5628 


Help  Desk:  Passwords 

It’s  the  bane  of  help  desks 
everywhere:  end  users  who 
can’t  remember  their  net¬ 
work  passwords.  A  Fusion 
user  with  a  NetWare  5  set-up 
wonders  why  he  couldn’t 
set  up  a  system  similar  to  the 
ones  that  are  found 
on  Web  sites  that  require 
registration:  Users  type  in 
their  name  and  the  system 
mails  them  their  password. 
Suggestions? 

DocFinder:  5634 

Venture  database 

The  latest  Pricewaterhouse- 
Coopers/ Network  World  ven¬ 
ture  capital  survey  came  out 
last  week.  No  big  surprise  — 
most  of  the  venture  capitalist 
money  is  flowing  into  dot¬ 
com  start-ups.  Search  more 
than  two  years’  worth  of  data 
from  the  survey,  or  download 
a  spreadsheet  with  the 
results  from  the  third  quarter 
of  1999. 

DocFinder:  5635 


Tech  Update  update 

Every  week,  Tech  Update 
tells  you  about  a  new  net¬ 
working  technology  or  gives 
an  in-depth  explanation  of  an 
existing  one.  Yes,  of  course 
we  have  an  online  Tech 
Update  library,  where  you 
can  find  past  updates  along 
with  links  to  additional  info. 
For  example,  this  week’s 
update  on  Directory  Services 
Markup  Language  provides  a 
link  to  a  more  detailed 
overview  of  the  markup  lan¬ 
guage.  It  all  starts  at: 

DocFinder:  5629 


Ron  Nutter  is  standing  by 
to  answer  your  network¬ 
ing  questions.  Read  his 
column  every  week  on 
Fusion.llfflS 


_  _ ■  _ _ “ _ _ 


m 


48  Network  World  November  22,  1  999  www.nwfusion.com 


The  3Com®  NBX®  100  Communications  System. 
The  system  that  puts  your  voice  and  data 
all  on  one  wire,  providing  total  voice  and 
data  integration  while  offering  features  to 
streamline  your  business.  And  giving  you 
access  to  applications  that  improve  customer 
service,  like  contact  management  software. 
Which  identifies  callers  and  automatically 
pulls  up  customer’s  records  on  your  computer 
as  you  pick  up  the  phone.  Best  of  all  this 
system  is  entirely  expandable  and  upgrad¬ 
able.  It  lets  you  change  phone  features 
right  in  your  own  office.  Add  people  and 
add  features  without  ever  calling  the  phone 
company.  And  conveniently,  if  your  company 
doesn’t  have  a  LAN,  the  NBX  system  provides 
one  for  you.  So  the  only  place  you  need  to 
go  is  to  www.3com.com/nbxl00.  Because  if 
you  continue  to  operate  on  a  phone  system 
that’s  obsolete,  it  could  have  the  same  effect 


There’s  a  word  for  a  phone  system  that 
in’t  work  on  the  same  wire  as  your  network. 


on  your  business. 


[^Networks 


Another  e-Network  solution  from  3Com. 


£rajra&un: Corporation.  AH  fights  reserved.  3Com,  the  3Com  logo  and  NBX  are  registered  trademarks  and  More  connected,  is  a  trademark  of  3Com  Corporation. 


More  conr 


0 


pinions 


Editorial 

Linux  vendors  get  a 
Showdown  all  their  own 

Two  weeks  ago,  I  told  you  about  the 
Operating  System  Showdown  —  a 
presidential-style  debate  among  the 
top  network  operating  system  ven¬ 
dors  that  Network  World  will  be  staging  on 
Wednesday,  Jan.  26  at  ComNet  in  Washington, 
D.C.  I'm  waiting  to  hear  back 
from  Microsoft,  Sun,  Novell, 
Red  Hat  and  the  Santa  Cruz 
Operation  on  which  speakers 
they’ll  be  sending  to  this  spe¬ 
cial  featured  session. 

Well,  I  hope  the  folks  at 
Red  Hat  are  looking  to  rack 
up  some  frequent  flyer  miles 
because  I’m  also  challenging 
the  company  —  along  with 
SuSE,  Inc.,TurboLinux  and 
Caldera  —  to  take  part  in  a 
special  Linux  Showdown  to 
be  held  at  the  LinuxWorld  Conference  &  Expo 
in  New  York. 

This  Showdown  will  give  you  the  opportun¬ 
ity  to  see  these  leading  commercial  suppliers  of 
the  Linux  operating  system  in  action,  fielding 
questions  from  a  panel  of  industry  experts, 
each  other  and  the  audience.  Network  World’s 
Linux  Showdown  will  be  held  on  Wednesday, 
Feb.  2  from  4:15  to  5:30  p.m.  at  the  Jacob  Javits 
Convention  Center. 

We’re  challenging  the  four  top  Linux  server 
suppliers  —  based  on  market  research  from 
International  Data  Corp.  —  to  send  a  top  tech¬ 
nical  executive  to  take  part  in  this  no-holds- 
barred  debate.  The  vendors  will  have  until  5:30 
p.m.  on  Tuesday,  Dec.  8  to  accept  or  decline 
our  challenge  and  to  let  us  know  who  they’ll 
be  sending.  If  any  vendor  declines  or  fails  to 
respond  on  time,  we’ll  pick  a  competitor  to  fill 
the  open  slot  on  the  dais. 

The  Showdown  format  helps  strip  away  the 
marketing  hype  surrounding  an  important  tech¬ 
nology  and  forces  vendors  to  answer  direct,  dif¬ 
ficult  questions  from  the  experts  and  one 
another.  ILie  Showdown  is  a  great  way  to  high¬ 
light  differences  in  strategy  and  product  lines. 
Our  expert  panel  includes  Nick  Petreley,  editor¬ 
ial  director  of  the  IinuxWorld  online  publica¬ 
tion  (www.linuxworld.com)  and  Bob  Brown, 
news  editor  at  Network  World. 

As  we  wait  to  hear  from  these  purveyors  of 
Linux,  I’d  love  to  hear  from  you  about  the  ques¬ 
tions  you  want  answered.  What  concerns  you 
about  running  Linux  in  your  enterprise?  Also, 
I’m  open  to  adding  a  fifth  Linux  vendor  if  you 
can  provide  me  with  a  compelling  reason  to  do 
so.  Drop  me  a  note  at  the  address  below. 

But  for  now,  Red  Hat,  Caldera,  SuSE  and 
TurboLinux,  are  you  up  to  the  challenge? 

—  John  Gallant 
jgallant@nww.  com 


|  Message  Queue 


Targeting  Y2K 

Your  article  “Y2K  target  keeps  moving”  (Oct. 

18,  page  1)  provides  some  of  the  most  useful, 
realistic  and  objective  information  I  have  read 
on  the  Y2K  situation  in  months.  I  recently  left 
a  company  that  waited  until  this  summer  to 
begin  its  Y2K  readiness  program,  mostly 
because  it  couldn’t  find  a  way  to  bury  the 
costs  within  new  or  existing  contracts. This  is 
just  the  type  of  nonurgent  response  to  theY2K 
problem  that  will  cause  many  small  and  mid-size 
businesses  great  pain  come  January. 

Lance  Johnson 
Co-founder  and  chief  operating  officer 
DataAge  Technologies 
Glendale,  Calif. 


today  are  better  at  what  they  do  than  others 
simply  because  they  care.  The  critical  compo¬ 
nent  in  successful  insourcing  is  fostering  and  de¬ 
veloping  that  sense  of  ownership,  responsibility 
and  accountability  for  the  network. 

Shane  O’Donnell 
Senior  consultant/Instructor 
Onion  Peel  Solutions 
Raleigh,  N.C. 

Regarding  your  feature  “Managed  WAN-a-phobia”: 

I  see  pros  and  cons  throughout  the  article.  What  I 
don’t  see  is  a  way  to  transition  from  self-managed 
to  outsource-managed  WANs. The  impact  on  the 
people  who  manage  the  WAN  infrastructure  now 
may  be  significant  when  the  change  occurs. 

Jeff  Host 
Federal  Way,  Wash. 


Graphic  thoughts 

Your  article  on  Quantum  Bridge’s  passive  optical 
networking  technology  (“Start-up’s  fiber  gear  could 
slash  T-l  prices,”  Oct.  25,  page  85)  has  an  accompa¬ 
nying  graphic  that  misleads  readers  in  a  crucial  area. 

The  text  of  the  graphic  and  the  article  correctly 
state  that  the  same  signal  reaches  all  customer  sites. 
Yet  the  graphic  art  makes  it  appear  that  the  signals 
are  being  separated  in  transit,  which  cannot  be 
done  with  passive  units. 

Martin  Gizzi 
Fredericksburg,  Va. 

Pride  is  key 

In  your  feature  “Managed  WAN-a-phobia”  (Oct.  25, 
page  59),  I  found  the  statement  that  Fortune  50 
enterprises  “seem  determined  to  keep  WAN  man¬ 
agement  in-house,  even  though  networking  isn’t 
their  core  competency”  to  be  rather  misleading. 

For  this  to  be  a  valid  argument  against  “insourc¬ 
ing,”  networking  would  have  to  be  not  only  a  non¬ 
core  competency,  but  these  organizations  would 
have  to  be  just  plain  bad  at  it,  which  typically  is  not 
the  case. 

The  critical  point  the  article  overlooks  is  pride  in 
ownership.  Many  people  in  the  technical  work  force 


Give  AT&T  a  chance 

In  his  letter  to  the  editor  “Open  up,  AT&T”  (Nov.  1, 
page  56),  Harry  Frost  advocates  open  cable  access. 
He  writes  “without  some  kind  of  open  access 
clause,  I  will  lose  my  ability  to  choose  the  ISP  that 
meets  my  needs;  in  effect,  I  will  lose  my  right  to 
choose  the  best  service  for  the  best  price.” 

This  is  a  curious  statement  on  two  counts.  First, 
cable  subscribers  can  access  their  existing  ISPs  as 
before,  though  a  second  fee  may  be  imposed.  It  is 
hard  to  see  how  this  translates  into  lack  of  access. 

Second,  providing  local  and  long-distance  tele¬ 
phone  service  through  cable  access  provides  a 
level  of  competition  where  none  has  existed. To 
offer  carrier-grade  telephony,  broadband  high-speed 
data  service  and  video, AT&T  is  pouring  billions  of 
dollars  into  increasing  the  reliability  and  reach  of 
hybrid  fiber  coax  into  the  nation’s  neighborhoods. 

This  is  a  high-risk  gamble  with  scant  guarantee 
of  success.  Competition  from  digital  subscriber  line 
and  the  possibility  of  failure  cloud  the  horizon.  The 
voices  clamoring  for  open  access  do  not  participate 
in  this  risk;  it  is  shouldered  by  AT&T’s  shareholders 
alone.  Give  AT&T  a  chance  to  make  it  work  before 
shooting  out  the  tires. 

Ken  Fowler 
Cable  systems  consultant 
Rockaway  Township,  N.J. 


Send  letters  to  nwnews@nivw.com  or  John 
DLv,  editor  in  chief.  Network  World,  161 
Worcester  Road,  Framingham,  MA  01701. 
Please  include  phone  number  and  address 
for  verification. 


More 

Online 

•  Letters  about  Windows 
Registry  and  other 
topics. 
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Venture  Over  the  Horizon  .  Kevin  Fong 

RENT'AN'APP  firms  are  hot  targets  for  investors 


One  of  the  hot  topics  in  the  venture  community 
these  days  is  the  way  the  Internet  is  changing 
how  companies  will  deploy  new  applications 
in  the  future.  In  a  kind  of  “Back,  to  the  Future” 
movement,  what  used  to  be  called  outsourcing 
of  applications  in  the  old  mainframe  world  is 
now  called  netsourcing.  Enterprises  that  abandoned 
outsourcing  in  favor  of  internally  developed  applica¬ 
tions  or  large  enterprise  resource  planning  software 
suites  now  are  looking  into  netsourcing,  using  applica¬ 
tion  service  providers  (ASP)  for  even  mission-critical 
applications. 

This  “rent-an-app”  approach  has  created  opportuni¬ 
ties  for  venture-backed  firms  that  provide  application¬ 
hosting  services.  Rather  than  investing  a  lot  of  money 
in  packaged  software  companies,  the  venntre  commu¬ 
nity  is  putting  its  cash  into  ASPs.  Mayfield  Fund  has 
invested  in  several  ASP  start-ups.  One,  Instill  (www. 
instill.com),  provides  e-business  services  for  the  food 
service  industry. Another,  Intira  (www.intira.com),  pro¬ 
vides  IT  and  networking  services  through  its  own  data 
broadband  network  and  utilities  managed  by  its  Serv¬ 


ice  Management  Center.  Other  start-ups  are 
adding  Web  hosting  as  an  alternative  to 
conventional  sales  processes.  Amplitude 
Software  (www.amplimde.com)  has  a  host¬ 
ed  version  of  its  resource  scheduling  and 
calendaring  applications.  MarketSoft 
(www.marketsoft.  com)  offers  a  hosted  ver¬ 
sion  of  its  marketing  automation  software. 

A  number  of  venture-backed  ASPs  have 
focused  their  services  on  small  and  midsize  businesses 
that  do  not  have  the  resources  to  run  expensive  enter¬ 
prise  software  suites.  Firms  that  fall  into  this  category 
include  Corio  (www.corio.com),  eCompany  (www. 
ecompany.com)  in  accounting  andAgillion  (www. 
agillion.com)  in  customer  relationship  management. 

Small  businesses,  however,  are  not  the  only  candi¬ 
dates  for  hosted  applications.  Enterprise  network  man¬ 
agers  know  the  pain  and  expense  of  buying  and  im¬ 
plementing  enterprise-scale  applications. The  appeal  of 
letting  someone  else  manage  the  applications  and  ab¬ 
sorb  the  problem  of  upgrades  and  changes  is  real.That 
is  why  firms  such  as  Oracle  andAriba  are  moving  to  a 


hosted  service  model. 

There  are  a  number  of  issues  to  exam¬ 
ine  when  considering  using  an  ASP  One  is 
time-to-market.  The  time  saved  by  being 
able  to  add  an  application  by  going  online 
may  translate  into  a  competitive  advantage 
that  needs  to  be  figured  in  when  consider¬ 
ing  the  cost  of  using  an  ASP  The  Web  site 
performance  of  an  ASP  is  also  an  issue. 
How  secure  is  the  site?  What  is  the  quality  of  service? 
What  are  the  traffic  loads?  Another  consideration  is 
whether  you  want  the  ASP  to  host  the  application  on 
its  servers  or  to  have  the  application  hosted  on  an  on¬ 
site  server  but  managed  by  the  ASP 

Whether  the  Internet  application  involves  connec¬ 
tivity  or  services  that  would  normally  have  been  han¬ 
dled  within  an  enterprise,  netsourcing  is  becoming  a 
viable  choice  that  you  should  evaluate  seriously. 

Fong  is  a  general  partner  of  Mayfield  Fund,  a 
venture  capital  firm  in  Menlo  Park,  Calif.  He  can  be 
reached  at  kfong@mayfield.com. 


Industry  Commentary  .  Frank  Dzubeck 

Duopolies  can  be  just  as  bad  as  monopolies 


Lightning  struck  the  computer  industry  earlier 
this  month  with  the  publishing  of  U.S.  District 
Judge  Thomas  Penfield  Jackson’s  findings  of 
fact  in  the  Microsoft  antitrust  trial.  Jackson’s 
findings  supported  the  government’s  case  that 
Microsoft  is  a  monopoly,  based  on  the  princi¬ 
ple  that  a  company  that  holds  a  market  share  of 
greater  than  70%  generally  is  considered  to  be  a 
monopoly. This  fact  does  not,  in  itself,  mean  that 
Microsoft  has  violated  antitrust  laws,  but  it  is  an 
essential  first  step  in  that  process. The  findings  also 
stated  that  due  to  its  monopoly  position,  Microsoft 
could  charge  a  price  above  that  which  could  be 
charged  in  a  competitive  market. 

Jackson’s  findings  set  the  stage  for  a  pending 
issue  for  the  government  —  approval  of  the  MCI 
WorldCom/Sprint  merger.  This  deal  will  create  an 
interesting  predicament  in  that  if  you  add  together 
the  long-distance  market  shares  of  AT&T  and  the 
merged  MCI  WorldCom/Sprint  entity,  the  net  result 
is  greater  than  80%. Therefore,  the  merger  will  create 
a  duopoly  in  the  long-distance  marketplace.  Is  a 
duopoly  as  potentially  anticompetitive  as  a  monop¬ 
oly?  It  most  certainly  can  be. 

The  point  can  be  made  that  long-distance  prices 
soon  will  approach  zero  cents  per  minute,  making 
the  anticompetitive  duopoly  argument  moot.  How 
then  will  these  companies  make  money?  Through 
feature  services  that  go  along  with  long-distance 
calls  and  integration  with  data  services.Therefore, 
control  of  customer  market  share  is  still  a  predomi¬ 
nant  issue. The  long-distance  duopoly  has  the  poten¬ 
tial  to  be  anticompetitive,  controlling  the  customer 
base  just  like  Microsoft  has. 

Past  history  has  indicated  that  keeping  an  industry' 


sound  requires  the  participation  of  at  least  three  com¬ 
panies  to  create  a  competitive  environment. This  was 
the  case  with  the  auto  industry  when  the  govern¬ 
ment  supported  loans  to  Chrysler  to  keep  a  third 
party  in  the  market  with  Ford  and  General  Motors. 
Yes,  the  regional  Bell  operating  companies  and  carri¬ 
ers  such  as  Qwest  Communications  are  in  the  long¬ 
distance  business,  but  can  they  break  the  duopoly’s 
control  of  the  market  by  any  methodology  other  than 
lower  prices?  With  zero  cents  per  minute  as  a  near- 
term  goal,  price  cannot  be  used  as  a  market  penetra¬ 
tion  mechanism. 

Other  communications  service  markets  face  duop¬ 
oly  situations,  as  well.  One  is  the  private  line  indus¬ 
try,  which  has  a  history  of  high  prices  and  question¬ 
able  rate  synchronization  from  competing  vendors. 
Sprint  was  always  the  aggressive  low-cost  provider. 
Will  its  rate  structures  now  conform  to  MCI 
WorldCom’s,  or  vice  versa?  The  frame  relay  and  ATM 
circuit  markets  also  are  potential  duopoly  candidates. 

Another  area  of  concern  is  the  Internet  backbone 
access  market.  As  part  of  the  approval  process  of 
MCI’s  merger  with  WorldCom,  MCI’s  Internet  back¬ 


bone  access  had  to  be  divested  due  to  the  merged 
entity  having  82%  of  all  Internet  backbone  access. 

The  MCI  WorldCom/Sprint  entity  will  have  almost 
70%  of  all  Internet  backbone  access,  so  another 
divestiture  will  be  required  to  remove  a  potential 
monopoly  situation. 

Some  aspects  of  the  MCI  WorldCom/Sprint  merger 
are  not  worrisome.  MCI  WorldCom  currently  offers 
no  wireless  service,  so  the  addition  of  Sprint's  will  be 
good  news  to  users  looking  to  go  wireless.  Likewise, 
Sprint’s  local  operating  company  business  will  be¬ 
come  a  cash-positive  asset  to  MCI  WorldCom.  Sprint’s 
international  participation  in  Global  One  will  be  sold 
to  France  Telecom. 

But  in  the  end,  the  winner  in  the  MCI  WorldCom/ 
Sprint  merger  will  be  the  shareholders,  not  cus¬ 
tomers.  The  merger  of  MCI  and  WorldCom  has  yet  to 
produce  customer  satisfaction,  and  now  we  have 
another  merger  at  hand. 

In  his  comments  to  analysts  on  the  recent  frame 
relay  outage,  MCI  WorldCom  Chairman  and  CEO 
Bernie  Ebbers  stated  that  mergers  and  acquisitions 
are  bad  for  the  industry.  In  an  ironic  twist,  Ebbers 
concluded  that  a  major  contributing  factor  to 
Lucent’s  switch  problems  was  an  overzealous  indus¬ 
try  focus  on  mergers  and  acquisitions,  typified  by 
Ascend’s  acquisition  of  Cascade  Communications 
and  Lucent’s  acquisition  of  Ascend.  If  Ebbers’  beliefs 
are  that  strong,  he  might  want  to  think  about  World¬ 
Com’s  mergers  with  MCI  and  Sprint  and  their  nega¬ 
tive  effects  on  customers. 

Dzubeck  is  president  of  Communications 
Network  Architects,  an  industry  analysis  firm  in 
Washington,  D.C. 
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Windows 

2  0  0  0  Conference  &  Expo 


Real  World  Answers  for  your  Enterprise 

Conference  &  Expo:  February  15-17,  2000 

The  Moscone  Center  *  San  Francisco,  CA 


You've  found  it.  The  one  conference  and  expo  for  Windows  that  has  it  all  Microsoft  Chairman  and  CEO,  Bill  Gates,  will  be  giving  the  Launch 
Keynote  Address.  The  Windows  2000  Conference  and  Expo  brings  you  real  world  solutions,  the  latest  trends  in  the  Windows  marketplace,  and  the  widest 
selection  of  Windows-based  products  and  services.  In  fact,  no  other  trade  show  brings  together  the  entire  Windows  marketplace  on  such  a  high  level. 
WANTUG  is  proud  to  be  the  exclusive  partner  of  the  Windows  2000  Conference  and  Expo.  Don't  miss  this  opportunity. 

This  is  your  show!  For  more  information  on  attending  or  exhibiting,  go  online: 


owned  &  managed  by: 

WANTUG  #  IDG 

an  event  partner  WORLD  EXPO 


www.windows2000expo.com 

or  call:  1.800.560.7612 


999  IDG  World  Expo.  All  rights  reserved.  All  other  trademarks  contained  herein  are  the  property  of  their  respective  owners. 
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THE  CRITICAL  SHORTAGE  OF 


Linda  Scherr,  IBM 
go  out  of  business 


Companies  will 


Populati 


Anita  Borg,  Institute  of  Women  and 
Technology:  .  .  if  we  had  been  attract 
ing  women  at  the  same  rate  as  men, 
there  wouldn't  be  a  [worker]  shortage.' 
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Reversing  downward  spiral  in  ranks  of  female  IT  workers 


is  critical  to  solving  technology  worker  shortage. 


White  House, 
Congress  look 
for  answers 

A  Congressional  committee 
has  been  studying  the  drop  in  the 
number  of  women  in  IT  for  the 
past  year.  U.S.  Rep.  Constance 
Morelia  (R-Md.)  spearheaded  the 
creation  of  the  committee,  which 
next  April  is  slated  to  deliver  a 
report  that  will  outline  the  prob¬ 
lem  and  list  ways  business,  gov¬ 
ernment,  the  education  system 
and  parents  can  work  together  to 
solve  it 

A  similar  report  is  expected 
from  Arthur  Bienenstock’s  White 
House  Office  of  Science  and 
Technology  Policy  later  this 
month.  Bienenstock  says  he  has 
been  working  with  the  Clinton 
administration  and  leading  high- 
tech  vendors  on  ways  to  tackle 
the  problem. 


BY  SHARON  GAUDIN 

he  IT  worker  shortage  is  fast  becom¬ 
ing  a  crisis  that  could  threaten  this 
country’s  global  technology  leadership  and 
economic  strength,  according  to  industry 
observers  and  government  officials. 

And  many  argue  that  the  solution  is  to 
bring  more  women  into  the  IT  work  force. 

“If  we  continue  to  utilize  the  talents  of  American 
women  —  virtually  half  the  population  —  at  the  level 
we  are  now,  we  will  not  have  the  workers  we  need  in 
this  country,”  says  Arthur  Bienenstock,  associate  direc¬ 
tor  of  science  in  the  White  House  Office  of  Science 
and  Technology  Policy.  “Science  and  technology  are 
critical  to  our  ability,  as  a  country,  to  maintain  our 
standard  of  living,  the  value  of  the  dollar,  even  nation¬ 
al  defense.This  could  very  well  be  a  problem  for  us 
going  ahead.The  way  out  of  it  is  largely  to  have  more 
women  in  science  and  technology.” 

And  that’s  a  critical  step  —  for  women  and  the  IT 
industry,  according  to  Anita  Borg,  president  of  the 
Institute  of  Women  and  Technology,  a  nonprofit 
agency  in  Washington.  “There’s  all  this  talk  about 
worker  shortages,  but  you  can  make  the  argument 
that  this  is  where  the  shortage  comes  from,”  Borg 
says. “The  numbers  say  if  we  had  been  attracting 
women  at  the  same  rate  as  men,  there  wouldn’t  be  a 
shortage.” 


A  U.S.  Department  of  Commerce  report  says  only 
9%  of  engineers  in  the  United  States  today  are 
women.  That  same  report  shows  that  women  only 
represent  1 1%  of  Microsoft  Certified  Professionals, 
26.9%  of  systems  analysts  and  computer  scientists, 
and  28.5%  of  computer  programmers. 

In  fact,  the  numbers  indicate  that  the  IT  gender 
gap  has  gotten  worse  over  the  past  1 5  years.  For 
example,  in  1984, 37%  of  computer  science  degrees 
were  awarded  to  women.  By  1 998,  that  number  had 
dropped  to  16%. 

“It’s  noticeably  decreasing,”  says  Martha  Daniel,  an 
18-year  IT  veteran  and  CEO  of  Information 
Management  Resources,  Inc.  (IMRI),  an  IT  staffing, 
consulting  and  outsourcing  company  in  Costa  Mesa, 
Calif. “I  first  came  through  in  the  late  ’70s  and  ’80s, 
and  there  used  to  be  a  lot  more  women  in  the  field. 
It’s  frustrating,  and  it’s  sad  for  me.” 

The  root  of  the  problem 

There  are  several  reasons  why  women  aren’t  join¬ 
ing  the  IT  ranks  and  why  those  who  do  are  not  stay¬ 
ing.  According  to  industry  analysts,  here  are  the  key 
issues: 

•  Some  teachers,  guidance  counselors  and  par¬ 
ents  are  still  guiding  girls  away  from  science  and 
math  classes.  In  fact,  Bienenstock  says  his  own 
daughter,  who  excelled  in  math,  was  discouraged 
from  taking  math  classes. 
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"We  still  operate  under 
the  societal  stereotype  of 
what's  appropriate  for 
women  and  what's 
appropriate  for  men.  How 
many  families  encourage 
their  daughters  to  be 
engineers  and  computer 
s  cien  tis  ts  ?" 

Arthur  Bienenstock,  White  House  Office  of 
Science  and  Technology  Policy 


•  Most  science  teachers  —  and  hence  role  mod¬ 
els  —  are  men.  For  example,  at  the  university  level 
in  the  U.S.,  94%  of  the  engineering  faculty  is  male. 

•  The  stereotype  of  the  geeky  IT  worker  with  the 
pocket  protector,  high-water  pants  and  taped- 
together  glasses  is  a  tough  one  to  swallow  for 
teenage  girls,  especially  those  who  may  be  wrestling 
with  a  general  drop  in  self-esteem  that  tends  to 
occur  at  that  age. 

•  The  male-dominated  industry  can  be  a  lonely 
and  tough  old-boys-club  to  break  into.  A  female  man¬ 
ager  at  a  Fortune  500  company  recalls  an  incident 
that  occurred  after  she  had  won  a  promotion.  She 
was  having  a  pleasant  conversation  with  a  male  col¬ 
league  prior  to  a  meeting.  As  other  participants 
entered  the  room,  the  man  abruptly  flopped  on  the 
floor  and  shouted,  “Just  walk  in  your  high  heels 
right  up  my  back  to  your  next  promotion.” 

•  Women  working  in  IT  earn  a  fraction  of  their 
male  counterparts’  paychecks,  averaging  72  cents 
on  the  dollar  for  female  network  professionals, 
according  to  the  1999  Network  World  Salary  Survey. 

•  The  long  hours  often  expected  in  the  booming 
high-tech  industry  are  difficult  to  balance  with  fami¬ 
ly  responsibilities. 

Ileana  Streinu,  assistant  professor  of  computer  sci¬ 
ence  at  Smith  College  in  Northampton,  Mass., 
became  pregnant  with  her  first  child  while  still  a 
student.  She  recalls  a  student  colleague  saying  to 
her:  “Ah,  I  see  you’ve  given  up  mathematics  for 
babies.”  Of  course,  she  did  not  give  up  math  and 
today  teaches  computer  science  to  an  all-female  stu¬ 
dent  body. 

Teresa  Klein,  a  project  manager  in  engineering 
software  at  IBM,  tells  a  similar  tale  of  teachers  dis¬ 
couraging  her  from  taking  calculus. At  one  point,  a 
college  professor  told  her,  “A  sorority  girl  like  you 
doesn’t  have  any  business  taking  computer  science.” 
Klein  persevered  and  graduated  on  the  dean’s  list. 

“We  still  operate  under  the  societal  stereotypes 


of  what's  appropriate  for  women  and  what’s  appro¬ 
priate  for  men,”  Bienenstock  says.The  U.S. 
Department  of  Labor  still  lists  IT  as  a  nontraditional 
field  for  women. 

These  attitudes  are  particularly  frustrating  to  the 
women  who  encountered  them  when  they  went 
through  school  and  now  have  girls  of  their  own  in 
the  school  system. 

“I  just  don’t  see  what  my  friends  and  I  expected 
to  see  at  this  point,”  says  Gail  McCarthy,  director  of 
strategic  science  and  technology  at  Electric  Power 
Research  in  Palo  Alto.  “Those  of  us  who  graduated  in 
the  ’70s  and  early  ’80s  thought  we  would  be  the 
last  generation  to  go  through  this.  We  never  thought 
our  daughters  would  get  negative  messages  about 
what  they  can  be  and  what  they  cannot  be.” 

Linda  Scherr,  director  of  Women  in  Technology  at 
IBM,  says  it’s  a  problem  that  needs  to  be  caught 
early  before  girls  begin  opting  out  of  key  math 
courses  and  limiting  their  future  options. 

“When  you’re  13  even,  you’re  making  key  deci¬ 
sions  about  what  courses  to  take  and  what  courses 
to  opt  out  of,”  says  Scherr,  who  has  degrees  in  math¬ 
ematics  and  computer  science. “Then  when  you’re 
18,  you  start  thinking  about  careers  and  money  and 
by  then  it’s  too  late.  We’ve  got  to  get  girls  in  the 
pipeline  from  an  early  age.” 

Following  the  pipeline 

Several  proponents  of  that  pipeline  say  it  needs 
to  follow  women  right  through  their  careers 
because  there’s  a  high  dropout  rate  for  women 
once  they  do  enter  the  IT  field.They  report  that 
women  are  ignored  in  meetings,  second-guessed 
despite  years  of  experience  and  excluded  from 
overseas  teams  because  the  host  country  doesn’t 
want  to  work  with  women. 

“I’m  in  a  position  where  my  job  is  to  give  techni¬ 
cal  advice  to  people.  I  can’t  tell  you  how  often  I 
have  to  put  a  man  on  the  phone  to  repeat  what  I’ve 


SOME  COMPANIES  GET  THE  MESSAGE 


ome  companies  are  working  hard  to  add  women  to  their  IT  ranks  in  an  effort 
to  diversify  their  work  forces,  create  new  products  and  fill  empty  positions. 

NASA 

The  country's  chief  agency  for  space  research  is  focused  on  creating 
future  scientists  —  male  and  female.  "We  think  it's  a  problem,  and  we  do 
what  we  can  to  ensure  diversity,"  says  Nahid  Khazenie,  program  manager  for 
college  and  precollege  science  education  at  NASA  in  Washington,  D.C. 
"Obviously,  women  get  the  short  end  quite  often.  We  highlight  women  scientists 
at  NASA  to  offer  girls  role  models." 

Khazenie  says  NASA  invests  heavily  in  reaching  out  to  students,  conducting 
more  than  300  programs  across  the  country  every  year,  spending  $120  million  on 
grants  and  educational  programs. 

It  funds  its  own  Education  and  Equal  Opportunity  division,  along  with  the 
National  Space  Grant  College  &  Fellowship  Program,  which  provides  tuition 
assistance  to  students  studying  math,  science,  technology  and  engineering. 
That  program  has  awarded  more  than  12,000  scholarships  and  fellowships  in 
1 1  years  —  43%  of  them  to  women.  Khazenie  also  notes  that  53%  of  NASA's 
summer  high  school  research  program  participants  are  girls.  Add  to  this 
NASA's  weekly  online  showcase  of  outstanding  NASA  women  on  its  Web  site, 
www.nasa.gov. 

Texas  Instruments 

"I  have  a  hard  time  finding  the  skilled  resources  in  the  IT  market,"  says  Kim 


Spencer,  manager  of  Information  Technology  Services  at  Texas  Instruments. 
"Diversity  is  welcome  and  needed  so  we  can  understand  that  there  are  different 
ways  to  solve  a  problem.  We  all  bring  something  different  to  the  table." 

Texas  Instruments  is  a  sponsor  of  Women  in  Technology  International  (WITI),  a 
professional  association  of  women  working  in  technology.  The  company  also  is 
active  in  local  school  systems,  sending  its  female  technologists  into  the  schools  to 
show  off  technology  and  its  uses.  "My  daughter  is  an  eighth  grader,  and  she  has 
started  trying  harder  in  math  because  she's  interested  in  this  now,"  Spencer  says. 
"What  will  you  use  this  geometry  for?  Now  she  has  an  answer." 

IBM 

With  its  own  Women  in  Technology  initiative,  IBM  is  pushing  hard  to  diver¬ 
sify  its  work  force.  "We  have  a  societal  stereotype  that  steers  women  away 
from  IT,"  says  Linda  Scherr,  program  director  for  IBM's  Women  in  Technology 
department.  "If  we  can  fix  that,  we  can  fix  the  shortage  problem.  I'm  not  talk¬ 
ing  about  an  H-l  B  visa,  short-term  plan.  I'm  talking  about  fixing  this. 

Scherr's  3-year-old  initiative  supports  networks  of  technical  women  in 
an  effort  to  negate  any  feelings  of  isolation.  It  also  aims  at  providing  female 
role  models  with  a  companywide  platform.  IBM  sponsored  the  Conference 
for  Technical  Women  last  year,  bringing  500  female  technical  leaders  from 
IBM  together  from  29  different  countries.  IBM  also  is  a  strategic  sponsor 
of  MentorNet,  a  national  electronic  mentoring  initiative  connecting  women 
who  are  studying  engineering  and  related  fields  with  women  already  in  the 
industry. 
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just  said  so  someone  will  take  the  advice  seriously,” 
says  a  female  22-year  IT  veteran  and  a  systems  ana¬ 
lyst  for  a  worldwide  insurance  company.  “A  lot  of 
people  just  don't  picture  a  woman  in  a  highly  tech¬ 
nical  position  regardless  of  how  much  experience 
you  have.” 

A  program  manager  at  a  U.S.  transportation 
company  says  her  company  is  generally  supportive 
of  its  female  employees,  but  women  are  still  regular¬ 
ly  passed  over  for  jobs  in  lieu  of  men  with  less 
experience. 

“My  company  does  a  lot  to  encourage  women  in 
science  and  technology,  but  I  cannot  help  but  notice 
going  into  board  rooms,  that  99%  of  those  board 
members  are  male,”  she  says. “And  when  it  comes  to 
selecting  members  for  boards  and  committees  — 
people  in  decision-making,  change-making  positions 
—  you  don’t  see  women.” 

She  adds  that  the  lack  of  women  in  high  places 
only  makes  her  more  determined  to  get  on  those 
boards.  “The  more  frustrated  I  get,  the  more  I  fight,” 
she  says. “It  wasn’t  easy  to  get  here,  and  I’m  not 
going  to  give  up  because  of  anybody.” 


But  not  every  woman  is  inspired  by  the  dearth  of 
women  around  her. 

One  application  development  manager  for  an 
Atlanta  manufacturer  simply  got  worn  down  after 
12  years  of  fighting  an  uphill  battle.  A  colleague 
once  invited  her  to  a  conference  simply  to  try  to 
coerce  her  into  sharing  his  room.  She  also  was 
passed  over  for  a  promotion  that  would  have  taken 
her  to  another  state  because  her  bosses  didn’t  think 
her  husband  would  want  to  move. 

“The  best  course  for  women  is  to  withdraw  their 
labor. That’s  key,”  she  says. “If  I  were  sexually  assault¬ 
ed,  I  would  do  something  about  it,  but  not  for  any¬ 
thing  less  than  that.  It’s  not  worth  the  fight.  Go  find 
an  employer  who  will  treat  you  more  equally.” 

This  woman  did  leave  her  technical  job  for  a  posi¬ 
tion  on  the  business  side. “It’s  more  acceptable  to 
have  a  businesswoman  than  a  female  engineer,”  she 
says. “A  lot  of  women  in  tech  have  been  pioneers, 
but  a  lot  of  pioneers  end  up  with  arrows  in  their 
backs.  After  a  while  you  wonder  why  you’re  bother¬ 
ing.  The  word  pioneer’  on  a  gravestone  looks  better 
on  somebody  else’s  than  on  yours.” 

The  worsening  shortage 

The  problem  is  that  the  U.S.  economy  can’t  afford 
to  be  driving  away  qualified  IT  workers. 
Approximately  400,000  IT  positions  are  vacant  in 
the  United  States  today,  according  to  Meta  Group. 

In  Silicon  Valley  alone,  there  are  reportedly 
160,000  unfilled  IT  jobs,  which  cost  high-tech  com¬ 
panies  there  between  $3  billion  and  $4  billion  in 
lost  production  each  year,  according  to  the  high- 
tech  collaborative  Joint  Venture:  Silicon  Valley.  Not 
even  Microsoft  can  find  enough  IT  workers;  10%  to 
1 5%  of  positions  are  vacant,  with  IT  jobs  being  the 
hardest  to  fill,  according  to  a  company  spokesman. 

And  it’s  only  going  to  get  worse  as  business 
dependence  on  high  tech  grows. The  Commerce 
Department  predicts  the  economy  will  generate  1.3 


SMITH  COLLEGE  PROGRAM 
BREAKS  NEW  GROUND 


Smith  is  becoming  the  first  U.S.  women’s  college  to  offer  a  degree  in  engineering.  The  small  liberal  arts 
college  in  Northampton,  Mass.,  welcomed  its  first  engineering  students  this  fall,  though  next  year's 
freshmen  will  be  the  first  class  eligible  for  an  engineering  degree.  And  the  classes  have  proven  so 
popular  that  students  are  lined  up  to  register. 

"Companies  are  looking  for  women  now,"  says  Malgorzata  Pfabe,  head  of  the  new  engineering 
department.  "If  we  have  well-qualified  engineers,  they  will  get  jobs.  The  nation  cannot  afford  to  not 
take  advantage  of  so  many  human  brains." 

Pfabe  says  the  reason  Smith  never  offered  an  engineering  degree  before  was  more  because  of  how 
engineering  fits  into  a  liberal  arts  curriculum  than  how  women  fit  into  engineering.  "There  was  the  thinking 
that  liberal  arts  and  engineering  did  not  mix,"  Pfabe  says.  "We're  getting  beyond  that." 

Pfabe  says  she  is  glad  she  can  reach  out  to  female  students  who  might  not  have  been  encouraged  in 
math  and  science  as  much  as  they  could  have  been. 

"Many  students  express  to  me  that  they  had  such  a  bad  experience  in  high  school  with  math  and  sci¬ 
ence,"  she  says.  "But  they  can  do  this.  They  just  need  to  be  taught  well." 

Ileana  Streinu,  assistant  professor  of  computer  science,  says  it's  important  to  give  girls  and  women 
strong  female  role  models  in  the  math  and  science  arenas.  "If  a  woman  thinks  she  can  only  be  a  success  as 
a  model  or  an  actress,  that  is  the  problem,"  Streinu  says. 

Heather  White,  a  senior  physics  major  at  Smith,  is  turning  her  science  interest  into  a  potential  career  in  pro¬ 
gramming.  And  she's  not  thinking  about  breaking  down  barriers  as  much  as  she's  thinking  about  getting  a  job. 
"I'm  starting  to  get  really  tired  of  academia,  so  I  don't  know  about  going  to  grad  school  and  doing  problem  sets 
for  the  rest  of  my  life,"  says  White,  who  had  a  summer  job  writing  code  for  FNreporter.com.  "The  market  is  ripe 
for  people  to  dissolve  the  gender  problems.  You  have  all  these  jobs  open  and  employers  just  want  good,  smart 
workers.  I  don't  have  to  worry  about  getting  a  job,  and  that  makes  it  a  very,  very  attractive  field." 


IT  GENDER  GAP 

Women  are  underrepresented  in  most  !T 
categories,  except  for  data  entry. 
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SOURCE  INFORMATION  TECHNOLOGY  ASSOCIATION  OF  AMERICA  (ITAA),  ARLINGTON,  VA. 
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with  the  Commerce  Department. “It’s  simple. The 
nation  cannot  afford  to  be  wasting  the  talent  from 
half  our  population.” 

The  White  House’s  Bienenstock  says  part  of  the 
problem  is  that  the  U.S.  has  been  solely  focused 
on  covering  this  widening  wound  with  a  Band-Aid 
—  H-1B  visas,  which  enable  businesses  to  bring  in 
foreign  workers  for  a  limited  amount  of  time. 
Largely  because  of  high-tech  lobbying,  U.S. 
employers  could  hire  50,000  more  foreign  work¬ 
ers  on  H-1B  visas  this  year  than  last,  raising  the  fis¬ 
cal  1999  cap  to  115,000. 

“We  have  been  dependent  on  immigrants  and 
off-shore  workers  for  science  and  technology  for  at 
least  50  years,”  Bienenstock  says.  “Other  countries 
are  becoming  increasingly  aware  of  the  value  of 
those  workers,  and  they  will  start  keeping  them  in 
their  own  countries. That  means  they  will  not  be 
available  to  come  to  the  United  States.  We  will  have 
to  fill  our  own  jobs.” 

It  will  be  harder  to  fill  those  jobs  because  as  a 
country  we  have  been  so  lax  in  training  such  a  high 
percentage  of  our  population,  IMRI’s  Daniel  says. 

“We  were  thinking  short-term  fix,”  she  says.  “We 
could  only  bring  in  so  many  people  from  India  in  a 
given  period  of  time,  and  we  maxed  that  out.  We 
had  a  potential  work  force  here,  but  we  didn’t 
want  to  take  the  time  to  train  them.  So  we  brought 
workers  in  from  other  countries  and  ended  up  giv¬ 
ing  those  skills  to  them.  Now  they’ll  go  home  and 
take  their  training  home  with  them,  and  we’re 
completely  dependent.” 

Nancy  Ramsey,  co-author  of  Futures  of  Women 
&  Scenarios  for  the  21st  Century,  says  companies 
went  into  the  H-1B  visa  process  trying  to  save 
money.  She  says  companies  generally  decided  to 
bring  in  trained  workers  rather  than  invest  in  the 
American  education  system  or  deal  with  expenses 
such  as  childcare,  which  they  often  assumed 
would  come  hand-in-hand  with  an  increase  in 
female  workers. 

“How  does  it  come  to  pass  that  we  can  go  find 
people,  spend  the  time  and  money  to  get  them 
green  cards,  spend  money  to  bring  them  and  their 
entire  families  here  and  deal  with  language  prob¬ 
lems?”  Ramsey  asks.  “But  when  it  comes  to  a 
woman,  who  might  have  a  child,  that’s  an  untenable 
situation.  Women  have  the  brains  for  this,  so  why 
aren’t  we  getting  them  into  the  field?  Why  are  we 
losing  them?”  3 


ALL  IS  NOT  LOST 

The  flip  side  of  the  IT  labor  shortage  is  that  it's  a  buyers  market  for  the  few  women  who  are  in  the 
industry  or  who  are  just  coming  into  the  work  force,  some  say. 

Some  female  techies  say  this  is  a  great  time  to  be  in  the  field,  simply  because  there  is  such  a  need. 
And  —  more  so  in  the  software  industry  than  in  hardware  —  there's  an  increasingly  younger  work 
force  that's  more  accustomed  to  working  with  women. 

"I  believe  I  was  one  of  the  first  five  female  technical  producers  at  AOL,"  says  Melissa  St.  John, 
who  is  now  an  account  manager  at  America  Online  Digital  City  in  New  York.  "I'm  proud  of  my  geekness." 

She  adds,  "I  think  AOL  is  actively  looking  for  women  to  fill  positions,  and  there  are  no  women  applying 
for  positions  as  they  open.  I  think  women  are  in  a  good  position  right  now  to  bargain  for  jobs." 

Jack  Bagley,  vice  president  of  external  relations  at  Battelle  Memorial  Institute,  a  nonprofit  research  and 
development  organization  in  Columbus,  Ohio,  says  women  are  in  a  better  position  in  today's  IT  job  market 
than  men. 

"They're  a  hot  commodity,"  Bagley  says.  "Women  are  being  recruited  and  stolen  and  promoted  because 
companies  want  to  diversify.  Companies  are  recruiting  them  like  athletes  before  they  get  out  of  school." 
Battelle  contracts  with  the  federal  government,  which  expects  diversity  in  hiring. 


Labor  shortage  expected  to  worsen 

Meta  Group  estimates  that  there  are  currently 
400,000  vacant  IT  positions.  That  number  is  expected 
to  double  by  2002.  By  2003,  nearly  1  million  positions 
may  be  vacant. 
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million  new  IT  jobs  by  2009.  And  American  univer¬ 
sities  and  colleges,  with  a  reported  45,000  comput¬ 
er  science  graduates  per  year,  are  not  feeding 
enough  new  workers  into  the  field  to  even  come 
close  to  keeping  up. 

Industry  analysts  say  increasing  the  number  of 
minorities  in  the  field  is  another  key  piece  of  the 
puzzle.  A  predominantly  white  male  work  force 
could  be  disastrous  for  companies  dependent  on 
producing  new  technology  and  for  those  simply 
trying  to  run  their  businesses.  “Companies  will  go 
out  of  business  because  they  don’t  have  the  tech¬ 
nical  people  they  need,”Scherr  says.  “There  is  the 
crisis.” 

And  it’s  a  coming  crisis  that  the  Commerce 
Department  has  been  studying  for  the  past  two 
years. “Technology  is  the  key  to  prosperity  and  eco¬ 
nomic  growth,  so  we’re  looking  ahead  at  a  major, 
major  problem  for  the  United  States,”  says  Kelly 
Carnes,  assistant  secretary  for  technology  policy 


5  WAYS  TO 
ADDRESS  THE 
PROBLEM 


The  myth  that  girls  are  not  as  adept  as  boys 
at  math  and  science  needs  to  be  wiped  out 
in  the  minds  of  teachers,  guidance  coun¬ 
selors  and  parents. 

"My  wish  is  that  people  would  truly  believe 
in  the  fact  that  women  are  just  as  capable," 
says  Nahid  Khazenie,  a  program  manager  at 
NASA.  "They  may  say  that  we  are,  but  deep 
down  in  some  of  their  hearts,  they  don't  think 
we  are  as  capable  when  it  comes  to  math  and 
science _ Girls  need  to  know  that's  not  true." 

■  I  Girls  need  to  be  steered  toward  math  and 
I  science  classes,  not  away  from  them,  in  the 
/  critical  early-teen  years. 

L.  Kitty  Didion,  executive  director  of  the 
Washington,  D.C.-based  Association  for 
Women  in  Science,  says,  "You  can  elect  not  to 
take  algebra  and  your  guidance  counselor  can 
say,  'Don't  worry  your  pretty  head  about  it.'  We 
need  people  to  say  that  statistically  it's  shown 
that  the  more  math  you  take  the  higher  your 
salary  is.  People  need  to  tell  them  that  these 
decisions  affect  their  whole  future." 


3  The  high-tech 
industry  will 
have  to  rethink 
what  has  be¬ 
come  standard: 
the  12-  to  16-hour 
workday. 

Critics  say  that 
the  promise  of  late 
nights  and  lots  of 
travel  make  any 
hope  of  work/ 
family  balance  a 
nightmare. 

"Realistically,  80- 
hour  work  weeks 
are  standard,"  says  Santiago  Rodriguez,  direc¬ 
tor  of  diversity  at  Microsoft  Corp.  "It  makes  it 
more  difficult  for  anyone,  but  especially  for 
women.  Even  in  the  most  liberal  families,  the 
greatest  weight  of  child  rearing  falls  more  on 
the  woman  than  on  the  man." 


4  There  need  to  be  training  programs  for 
women  who  are  re-entering  the  work  force 
after  leaving  to  run  their  own  businesses  or 
raise  their  children. 

"We  have  talented,  experienced  women  out 
there  who  are  looking  to  come  back  into  the 
work  force  or  are  looking  to  change  careers," 
says  Scherr.  With  a  little  training,  they're  in 
there. 


Companies  need  to  make  mentors  available 
to  women  in  the  workplace. 

—  Sharon  Gaudin 
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Tracking  the 
Web  in  real  time 


Andromedia's  Aria  Enterprise  and 
net. Genesis'  net. Analysis  raise  the  bar  for 
high-end  Web  traffic  analysis  but  fall  short 
when  it  comes  to  administration. 


BY  BRADLEY 


hen  it  comes  to 
managing  high- 
traffic  Web 
servers,  log  file 
analysis  tools  go 

only  so  far.  They  can  reveal  your  top 
40  pages  or  tell  you  how  many  visi¬ 
tors  looked  at  this  or  that.  But  the 
tools  can't  help  you  understand  what 
those  visitors  did  as  they  traveled 
between  pages.  And  they  certainly 
can’t  tell  you  anything  specific  about 
those  users,  such  as  their  shopping 
histories,  browsing  habits  or  infor¬ 
mation  needs. 

To  truly  understand  your  users 
and  your  e-business,  not  just  your 
site,  you  need  a  real-time  Web 
analysis  tool.  These  tools  let  you 
watch  your  Web  traffic  as  it  crosses 
the  wire,  peer  inside  Secure  Sockets 
Layer  (SSL)  packets,  decipher 
dynamic  URLs  and  track  cookies. 
They  also  let  you  monitor  millions  of 
hits  per  day  across  distributed 
servers  and  then  funnel  that  traffic 
into  a  data  warehouse,  from  which 
users  can  perform  ad-hoc  queries  or 
run  predefined  reports.  Eschewing 
flat-file  log  analysis  techniques,  these 
real-time  traffic  watchers  post  data 
within  relational  or  object-relational 
database  management  systems.  The 
result  is  that  the  products  can 
answer  questions  such  as,  “What 
sequence  of  pages  do  my  customers 
navigate  before  purchasing  Product 
A?”  or  “What  effect  has  my  market¬ 
ing  campaign  had  on  product  sales?” 

We  invited  every  vendor  we  could 


find  that  handles  real-time  Web  server 
analysis  to  participate  in  our  tests. 

We  found  Andromedia’s  Aria 
Enterprise  3-01  and  net.Genesis’ 
net. Analysis  4.5  capable  of  handling 
even  the  largest  Web  environment. 
The  products  deliver  the  goods 
when  it  comes  to  gathering  and 
massaging  huge  amounts  of  data. 

Overall,  we  found  Aria  to  be  the 
more  robust  and  high-powered  of 
the  two.  It  withstood  network  out¬ 
ages  and  traffic  bursts  admirably.  Its 
real-time  SSL  decoding  and  on- 
demand  reporting  were  extremely 
effective  and  fast.  However,  for 
reporting  flexibility  and  data  interop¬ 
erability,  net.Analysis  was  without 
equal.  Its  drill-down  reports  allowed 
us  to  answer  even  unanticipated 
questions,  and  its  ability  to  stitch 


together  log  files  and  real-time  data 
helped  us  make  informed  business 
decisions. 

Accrue  Insight  and  Marketwave 
Hit  List  Live,  two  competitors  in  this 
market,  declined  to  be  reviewed. 
Accrue  just  acquired  Marketwave  and 
intends  to  integrate  the  products, 
leaving  neither  fit  for  review  right 
now,  according  to  the  company. 


Data  disparities 

While  both  products  gather  Web 
data  in  real  time,  they  do  so  very 
differently.  Net.Analysis  focuses  on 
data  correlation  and  brings  data  in 
from  widespread  sources  —  log 
files,  real-time  Web  traffic,  applica¬ 
tion  data  and  even  Open  Database 
Connectivity  (ODBC)  data  stores. 

Aria  primarily  focuses  on  pouring 
real-time  data  into  a  third-party 
multidimensional  database.  Through 
additional  modules,  such  as  the 
Application  Monitor,  Aria  can  also 
pull  real-time  data  from  sources  such 
as  Netscape  Application  Server  and 
BroadVision’s  One-to-One 
Commerce  application. 

Net.Analysis  comes  with  a  network 
monitor  and  log  file  import  utilities, 
which  pull  data  in  near  real-time  or 


S  H  I  M  M  I  N 

at  specific  intervals.  Aria  comes  with 
two  features  capable  of  continuously 
monitoring  a  Web  server  —  directly 
through  a  server  plug-in  or  indirectly 
through  a  server  monitor. 

The  only  drawback  to  Aria’s  over¬ 
all  approach  is  that  it  doesn’t  work 
well  with  log  file  data.  With  net.¬ 
Analysis,  when  we  lost  data  due  to  a 
miscommunication  between  the 
monitor  and  re¬ 
corder,  we  were 
able  to  repair  the 
hole  by  stitching  in 
data  from  the  Web 
server’s  log  file. 

With  Aria,  however, 
no  such  repair  is 
possible. 

Conversely,  net.¬ 
Analysis  can’t  see 
inside  SSL  packets  with  its  network 
monitor.  The  product  must  rely  on 
log  file  batch  imports  to  get  at 
encrypted  data.  Aria’s  server  plug-in 
sees  the  SSL  traffic  at  the  server 
before  it  is  encrypted.  This  ability 
allows  you  to  gather  information 
from  your  secure  sites  not  normally 
found  within  log  files,  such  as  page 
titles  and  query  strings. 

The  one  feature  that  most  differen¬ 
tiates  these  high-end  Web  analysis 
tools  from  their  log-file  dependent 
counterparts  is  support  for  a  central 
data  store.  Here,  as  elsewhere,  our 
test  products  diverged  philosophi¬ 
cally  from  each  other.  Net.Analysis 
requires  existing  support  from  Oracle 
7X,  Microsoft  SQL  Server  7  or 
Sybase’s  Adaptive  Server  Enterprise 
Version  11.5.  Aria  comes  equipped 


ScoreCard 

Reporting 

35% 

Manageability 

20% 

Flexibility 

20% 

Performance 

Support 

10% 

Total 

15% 

score 

net.Analysis 

8 

4 

7 

7 

8 

6.85 

Aria  Enterprise 

6 

4 

6 

8 

8 

6.10 

Individual  category  scores  are  based  on  a  scale  of  1  to  10.  Percentages  are  the  weight  given  each  category  in  determining 

the  total  score. 

with  a  built-in  database,  Object 
Design’s  ObjectStore  5.1.0. 

According  to  Andromedia,  Aria’s 
built-in,  object-oriented  database  is 
superior  in  performance  and  scala¬ 
bility  to  relational  databases  such  as 
SQL  Server.  Each  unique  user  and 
Web  page  is  stored  in  the  Object- 
Store  server  as  an  individual  object. 
Proponents  of  the  object-oriented 
approach  claim  this  allows  you  to 
create  multidimensional  relationships 
on  the  fly.  Relational  databases,  on 
the  other  hand,  must  generate  multi¬ 
ple  indexes  before  fulfilling  many-to- 
many  relationship  queries.  Net.Ana¬ 
lysis  running  on  an  Oracle  server 
rests  between  these  two  ends  of  the 
spectrum,  using  content  aggregates 
(complex  indexes),  which  are  left  in 
place  as  long  as  they  are  needed. 

Discussion  over  the  best  approach 
is  a  debate  best  left  to  database 
manufacturers.  Our  testing  did  not 
reveal  any  outstanding  performance 
benefits  with  the  ObjectStore  prod¬ 
uct.  ObjectStore  and  our  Oracle  7X 
database  servers  were  able  to  return 
a  month’s  worth  of  hourly  data  in 
less  than  30  seconds.  And  we’re  talk¬ 
ing  about  a  large  volume  of  data  — 
assuming  an  average  visitor  reads 
five  pages  and  each  page  has  five 
images,  our  test  site  supported 
133,000  unique  visitors  per  day. 
That’s  approximately  3-9  million 
unique  visitors  per  month  —  on  par 
with  sites  such  as  ESPN.com  and 
Barnesandnoble.com,  both  of  which 
garnered  just  over  four  million 
unique  visitors  per  day  during  the 
month  of  September,  according  to 
Media  Metrix. 

Each  product’s  database  strategy 
forces  compromises.  Net.Analysis 
affords  the  most  flexibility.  You  can 
easily  and  automatically  import  data 
from  disparate  sources,  such  as  your 
site’s  user  authentication  database. 
Moreover,  your  IT  department  won't 
have  to  invest  in  a  new  database 
technology,  assuming  you  employ  a 
database  administrator  knowledge¬ 
able  in  Oracle,  Microsoft  and  Sybase. 
If  not,  you’ll  have  to  hire  staff  to 
support  net.Analysis. 

Aria’s  object-based  database,  on 
the  other  hand,  appears  as  a  black 
box,  closed  off  from  outside  data 
and  database  administrators  alike. 
True,  this  all-in-one  approach  makes 
the  installation  process  much  easier 
—  all  we  had  to  do  was  format  a 
few  drives  to  be  used  in  Unix’s  raw 
file  system;  Aria  took  care  of  the  rest 
without  the  need  for  our  interven¬ 
tion.  (If  only  Oracle  installations 
were  so  easy.)  Also,  unlike 
net.Analysis,  the  Aria  database 
engine  requires  little  ongoing  main¬ 
tenance.  If  a  data  table  grows  too 
large,  the  Aria  software  takes  care  of 
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it.  However,  we  had  a  great  deal  of 
trouble  monitoring  the  ObjectStore 
database.  In  order  to  keep  an  eye 
on  its  health  and  disk  space  utiliza¬ 
tion,  we  had  to  relearn  a  number  of 
file  system  commands.  Because  the 
raw  file  system  doesn’t  recognize 
standard  shell  commands, 

ObjectStore  comes  with  its  own  set 
of  command-line  utilities. 

To  conserve  disk  space,  these 
products  by  default  refrain  from 
committing  extraneous  information 
to  disk.  If  you  want  to  watch  a 
series  of  ad  campaigns,  for  example, 
you’ll  need  to  tell  each  product  to 
leave  the  relevant  images  out  of  the 
filtering  process.  Also,  both  products 
archive  or  delete  aging  data.  Aria, 
for  example,  removes  hourly  data 
after  seven  days.  This  means  that 
when  you  mn  an  hourly  traffic  drill¬ 
down  report  on  aging  data,  you  may 
see  only  daily  data.  Score  one  here 
for  traditional  log  file  analyzers, 
which  store  data  indefinitely. 

A  window  on  your  Web  server 

Data  availability  aside,  we  were 
pleased  with  the  depth  of  data 
analysis  available  with  both  prod¬ 
ucts.  We  could  create  custom  reports 
and  easily  drill  down  through  stan¬ 
dard  reports  to  view  increasingly 
finer  slices  of  the  available  data. 

Aria’s  browser-based  PersonalAria 
reporter  let  us  drill  down  through  a 
page  to  find  the  distribution  of  hits 
over  time  for  users  exiting  the  site 
from  that  page.  But  Aria’s  reporting 
magic  halted  there.  Although  it 
comes  with  a  number  of  prebuilt 


NetResultsl 

net.  Analysis  4.5 

net.Genesis 

(800)  982-6351,(617)665-9200 

www.netgen.com/products/analysis. 

html 

Pricing  starts  at  $15,000  for  Unix  and 
$11,500  for  NT.  For  a  midsize  single¬ 
server  installation,  users  can  expect 
to  pay  approximately  $28,000,  including 
integration  support 


Pros 

Extensive  set  of  prebuilt  reports 
Support  for  heterogeneous  data 
Open  database  architecture 
Rich  drill-down  capabilities 

Cons 

Limited  server  management  tools 
Reporting  lag  time 
Vulnerable  data  collection  method 
DBA  expertise  required 


Real-time  Web  analysis  tools 

w . . 

v  Product  features  in  a  nutshell 


net.Analysis  4.5 

Aria  Enterprise  3.01 

Data  store 

Requires  Oracle  7X,  Microsoft  SQL 
Server  7  or  Sybase  Adaptive 
Server  Enterprise  Version  1 1 .5 

Comes  with  Object  Design 
ObjectStore 

Data  collection 

Network  packet  monitor  watches 
traffic  noninvasively.  Log  monitor 
imports  data  synchronously. 

Network  packet  monitor  watches 
traffic  noninvasively.  Server  plug¬ 
in  monitors  traffic  directly. 

Reporter 

Web-based  report  generator  plus 
Win32  data  analysis  application 

Web-based  report  generator 

Advanced  content 
support 

SSL  through  log  files,  dynamic 
URLs,  cookies 

SSL  directly,  dynamic  URLs, 
cookies 

Data  availability 

Hourly 

Hourly  or  on  demand 

Reports 

1 50  built-in,  customizable  reports 

36  built-in  reports,  customizable 
by  date  range 

Multiuser  reporting 

User  profile/security,  intranet 
reporting  sites 

User  profile/security 

Drill-down  reports 

Multilevel,  dynamic,  report- 
specific  drill-downs  for  each  report 

Daily,  weekly  and  monthly  trends 
for  each  report 

drill-down  reports,  such  as  exit 
pages,  hits  objects,  unique  visitors 
and  visits  over  time,  the  product 
really  only  let  us  view  varying  time 
frames  for  various  reports. 

The  level  of  reporting  employed 
by  net.Analysis  blows  the  doors  off 
Andromedia’s  product.  The  reason 
is  simple:  the  net.Analysis  reporter 
is  a  Windows  application  that  plugs 
directly  into  a  relational  database, 
such  as  Oracle.  With  net.Analysis, 
each  report  appears  as  a  data  table 
and  a  graph,  upon  which  you  can 
perform  useful  analysis,  such  as  a 
best  fit  curve,  average  and  standard 
deviation. 

For  any  given  report,  net.Analysis 
can  drill  down  to  a  large  number  of 
loosely  related  subreports,  not  just 
different  time  slices  of  the  same 
report.  For  example,  from  a  report 
on  site  errors,  we  could  focus  on 
what  types  of  errors  occurred  during 
a  given  time  period.  From  that 
report,  we  could  drill  down  to  see 
what  percentage  of  the  erroneous 
traffic  stemmed  from  404  (page  miss¬ 
ing)  errors.  And  from  that  report,  we 
could  find  out  the  pages  generating 
the  most  404  errors.  Finally,  by 
drilling  down  yet  again,  we  were 
able  to  find  the  top  internal  and 
external  pages  that  were  referring 
people  to  our  missing  page. 

Both  products  allow  you  to  create 
content  categories,  which  are  collec¬ 
tions  of  Web  pages,  forms  and  cre¬ 
ative  material.  All  you  have  to  do  is 
define  a  URL  or  page  content  filter 
by  specifying  wild  cards  within  URL 
specifications.  Aria  allows  you  to 

Aria  Enterprise  3.01 

Andromedia 

(800)700-3282,  (415)365-6700 

www.andromedia.com/products/ 

enterprise/index.html 

Pricing  starts  at  $30,895  for  a  single 
server.  Additional  servers  retail  for 
$2,500,  and  additional  report  sets  cost 
$1,000  each 


Pros 

Reliable  data  collection  method 
Built-in  data  store 
Strong  SSL  support 
On-demand  data  availability 

Cons 

Hit-centric  reporting 
Proprietary  database  architecture 
Limited  server  management  tools 


place  value  upon  pages  based  on 
multiple  user  categories.  For  exam¬ 
ple,  you  can  tell  the  product  to 
value  visitors  who  sign  up  for 
Service  B  after  visiting  Page  A.  You 
can  then  drill  down  through  the 
resulting  report  to  get  information 
about  these  valuable  visitors. 

With  net.Analysis,  as  with  Aria,  we 
could  place  value  on  a  number  of 
ad  campaigns  and  run  a  report  to 
see  which  users  visited  the  site  via 
those  ads.  But  net.Analysis  goes  a 
step  further  by  coordinating  such 
value-based  data  with  external 
resources.  We  could  import  data 
from  an  Excel  spreadsheet  via 
ODBC  to  visually  evaluate  which  ad 
campaign  was  the  most  successful 
based  upon  dollars  spent  recruiting 
new  customers. 

Our  biggest  complaint  about  the 
Aria  reporter,  aside  from  its  limited 
drill-down  capability,  is  its  focus  on 
hits  rather  than  page  views.  Adver¬ 
tisers  don’t  want  to  know  how  many 
hits  your  site  received  because  they 
vary  greatly  from  page  to  page.  They 
want  to  know  how  many  page  views 
and  unique  visitors  your  site 
received.  These  two  metrics  were 
way  down  on  Aria’s  list  of  reports. 
Andromedia  provides  integration  ser¬ 
vices  with  each  installation,  so  if  you 
want  page  views  and  unique  visits  to 
hold  sway  over  hits,  you  can  instruct 
your  integrator  to  modify  the  stan¬ 
dard  set  of  reports.  But  we  think 
page  views  should  be  on  top  as  a 
standard  practice. 

Our  only  complaints  with  the 
net.Analysis  reporter  stemmed  from 
its  hourly  delay  in  data  delivery. 
Unlike  Aria,  which  could  generate 
ad-hoc  queries  on  the  fly,  net.Analy¬ 
sis  had  to  wait  for  an  hourly  infusion 
of  data.  This  is  a  drawback  because 
net.Analysis  reports  truncate  the  data 
from  the  past  hour.  For  example,  if 


you  mn  an  hourly  report  for  page 
views,  your  last  hour  of  the  report 
will  be  skewed  depending  upon 
how  close  you  are  to  the  hourly 
mark  —  the  closer  you  are  to  the 
beginning  of  the  hour,  the  less  reli¬ 
able  your  results  will  be.  This  really 
throws  a  wrench  into  the  works 
when  you  perform  a  statistical  analy¬ 
sis  of  the  resulting  data,  such  as  cal¬ 
culating  a  mean  or  standard  devia¬ 
tion  over  30  days  of  site  visits. 

One  thing  we  really  liked  about 
the  reporting  capabilities  of  these 
products  is  their  support  for  a 
broader  audience.  Unlike  most  Web 
analysis  tools,  which  simply  blast 
the  same  set  of  reports  to  all  con¬ 
cerned  parties,  Aria  and  net.Analysis 
can  accommodate  custom  user  pro¬ 
files.  You  can  create  a  profile  for 
each  user.  Users  then  log  on  to  the 
product’s  reporter  securely  — 
PersonalAria  users  over  the  Web 
and  net.Analysis  users  from  a 
Windows  platform. 

Net.Analysis  takes  individualized 
reporting  one  step  further  by  creating 
a  reporting  intranet.  Called  Report- 
Site,  this  feature  lets  you  create  pass¬ 
word-protected  Web  sites  containing 
specified  reports,  which  may  be  mn 
daily,  weekly  or  monthly.  Because 
users  hit  a  static  Web  site  instead  of  a 
relational  database,  you  can  serve  a 
wide  audience  without  securing  and 
scaling  the  database  to  meet  the 
needs  of  multiple  users. 

In  order  to  deflect  Aria  users  look¬ 
ing  for  drill-down  data  away  from 
the  database,  you  must  export  query 
results  to  a  delimited  file  or  Web 
page  and  publish  those  results  man¬ 
ually  —  a  clearly  inferior  approach. 

To  simplify  the  process  of  identi¬ 
fying  unique  visitors,  net.Analysis 
relies  on  browser  environmental 
variables.  This  works  well  because 
it  is  noninvasive;  clients  don’t 
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SUPPORT  AT  HAND 

Net.Genesis  and  Andromedia  acknowledge  the  inherent  complexi¬ 
ties  of  their  products,  and  provide  full  pre-  and  post-installation 
integration  services.  Even  before  you  issue  a  purchase  order,  the 
companies  begin  evaluating  your  analysis  requirements,  helping 
you  to  identify  monitoring  and  reporting  needs. 

If  you  don’t  see  a  desired  report,  for  example,  your  integration 
consultant  will  write  one  for  you.  Likewise,  if  you  need  to  watch 
disparate  Web  content  as  though  it  were  a  single  entity  (as  with  a 
marketing  campaign),  the  consultants  will  help  you  set  up  filters  that 
automatically  group  Web  pages,  ads  or  images  under  one  umbrella. 

Similarly,  the  companies  can  help  you  define  data  collection 
procedures  and  choose  whether  to  filter  out  specific  data  types, 
such  as  images  or  audio  files.  More  importantly,  they  can  ensure 
that  the  product  adheres  to  your  definition  of  a  unique  visitor  by 
reviewing  your  current  site  traffic.  One  false  move  here  (assigning 
one  IP  address  per  user,  returning  via  an  external  reference  or 
time  onsite),  and  you  could  incorrectly  represent  the  number  of 
unique  visitors  —  something  that  advertisers  and  sponsors  frown 
upon. 

This  level  of  product  integration  means  you  won’t  have  to  endure 
any  installation  woes.  Company  technicians  ensure  that  you  have 
the  required  hardware;  then  show  up  at  your  doorstep,  ready  to 
install  and  configure  your  product.  But  brace  yourself.  These  prod¬ 
ucts  exact  some  serious  computing  muscle.  You’ll  need  a  dual¬ 
processor  (Reduced  Instruction  Set  Computing  or  Pentium  class) 
machine  with  1G  byte  of  RAM  and  at  least  10G  bytes  of  disk  space 
(preferably  in  a  RAID  configuration)  just  to  run  the  database  server. 
The  larger  your  site,  the  more  machine  you’ll  need. 

Given  the  complex  nature  of  these  products,  we  were  glad  to 
have  on-site  support.  With  Andromedia’s  Aria,  for  instance,  the  com¬ 
pany’s  technician  was  able  to  work  around  a  known,  yet  obscure, 
bug  in  the  install  script  that  reversed  the  push/pull  relationship 
between  the  monitor  and  recorder  applications.  Even  with  release 
notes,  diagnosing  and  resolving  this  problem  would  have  been  a 
nightmare. 


know  they’re  being  tracked.  But  it 
can  report  incongruous  results  if 
your  site  uses  Java  applets  because 
the  applets  send  back  their  own 
browser-like  variables,  which  can 
masquerade  as  site  visitors,  inflat¬ 
ing  the  number  of  actual  visitors 
dramatically.  Net. Analysis  can  also 
make  use  of  existing  site  authenti¬ 
cation  routines,  such  as  htaccess, 
to  track  unique  visitors. 

Aria’s  server  monitor,  which 
attaches  itself  directly  to  a  Web 
server  via  an  API,  sets  cookies  to 
track  unique  visits.  This  method  is 
extremely  accurate,  but  depends  on 
users’  acceptance  of  cookies.  Also, 
if  you’ve  got  two  servers  on  the 
same  domain,  the  cookie  server  will 
only  return  one  visit,  even  if  the 
user  traverses  both  servers. 

Real  time,  real  risks 

While  their  reporting  tools  were 
good,  our  major  complaints  with 
these  products  were  with  their 
complexity  and  limited  manage¬ 
ment  tools.  Each  product  acts  as  a 
client/server  application  and  data 
warehouse  server,  yet  neither 
comes  with  the  tools  necessary  to 
keep  the  application  or  server  run¬ 
ning  smoothly. 

Both  products  are  difficult  to 
administer  due  to  their  reliance  on 
interdependent  yet  distributed  system 
processes.  Both  products  use  a  simi¬ 
lar  architecture.  A  monitor  applica¬ 
tion  sniffs  Web  traffic  at  the  source, 
storing  that  information  in  a  tempo¬ 
rary  log  file.  A  recorder  application 
uploads  the  data  to  the  database 
engine.  Finally,  a  reporter  application 
serves  up  the  resulting  data. 

All  four  pieces  (monitor,  recorder, 
database  and  reporter)  can  reside  on 
different  machines.  If  you  have  a 
cluster  of  Web  servers  spread  across 
two  subnets,  you  can  install  the 
monitor  on 
each  target 
Web  server  and 
then  place  the 
recorder  on  its 
own  centralized 
server.  It  takes 
in  and  coordi¬ 
nates  all  data 
from  the  target 
servers,  con¬ 
ducting  reverse 
Domain  Name 
System  lookups 
and  calculating 
unique  visitors 
before  writing 
the  data  to  the 
database. 

One  serious 
caveat  to  this 
approach  is 


network  performance.  Both  prod¬ 
ucts  pass  data  for  each  hit  from  one 
machine  to  another  in  real  time.  In 
our  test  environment,  this  gobbled 
up  20%  of  the  available  bandwidth 
on  our  Fast  Ethernet  segment. 
Imagine  what  this  could  do  to  your 
wide-area  link.  For  such  a  situation, 
Aria  provides  an  interesting 
workaround.  Instead  of  sending 
data  in  a  stream,  the  monitor  can 
compress  the  data  and  send  it  over 
in  batches. 

This  architecture  allows  you  to 
record  and  integrate  data  from  Web 
seivers  spread  across  disparate  loca¬ 
tions  and  makes  for  great  scalability. 
In  our  performance  tests,  we  were 
unable  to  crash  the  recorder  for 
either  application.  Our  target  Web 
servers  (a  Sun  Ultra  10  and  a  Dell 
dual  Pentium)  cried  uncle  long 
before  either  product  showed  any 
signs  of  slowing. 

And  yet,  neither  product  comes 
with  a  management  console  through 
which  you  can  monitor  the  health  of 
the  various  processes.  We  relied  on 
standard  Unix  tools  to  watch  log 
files  and  monitor  system  processes 
to  make  sure  that  each  of  the  four 
pieces  was  functioning  properly. 
When  the  Java  Servlet  engine  used 
by  PersonalAria  failed,  we  had  to 
work  backwards  from  the  reporter, 
resorting  to  logical  deduction  to 
track  down  the  problem. 

Net.Analysis  did  give  us  a  great 
Web  interface  through  which  we 
could  manage  our  data  sets  within 
the  database  management  system, 
while  Aria  comes  with  its  own  Web- 
based  log  file  monitor.  Both  prod¬ 
ucts  can  e-mail  problem  announce¬ 
ments,  but  they’re  no  better  than  an 
“idiot  light”  on  the  dashboard  of  a 
car,  telling  you  that  the  steam  you 
see  billowing  out  of  your  hood  is 
the  result  of  a  problem  with  your 
engine.  Future 
versions  of  these 
products  should 
come  with  sup¬ 
port  for  SNMP 
Management 
Information 
Bases  at  a  mini¬ 
mum,  to  allow 
administrators  to 
use  traditional  IT 
management 
tools  to  raise  the 
white  flag  in 
times  of  trouble. 

Why  are  we 
dwelling  on 
management 
drawbacks? 
Unlike  log-file 
analysis  tools, 
real-time  Web 


monitoring  tools  establish  a  stream 
of  data  between  the  Web  server  and 
the  database  engine.  If  you  sever 
that  stream,  you  can  lose  data. 

To  see  how  net.Analysis  and  Aria 
handled  a  disconnect  between  moni¬ 
tor  and  recorder,  we  severed  and 
then  re-established  their  networked 
connection.  Aria’s  recorder  immedi¬ 
ately  wrote  all  pending  data  to  disk, 
and  its  monitor  continued  to  write 
Web  data  to  a  temporary  log  file  on 
the  target  server.  When  we  recon¬ 
nected  the  two,  the  entire  temporary 
log  file  made  its  way  to  the  recorder, 
where  it  was  rectified  with  data  in 
the  database. 

Net.Analysis  experienced  some 
problems  in  re-establishing  its  con¬ 
nection.  Instead  of  resending  all  the 
data  in  the  monitor’s  log  file,  it  tried 
to  synchronize  the  log  file  with  the 
remaining  data  in  the  recorder.  In 
doing  so,  it  hung,  forcing  us  to 
delete  the  log  file  and  restart  the  sys¬ 
tem.  This  left  us  with  a  hole  in  our 
data  timeline.  We  also  ran  into  trou¬ 
ble  restarting  net.Analysis’  many 


components.  If  we  started  the 
recorder  before  the  monitor,  the 
monitor  would  fail  to  start. 

If  you  need  to  monitor  your  SSL- 
enabled  server  in  real  time  (directly 
or  over  the  network),  Andromedia’s 
Aria  Enterprise  3-01  is  the  better 
choice.  It  can  handle  anything  you 
throw  at  it  without  a  hitch.  However, 
if  you  need  flexibility,  data  interop¬ 
erability  and  in-depth  reporting,  and 
you  don’t  mind  a  one-hour  delay  in 
your  data,  net.Genesis’  net.Analysis 
4.5  will  meet  your  needs  perfectly. 
Either  way,  these  products  will  take 
your  Web  monitoring  light  years 
beyond  traditional  log  file  analysis 
and  allow  you  to  at  last  place  busi¬ 
ness  and  network  requirements  on 
an  even  plane. 

Shimmin  is  an  editor  at  KeyLabs 
in  Lindon,  Utah.  Before  joining 
KeyLabs,  Shimmin  managed  large- 
scale  Web  sites  for  LAN  Times  and 
Network  Computing  magazines.  He 
can  be  reached  at  bshimmin @ 
keylabs.com. 
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Cool  Tools 


Quick  takes  on  high'tech  toys 


Lee  Schlesinger,  Technology  Editor 

T HE  MAGIC  PHONE 


Give  away  the  hardware  and  sell 
the  service.  It's  a  business 
model  that’s  become  popular  in  many 
places. 


Imagitel  brings  this  business  model 
to  telephony:  It  gives  away  the 
Millennium  Phone,  a  compact  handset 
manufactured  expressly  for  Imagitel 


that  you  can  use  at  home,  at  work  or  on 
the  road,  anywhere  you  have  an  avail¬ 
able  jack. With  it,  you  never  have  to  dial 
10-10  access  numbers  or  calling  card 


Strategic 
Network  Storage. 

Take  a 
closer  look. 


Laying  the  Foundation 
for  Strategic  Network  Storage 


Storage  used  to  be  so  easy.  Sure,  files  grew 
pretty  fast,  but  a  few  more  big  drives  usually 
licked  the  problem.  Now  video,  animation, 
images,  rich  documents  and  HTML  are  all 
overloading  your  best  laid  storage  plans.  And 
it's  only  going  to  get  worse.  You  need  to  think 
about  your  storage  needs  and  capabilities  in  a 
new  way  — ■  a  strategic  way. 


Attend  this  StEE  SEMINAR  and  you'l 
two  steps  ahead  of  the  competition  by: 


be 


Learning  about  the  stress  that  the  rapid  growth 
in  storage  is  putting  on  your  IT  staff,  and  why 
business  as  usual  just  won't  cut  it 

•  Finding  out  how  a  storage-centric  plan 
can  boost  your  entire  IT  infrastructure 

*  Discovering  the  key  criteria  — -  scalability, 
flexibility,  robustness,  and  manageability 
—  that  should  guide  the  storage  decision¬ 
making  process 

Learning  what  products  and  services  are 
available  today  that  can  help  you  build  a 
storage  system  for  tomorrow 


Quizzing  key  vendor  executives  about 
product  features  and  plans  for  the  future 

Figuring  out  which  vendors  arc  most  in 
sync  with  your  long-range  storage  needs 


Moderators 


Doug  Barney,  Executive  Editor  of  News, 
Network  World 


David  Hill,  Senior  Analyst,  Storage  and 
Storage  Management,  Aberdeen  Group 


1999  Fall  Tour 


Boston,  October  6 
New  York,  October  7 
Chicago,  October  20 

Washington,  DC,  October  21 
Atlanta,  November  10 
Dallas,  November  11 
Los  Angeles,  December  1 
San  Francisco,  December  2 
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Registration  is  FREE.  Call  today.  (800)  643-4668  or  visit  us  at 
www.nwfusion.com/townmeeting/storage 
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numbers.You  just  dial  the  local  or  long¬ 
distance  number  you’re  calling.  An 
embedded  microprocessor  in  the 
Millennium  Phone  automatically  dials 
an  Imagitel  platform  behind  the 
scenes,  then  feeds  it  the  number  you 
dialed.  Imagitel  determines  how  to 
route  the  call. 

It’s  a  bit  disconcerting  to  hear  the 
phone  generating  tones  when  you 
know  you  haven’t  pressed  so  many 
buttons,  but  I  could  get  used  to  that 
pretty  quickly  if  I  knew  I  was  saving 
money  on  every  call. 

Unfortunately,  I  wasn’t.  Imagitel’s 
rates  are  high  —  9  9  cents  per  minute 
for  long-distance  calls  from  home,  and 
19  9  cents  per  minute  for  calls  from 
hotels.  By  contrast,  we  pay  about  seven 
cents  at  the  office  and  1 1  cents  with  a 
company  calling  card,  plus  a  30-cent 
charge  for  every  calling  card  call. 

Were  this  rate  etched  in  stone,  the 
product  would  get  a  pan.  Fortunately, 
Imagitel  is  about  to  implement  a  pro¬ 
gram  through  which  they’ll  match  or 
beat  your  existing  service’s  calling  card 
rates. 

If  Imagitel  provides  a  competitive 
rate,  then  the  chief  benefit  of  the 
Millennium  Phone  is  convenience  — 
you  have  fewer  digits  to  dial.  That  con¬ 
venience,  however,  is  more  than  coun¬ 
terbalanced  by  the  bother  of  having  to 
carry  around  the  phone  itself.While  it’s 
a  very  attractive  phone  —  housed  in 
transparent  blue  plastic  with  a  mouth¬ 
piece  that  flips  down  at  the  touch  of  a 
button  like  an  old  Star  Trek  communi¬ 
cator  —  it’s  a  bit  larger  than  a  typical 
cellular  phone. 

And  speaking  of  cell  phones,  how 
does  the  Millennium  Phone  stack  up  as 
an  alternative?  Not  that  well.  You  don’t 
need  a  jack  and  a  wire  to  use  a  cell 
phone,  and  today’s  cellular  rate  plans 
compare  favorably  to  the  Millennium 
Phone’s.  Finally,  you  can  receive  calls 
on  your  cell  phone  anywhere.  The 
Millennium  Phone  will  ring  anywhere 
you  plug  it  in,  but  only  at  the  number 
assigned  to  that  location. 

But  the  Millennium  Phone  has  one 
more  innovative  feature  that  might 
sway  your  decision  —  a  second  jack 
that  you  can  use  to  connect  to  a 
modem  (or  a  Caller  ID  box  or  answer¬ 
ing  machine). That  makes  it  convenient 
for  you  to  make  data  calls  without 
adding  a  calling  card  number  to  your 
dialing  software. 

Still,  I  think  I’d  choose  the  unteth¬ 
ered  option  —  at  least  until  the  elec¬ 
tromagnetic  emissions  from  the  cell 
phone  antenna  cook  my  brain.  FImm, 
on  the  other  hand  . . .  B 
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Millennium  Phone 

Imagitel 
(800)  4404373 
wwu  >.  imagitel.  com 
Free 

Bottom  line:  An  attractive  and 
cleverly  engineered  phone,  but 
cellular  may  be  a  better  way  to  go. 
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Management 


Career  Development.  Project 
Management.  Business  Justification 


Strategi 


Maintaining  momentum 


Network  professionals  let  you  in 
to  project  management  success. 


their  secrets 


BY  LAUREN  GIBBONS  PAUL 

hat’s  the  difference  between  projects 
that  fail  and  those  that  succeed? 

According  to  veteran  project  man¬ 
ager  Ed  Esposito,  it  boils  down  to  the 
difference  between  traditional  project 
management,  which  focuses  on  adminis¬ 
trative  tasks,  and  proactive  project  management, 
which  is  about  mitigating  risk. 

“With  traditional  project  management,  you  make  a 
formal  project  plan  and  then  have  a  lot  of  meetings  to 
report  status.  Proactive  project  management  always 
looks  out  to  future  milestones,  identifies  the  risks  and 
puts  together  a  contingency  plan,”  says  Esposito,  direc¬ 
tor  of  IT  services  for  health  insurance  firm  Blue 
Cross/Blue  Shield  of  Massachusetts  in  Boston. 

Esposito  should  know.  His  group  has  just  finished 
a  complex  network  upgrade  on  time  and  on  budget. 
With  the  help  of  outsourcer  Inacom  of  Omaha,  Neb., 
the  20-person  team  upgraded  a  Fast  Ethernet  LAN  to 
a  mixture  of  Gigabit  Ethernet  and  SONET  and  re¬ 
placed  the  Hewlett-Packard  OpenMail  system  with 
Microsoft  Exchange.  What’s  more,  the  company 
rolled  out  3,500  new  PCs  as  part  of  a  standardization 
effort.  With  the  LAN  upgrade  complete,  the  company 
is  ready  for  the  next  step  of  NextGenBIue,  a  massive 
enterprisewide  network  overhaul  to  support  emerg¬ 
ing  business  applications. 

The  basics  of  good  project  management  are  well 
known:  Get  buy-in  from  management  and  users,  com¬ 
municate  project  goals,  set  a  critical  path,  manage 
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TRICKS  OF  THE 

TRADE 


Project  Management  Blvd.:  Ask  the  expert,  an 
overview  and  links  galore. 

PM  Magazine:  Helpful  hints  and  words  of  wisdom 
from  the  field. 


deviations  from  that  path,  and  above  all, 
pray.  But  seasoned  project  pros  also 
have  a  number  of  tricks  up  their  sleeves 
to  help  keep  their  plans  on  track.  Here 
are  some  of  the  best  project  manage¬ 
ment  tips  from  the  trenches: 

•  Get  help  when  you  need  it.  Like  Blue 
Cross/Blue  Shield,  many  companies 
attempt  to  mitigate  risk  by  calling  in  an 
outsourcer  to  perform  the  upgrade  while 
maintaining  control  of  the  overall  project, 
says  Steve  Furman,  vice  president  at 
Robbins-Gioia,  a  project  management  con¬ 
sulting  firm  in  Alexandria,  Va. 

•  Train  project  management  neo¬ 
phytes.  They  need  to  learn  how  to  set 
milestones,  approach  problems  analyti¬ 
cally  and  create  contingency  plans 
before  they  can  take  the  reins  for  the 
first  time,  Furman  says. 

•  Pick  the  most  user-friendly  tool  you 
can  find.  Many  project  management 
packages  are  extremely  robust  and  are  designed  to 
handle  multiyear  software  development  projects.  If 
you’re  in  charge  of  a  simple  network  upgrade,  you 
won’t  need  —  or  want  —  that  degree  of  power. 

At  Blue  Cross/Blue  Shield,  Linda  Murawski  used 
Microsoft  Project  98  to  keep  on  track.Although  it’s  not 
yet  Web-based,  the  tool  is  totally  intuitive  for  Windows 
users,  says  Murawski, who  is  director  of  IT  operations 
for  the  insurance  company.  And  Project  98’s  depend¬ 
ency-management  capability  was  critical  for  risk  man¬ 
agement.  For  example,  the  team  was  contractually 
obligated  to  finish  upgrading  its  pharmacy7  manage¬ 
ment  software  prior  to  beginning  the  rest  of  the  pro¬ 
ject.  If  the  pharmacy  rollout  had  not  gone  as  planned, 
it  would  have  affected  the  rest  of  the  project. 

•  Don’t  make  people  jump  around.  In  recent 
years,  it  has  become  popular  to  have  team  members 
work  on  whatever  task  was  the  highest  priority7  at 
the  time,  changing  tasks  many  times  throughout  the 
course  of  the  project. This  is  the  wrong  way  to  go, 
Furman  says.  “The  efficiency  factor  drops  dramatical¬ 
ly  when  people  hop  around.” 

Completing  a  long-term  project  requires  each 
team  member  be  singularly  focused  for  long  periods 
of  time,  he  says.  And  that’s  exactly  what  Blue 
Cross/Blue  Shield  did.  “We  had  assigned  roles  and 
responsibilities  that  held  throughout  the  project,” 
Murawski  says.  “It  doesn’t  make  sense  to  jump  peo¬ 
ple  with  a  particular  skill  level  to  where  they  may 


Ed  Esposito  and  Linda  Murawski  of  Blue  Cross/Blue  Shield  of  Massa¬ 
chusetts  finished  a  complex  network  upgrade  on  time  and  on  budget. 


not  have  the  appropriate  skills." 

•  Involve  suppliers  early  in  project  planning.  We're 
seeing  supply  chain  management  becoming  an  integral 
part  of  the  network  upgrade  project.  Vendors  have  to 
be  involved  early  on  to  ensure  they  can  meet  the 
needs  of  the  project,”  Furman  says.  Blue  Cross/Blue 
Shield’s  outsourcer  ensured  vendors  could  meet  the 
deadlines  well  in  advance. 

•  Do  estimates  from  the  ground  up.  Most  projects 
have  a  budget  and  time  line  that  was  to  some  degree 
fixed  by  senior  management.  Don’t  just  leave  it  at 
that,  Furman  says.  Throughout  the  duration  of  the 
project,  have  all  team  members  continually  validate 
or  adjust  the  dates.  Otherwise,  you’ll  be  stuck  with 
unrealistic  goals. 

•  Keep  users  involved  every  step  of  the  way. 

Esposito  and  Murawski  involved  key  users  from  all  of 
the  business  units  in  the  planning  stages.  In  addition,  no 
segment  of  the  project  was  considered  finished  until  it 
had  been  tested  and  signed  off  on  by  those  same  users. 

•  Focus  on  the  good.  Pressed  for  time,  most  pro¬ 
ject  managers  manage  their  projects  by  exception 
reporting  (i.e.,“Tell  me  if  something  is  wrong.”) 
Enlightened  project  managers  encourage  their  team 
members  to  discuss  things  that  work  and  to  share 
knowledge  and  best  practices. 

Paul  is  a  freelance  writer  in  Waban,  Mass.  She 
can  be  reached  at  laurenpaul@mediaone.  net. 
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3/  OyberTech 

v  Systems,  Inc. 
Senior  Project  Managers 
Sr.  Engagement  Managers 
Business  Development  Managers 


CyberTech  is  a  global  IT  consulting  firm  with  numerous  offices  in  the  US,  Europe  and  India.  We  are  currently 
#5  on  the  Inc.  500  and  expect  continued  rapid  growth.  We  have  one  of  the  finest  Internetworking  Practices  to 
address  the  Service  Provider  and  Enterprise  Markets. 


We  are  currently  seeking  Senior  Project  Managers/Engagement  Managers  for  our  Internetworking  Solutions 
Practice.  The  candidate  should  have  independently  managed  large  projects/engagements  consisting  of 
multiple  locations  and  sites,  with  typical  values  of  over  $2  million.  The  candidate  should  be  capable  of 
managing  3-5  projects  of  various  sizes  and  scope  simultaneously.  In  depth  knowledge  of  Cisco  products 
across  all  product  lines  and  equipment  for  LAN/WAN  environments  is  required.  Comprehensive  knowledge 
of  ATM,  WAN,  LAN,  voice,  data,  and  video  is  required. 

Job  responsibilities  will  include  the  following: 

■  Management  of  project  personnel  including  multiple  project  managers,  engineers,  vendors/subcontractors. 

■  Full  accountability  of  the  projects  from  beginning  to  completion.  Resolve  all  project  issues  and  manage 
appropriate  escalation  procedures  to  ensure  complete  customer  satisfaction. 

■  Assessing,  planning  and  management  of  network  projects. 

Business  Development  Managers  are  responsible  for  client  acquisition  and  relationship  management.  Prior 
experience  with  networking  and/or  IT  services  required. 


Please  send  your  resume  with  salary  expectations  and  area  of  interest  to: 

Senior  Manager,  Resource  Development 
CyberTech  Systems  Inc. 

8  Neshamniy  Interplex,  Suite  #209 
Trevose,  PA  19053 
ATTN:  Cisco  Jobs 

Fax  No:  215-244-5099.  Alternatively,  e-mail  your  resume  to  ciscojobs@cybertech.com 
Subject:  Cisco  Jobs 


Cisco  Shtemi 


Partner 
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Systems  Analyst  (4  positions): 
Jackson,  MS:  Provide  concep¬ 
tual  data  processing  solutions 
to  business  opportunities  in 
mission  critical  systems. 
Provide  technical  expertise, 
assistance  in  coding  &c  infor¬ 
mal  leadership  during  the  sys¬ 
tem  development,  maintenance 
6t  production  processes. 
Recommend  improvements  to 
business  processes,  procedures 
6c  methodologies.  Provide  pro¬ 
ject  leadership  as  requested. 
Provide  guidance  in  business 
analysis,  technical  design,  cod¬ 
ing  6c  testing  to  develop  soft¬ 
ware  engineering  solutions  to 
business  problems.  Assist  with 
software  design  reviews  for 
major  project  areas. 
Coordinate  6c  facilitate  meet¬ 
ings  as  necessary  with  users  to 
validate  requirements,  designs, 
prototypes  6c  test  results. 
Analyze  6c  design  solutions  to 
complex  technical  problems 
with  departmental  staff  and 
vendors.  Code,  test  6c  imple¬ 
ment  solutions  as  required. 
Identify  6c  recommend  systems 
enhancement  s6c  performance 
improvements.  Recommend 
work  process  improvements. 
Assure  compliance  with  devel¬ 
opment  standards. 

Recommend  solutions  to  users 
6c  departmental  staff  on  tech¬ 
nical  issues  related  to  database 
design,  software  coding  tech¬ 
niques  6c  development  of  life 
cycles  methodologies  to  meet 
business  objectives.  Guide  6c 
support  the  application  systems 
planning  process.  Conduct  6c 
participate  in  the  review,  evalu¬ 
ation  6c  recommendation  of 
software  products,  productivi¬ 
ty  tools  8c  external  services. 
Apply  knowledge  of  RPG, 
RPGLE  and  CLP  on  AS/400 
platform.  Rachelor?s  Degree  or 
equivalent  in  Computer 
Science,  Engineering  or 
Mathematics  6c  2  yrs  experi¬ 
ence  in  a  programming,  sys¬ 
tems  analysis  or  software  engi¬ 
neering  position  OR  4  yrs 
experience  in  a  programming, 
systems  analysis  or  software 
engineering  capacity  (i.e.  no 
degree).  $55,000  per  year.  40 
hours  per  week.  Forward 
resume  to  Attn:  Maggie 
Cravcy,  P.O.  Box  2469, 
Jackson,  MS  39225. _ 


YOUR 

AD 

COULD 

BE 

WERE 

Programmer  Analyst  (2  posi¬ 
tions):  Jackson,  MS:  Perform 
analysis,  unit  6c  system  testing  6c 
debugging  to  develop  solutions 
to  business  problems.  Participate 
in  reviews  6c  implement  analysis. 
Provide  work  estimates  as 
required.  Participate  in  develop¬ 
ment  6 C  execution  of  integrated 
6c  parallel  systems  tests.  Meet 
with  users  to  validate  require¬ 
ments,  solutions  6c  test  results. 
Research  6c  provide  fixes  to  pro¬ 
duction  software  or  data  related 
failures.  Participate  in  software 
design  reviews  for  project 
responsibilities.  Document  flow¬ 
charts,  program  narratives,  con¬ 
version  plans,  implementation 
plans  6c  test  results.  Provide  on- 
call  maintenance  for  assigned 
software.  Participate  in  Joint 
Application  Development  6c 
Rapid  Application  Development 
sessions.  Apply  knowledge  of 
RPG,  RPGLE  and  CLP  on 
AS/4000  platform.  Bachelor’s 
Degree  or  equivalent  in 
Computer  Science,  Engineering 
or  Mathematics  6c  2  yrs  experi¬ 
ence  in  a  programming,  systems 
analysis  or  software,  engineering 
position  OR  4  yrs  experience  in  a 
programming,  systems  analysis 
or  software  engineering  capacity 
(i.e.  no  degree).  $55,000  per 
year.  40  hours  per  week. 
Forward  resume  to  Attn:  Maggie 
Cravey,  P.O.  Box  2469,  Jackson, 
MS  39225. 


Taylor  Manufacturing  Systems  is  in 
need  of  a  Systems  Software 
Engineer  to  analyze,  design,  devel¬ 
op  and  implement  engineering 
manufacturing  systems,  from  con¬ 
cept  to  configuration  using  object- 
oriented/  multiprocessing  develop¬ 
ment  tools  such  as  C,  C++  and 
Power  Builder  on  MS-DOS, 
Windows  98/NT  with  the  help  of 
database  management  systems  such 
as  Oracle,  Sybase  SQL  Anywhere, 
MS  SQL  Server,  and  MS- Access; 
develop  logistics  and  distribution 
models  using  linear/ nonlinear  pro¬ 
gramming  and  other  operations 
research  techniques  like  TQM, 
MRP,  Forecasting  and  Simulation; 
design  and  develop  manufacturing 
scheduling  models  with  application 
of  optimization  techniques  such  as 
genetic  algorithm  and  simulated 
annealing. 

Require:  M.S.  in  Engineering 
(Electronics/Communication/Indu 
strial/Mechanical)  or  Comp/Sci. 
Salary:  $55,000-$65,000/yr,  40 
hrs/wk.  Send  Resumes  to  5255 
Triangle  Parkway,  Suite  500, 
Norcross,  GA  30092. 


Software  Engineers  to  design, 
develop,  analyze,  test,  imple¬ 
ment,  maintain  and  support  GUI 
and  RDBMS  software  systems  in 
client/server  environment  for  IT, 
Manufacturing,  Financial  and 
Environmental  industries  using 
Visual  Basic,  MS  Access,  MS  SQL 
Server.  ORACLE,  Crystal  Reports, 
C,  C++,  HTML  and  SQL  Plus 
under  Windows  95/NT,  DOS  and 
UNIX  operating  systems;  write 
documentation  to  describe  pro¬ 
gram  development,  logic,  coding 
and  corrections;  provide  cus¬ 
tomer  support  including  trouble 
shooting  of  software.  Require  MS 
in  Comp/Sci  or  Engineering  (any 
branch).  80%  travel  required. 
Salary:  $62.000/yr,  40  hrs/wk. 
Send  resumes  to;  Orduston 
Technologies,  Inc.,  6055  Atlantic 
Blvd.,  Suite  K2,  Norcross,  GA 
30071. 


Software  Engineers  to  analyze, 
design,  develop,  migrate,  imple¬ 
ment,  test,  maintain  and  support 
computer  systems  under 
MVS/ESA  operating  system, 
using  DB2,  VSAM  and  IMS  data¬ 
bases  and  programming  environ¬ 
ments  such  as  COBOL,  COBOL 
II,  TSO-ISPF,  EASYTRIEVE  +, 
CICS.  JCL  and  tools  including 
FILEAID,  IDCAMS, 

INTERTEST,  XPEDITOR  and 
VALIDATE;  responsible  for 
development  of  data  conversion 
programs,  programming  changes, 
retro-fitting,  and  system  docu¬ 
mentation  based  on  design  modi¬ 
fications  and  migration/change 
control;  run  the  online  programs 
using  Macros  coded  in  C/VISU¬ 
AL  BASIC.  Code  and  test  the 
SQL  commands  in  the  conversion 
to  RDBMS  databases.  Require: 
M.S.  (or  foreign  equivalent)  in 
Comp/Sci  or  any  Engineering  dis¬ 
cipline.  Salary:$62,000/year,  full 
time.  Apply  with  resume  to  HR 
Dept.,  Software  Technical 
Services,  105  Nobel  Court, 
Alpharetta,  GA  30005. 


Software  Engineer  to  perform 
technical  planning,  application 
analysis,  design  and  develop¬ 
ment  for  OOS  in  Windows, 
UNIX  environment  using  C, 
C++,  Unix  Shell  Scripts,  Visual 
C++,  Visual  Basic,  Oracle  data¬ 
base  7.x,  ODBC,  Rogue  Wave 
Libraries,  SQL  Server,  SQL  * 
Net  and  CORBA;  analyze 
information  systems  such  as 
user  contact,  goals,  problem 
complexity,  feasibility  study, 
logic  design,  detailed  systems 
flowcharting,  IO  flow,  forms 
layout,  resource  evaluation  and 
cost/time  analysis;  evaluate 
requests  to  determine  technical 
feasibility,  develop  technical 
alternatives  and  recommend 
optimal  solutions  using  C++, 
Oracle  Forms,  Oracle  Reports 
AutoCAD  etc..  Require  MS  (or 
foreign  equiv.)  in  Comp/Sci  or 
Engineering  (any  branch)  with 
lyr  exp.  Salary:  $60,000- 
$70,000/yr,  40  hrs/wk.  Send 
resume  to:  Synergy  America, 
1565  Woodington  Circle,  Suite 
101,  Lawrenceville,  GA  30044. 


Nov  29  -  Ad  Close:  Nov  17 
SNA  gateway  software  review. 


Dec  6  -  Ad  Close:  Nov  24 
Buyer’s  Guide: 
Ethernet  backbone  switches. 


Distribution  at 
DCI’s  eBusiness  World, 
Chicago. 


Dec  13  -  Ad  Close:  Dec  1 
LDAP  servers  review. 

Dec  20  -  Ad  Close:  Dec  8 
The  secrets  of  the  tariff  game. 
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Careers  helps 


us  to  compete 

-Win.” 

David  Schutt 

Chief  Talent  Scout 

N0RTEL 

NETWORKS 

How  the  world  sham  Ideal 


Nortel  Networks  has  had 
great  success  utilizing  our 
targeted  audience  base... 


Nortel  Networks  wins  by 
leading  convergence  —  with 
Unified  Networks.  That  takes 
technology  —  and  talent. 
Believe  me,  the  talent  market 
is  one  of  the  most  aggressive 
we  compete  in. 


But  we  know  how  to  compete 
here:  gain  mindshare.  Get 
the  word  out  on  our  great 
work,  global  business  savvy 
and  incredible  spectrum  of 
technologies. 

That's  why  we  partner  with 
Network  World.  It  reaches  the 
networking  stars  of  today 
and  tomorrow  and  lets  us 
gain  mindshare  with  them. 
Network  World  Careers  helps 
us  to  compete  —  Win. 


Talk  to  Network  World  to 
complement  your  ongoing 
recruiting  strategies.  Call 
508-879-0700  x6304. 


lietworiMoflri 

Networking  Careers 
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NOW,  IMAGINE  DEVELOPING  IT.  th, 

only  problem  with  the  future  is  that  it  hasn't  happened 
yet.  At  Lucent  Technologies,  we  have  the  technological 
brilliance  to  meet  the  future  head-on.  So  when  it  gets 
here — were  ready  for  it.  From  developing  the  soft¬ 
ware  that  allows  your  computer  to  speak  Navajo  to 
designing  the  equipment  necessary  to  carry  voice, 
data,  and  network  traffic  on  a  universal  network, 
were  on  top  of  things.  Amazing,  isn't  it? 


From  performance-based  compensation  to  stock 
purchase  plans,  Lucent  offers  one  of  the  most 
comprehensive  benefits  programs  in  the  industry. 

You'll  also  enjoy  exceptional  amenities  and  options  like 
telecommuting,  health  fitness  centers,  and  extensive 
continuing  education  opportunities.  Define  your  own 
future.  Apply  today.  For  current  listings  and  full  job 
descriptions,  please  visit  our  web  site  and  apply  on-line 
at:  WWW.Iucent.COm/hireme.  Lucent  Technologies  is  an 
Equal  Opportunity  Employer. 


We  have  a  variety  of  exciting  opportunities  available  in 
areas  including,  but  not  limited  to: 

•Development  &  Testing  •Product  Design  &  Support 

•Engineering  •Research 

•Information  Systems  •Technical  Support 

•Marketing  &  Sales 


Lucent  Technologies 

**"  Lah*  '""ovations 

Vour  Name  Here 

www.lucem.com/hireme 


We  make  ,he  'hings  that 


make  corr>munications 


work." 


define  the  future. 
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We've  Got 


You've  Got 


►Over  1  million  readers,  viewers, 
and  attendees 

►The  latest  breaking  enterprise 
networking  news 

►A  focus  on  management  strategies 

►Cost  effective  advertising  strategies 

►Online  recruitment  advertising  opportunities 

►Career  fair  programs  in  conjunction  with 
technical  trade  shows 


►Information  technology  employment 
opportunities 

►The  need  to  reach  our  niche  audience 

►A  print  strategy  with  trade  publications 

►An  online  recruitment  advertising  focus 

^ A  marketing  opportunity  with  an 
employment  focus 

►The  opportunity  to  put  your  message  in 
front  of  your  next  candidate 


To  Get  More  on  What  We've  Got 

Talk  to  Network  World  1  -508-879-0700  x6304 
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HOT  Network  Housing 


European  High  Rise 


NSR  Server  Enclosure 

•  Winner  of  the  European  Industry  Forum  Award 
for  Design  Excellence. 

•  Multi-vendor  server  compatible. 

•  The  ultimate  in  protection,  security,  and  modularity. 

•  Large  array  of  accessories  to  enhance  your  system. 


Two-Story  Duplex 


Pioneer  Enclosure  System 

•  Choose  from  full  height,  double-sector,  and  seismic  designs. 

•  Separate  housings  for  ISP  and  VPN  rent  space  applications 

•  Multi-vendor  server  compatible. 

•  Complete  cable  management  and  accessories. 


Call  Today  for  a  FREE  Brochure : 

Call:  800.558.7297  E-mail:  mktg@apw-enclosures.com 


enclosure  products 


Put  your  servers  at  your  fingertips  with  Key-View  II:  the  fast,  diable  hardware 
solution  for  remote  access.  Control  your  server  room  or  branch  servers  from 
any  location,  even  when  the  network  is  down.  Cybex  gives  you  the 
power  that  software  can't  -  access  and  control  of  your  servers,  even 
if  they  are  completely  locked  up. 


Finally,  a  reliable  remote  you  can  always  find! 


Hand  it  to  Cybex 


(800)  932-9239 

www.cybex.com 


Computer  Products  Corporation 


Cybex.  the  Cybex  logo  and  Key-View  are  registered 
trademarks  of  Cybex  Computer  Products  Corporation 
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Want  a  KVM  switch  that  offers  sure-fire  savings?  Choose  a  BLACK  BOX®  ServSwitch™. 
With  ServSwitch  technology,  you  only  need  one  keyboard,  monitor,  and  mouse  to  control 
all  your  servers.  We've  saved  our  customers  over  $100  million  worldwide  by  eliminating 
unnecessary-and  costly-keyboards,  monitors,  and  mice! 

We  have  the  broadest  line  of  KVM  switches  in  the  industry,  backed  by  the  best  support  services 
you'll  find  anywhere.  Other  companies  simply  can't  offer  the  same  free  consultations,  expert  24-hour  tech 
support,  and  unbeatable  warranties.  At  Black  Box,  they're  part  of  the  package. 


Expect  more.  Save  more.  Choose  BLACK  BOX. 


Call  us  for  a  free  consultation  at  724-746-5500  and  start  saving  with  ServSwitch. 


Are  you  Y2K  compliant??  upgrade  nowu 
m  UPGRADE  SPECIAL 

NEWBRIDGE 


T1/E1 

3600 

M::;ii|;| 

( 

JAPAN 


ROUTER 


DETROIT 


E  METRO  COME 

COMMUNICATIONS,  INC 

AUTHORIZED  NEWBRIDGE  PARTNER 

(800)  364-8838  or  (281)  495-6500 

www.metrocominc.com 


Joe  amuritfe 


^ou  do  this 

ime  Tag  Transactions, 
ynchronize  Network  ( 
ime  Tag  TCP/IPiPackc 

■  »  *  Hnfe.  JSS-. 

ynchronizeXFilest'^'Lia 


Datum  ■  San  Jose,  800/348-0648  408/578-4161  http://www.datum.com 


How  Do  You  ReBoot 
Remote  Equipment? 


With  Sentry! 

Now  with  Sentry  you  can  reBoot  any  locked-up 
internetworking  device  through  a  standard  dial-up 
modem,  over  an  ethemet  network  via  TCP/IP  using 
Telnet,  through  a  JAVA  interlace  or  with  SNMP 
support.  The  Sentry  family  of  products  provides 
an  easy,  practical,  and  secure  solution  for  power 
management  of  remote  internetworking  equip¬ 
ment.  Select  the  Sentry  model  best  for  you. 


•Reduces  field 
service  visits  to 
POP  sites 

•  Faster  problem/ID  solution 
response  time 

•  Improved  network  availability 

•  Improved  network  service  levels 

•  Improved  facility  security 


See  our  complete  product  line  at: 

Web:  www.servertech.com  Another  great  product  from 

Phone:  1-800-835-1515  or  1-408-745-0300  Server  Technology  Inc. 

FaX:  1-408-745-0392  ©  1999  Server  Technology  Inc  Sentry  is  a  trademark  of  Server  Technology  Inc. 


It  all  comes  down  to  questions.  Questions 
that  challenge  your  expertise  about  Microsoft 
products.  Question  yourself  -  are  you  ready? 
Be  absolutely  sure.  With  Spike  and  the  gang's 
certification  guarantee,  you  will  be.  Because 
once  you've  completed  the  program,  you'll  pass 
with  flying  colors  or  get  your  money  back.* 
And  don't  worry,  because  as  Microsoft 
Certification  changes,  Transcender  will 
have  you  covered. ..without  question. 


Most  Realistic  MCSE  and  MCSD 
Simulations  Available 
Detailed  Answers  and  Explanations 
NEW!  Computer  Adaptive  Testing  Features 
NEW!  Simulation  Questions 
Money  Back  If  You  Don't  Pass  Guarantee* 


•  From  $129  -  $179 

Transcender.  America’s  #1  Exam  Preparation  Software. 


Transcender® 

Corporation 


To  order,  call  Howard  @  (615)  726-8779  or  fax  (615)  726-8884;  242  Louise  Ave.;  Nashville,  TN  37203. 

___  ©  1999  Transcender  Corp.  All  Rights  Reserved.  Microsoft  is  a  registered  trademark  of 

iAt  W  W  .iranscermer.co  m  Microsoft  corporation.  Multi-user  licenses  are  available.  *Ca!l  or  see  our  Web  site  for  details. 
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OBSERVER' 


LAN/WAN 


A  run  PROTOCOL 


SO  OBSERVANT, 


CAN  SEE  ALL  PORTS 


ON  YOUR  SWITCH. 


•Full  packet  capture  and  decode  for  over 
300  protocols,  including  TCP/IP  (v4  and 
v6),  NetBIOS/NetBUEl,  IPX/SPX, 
Appletalk,  SNA,  and  DECnet. 

•Switched  mode  sees  all  ports  on  a 
switch  gathering  statistics  from  the  entire 
switch  or  packet  capture  from  any  port  or 
ports.  Finally  a  protocol  analyzer  that 
can  be  used  in  switched 
environments! 

•Long-term  network  trending  collects 
statistical  baseline  data  for  days,  weeks, 
months  or  years  for  review  and 
reporting. 

•Distributed  version  available  for  $1290 
(includes  1  local  and  1  remote  Probe). 
Additional  Probes  are  $295  per  local  or 
remote  segment  or  switch. 

•Network  Instruments’  optimized 
ErrorTrack™  NDIS  drivers  display  true 
errors-by-station.  Includes  collision 
expert  to  identify  problem  stations. 

•  Track  router  utilization/traffic  in  real  time 

•Ethernet  (10/100/1000), 

Token  Ring,  FDD I 


Observer  identifies  network  trouble  spots,  and  costs  thotfcanc*'  i  ‘ 
expensive  hardware-based  analyzers.  If  you  have  network,  slowdc, 
know  if  they  are  being  caused  by  packet  errors ,  broadcast  storms  or 

utilization?  Find  out  with  Observer  or  Distributed  Observer,  :,  i; 

■  V  '  v 

Observer's  Extensions  add  to  the  functionality  of  Observer  and  DistribL 
Observer  by  providing  SNMP  object  tracking,  WEB  browser  based  repo) 
RMON1/2  Probe  monitoring  and  Expert  mode  post-capture  analysis  -  all 
the  Observer  interface.  Network  Instruments’  Probes  are  also  available 
RMON1/2  Probes  for  $295/each. 

■  '  \  '  f 


IBH] 

si 


vdthin 
/as  ■ 

yVSyv  % 


EXPERT"  EXTENSION  FOR 
OBSERVER’ 
jm!  ^ _  sags 

js  SIMIV1R  EXTENSION 

FOR  OBSERVER" 
$495 


WEB  EXTENSION 
FOR  OBSERVER 
$495 

RIVIOIMCS]  EXTENSION 
FOR  OBSERVER’ 
$495 


See  what  you  have  been  missing!  Call  800-526-7919  fora  FREE  DEMO  or  download  from  our  web  site. 

©  1999  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545,  UK  and  Europe  +44  (0)  1322  303045  FAX  +44  (0)  1322  303056 
info@networkinstnjments.com  www.networkinstruments.com  Observer.  Network  Instruments  and  the  "N"  logo  are  registered  trademarks  of  Network  Instruments.  LLC  Minneapolis.  MN  USA 


Remote  Reboot  Over  Telnet! 


Reboot  your  Network  Equipment  via  Telnet,  Dial-Up  and  Local  Console 


Network  equipment  sometimes  "locks-up"  requiring  a 
service  call  just  to  flip  the  power  switch  to  perform  a 
simple  reboot.  The  NPS  Network  Power  Switch  gives 
network  administrators  the  ability  to  perform  this 
function  from  anywhere  on  the  LAN/ WAN,  or  if  the 
network  is  down,  to  simply  dial-in  from  a  standard 
external  modem  for  out-of-band  power  control. 

✓  TCP/IP  Security 

✓  Individual  Plug  Passwords 

✓  Dual  15  Amp  Power  Inputs 

✓  Eight  (8)  Individual  Outlets 

✓  Modem  and  Console  Ports 

✓  Co-Location  Features 

✓  115-VAC  and  230- VAC  Models 

✓  Modem  and  Telnet  Auto  Reset 


Individually 
Programmable 
Outlet  Plugs  (8) 


lOBase-T  Ethernet 
Interface 


□  western 
D  telematic  inc. 


1 9”  Rack  Brackets 
Allow  Front,  Back,  or 
Center  Mounting 


Dual  15  Amp 
Power  Circuits 


Modem  Port  for 
Out-of-Band 
Management 


\  " 

Local  RS232 
Console  Port 


(800)  854-7226  •  www.wti.com 
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Got  an  old,  worn  out  UPS? . . . 

. . .  avoid  unscheduled  downtime  with  APC's  Reliability  Upgrade  Program 


If  your  UPS  unit  is  old  and 
tired,  eliminate  any  uncer¬ 
tainly  and  doubt  with  APC's 
Reliability  Upgrade  Program. 

Now  is  your  chance  to  get  a 
great  discount  on  the  newer 
and  better  APC  UPS  products. 

The  APC  Trade-UPS™  pro¬ 
gram  is  a  cost-effective  way 
to  upgrade  existing  units. 

Trade  in  any  UPS  (regardless 
of  manufacturer)  for  the  latest 
APC  UPS  technology.  Order 
new  units  today,  and  upon 
receipt,  APC  will  pay  to  have 
your  old  units  (up  to  150  lbs.) 
picked  up  and  returned  to  us 
for  proper  ecological  disposal. 

If  old  UPS  batteries  are  an 
issue,  APC's  Replacement 
Battery  Program  can  help 
replace  your  old  batteries 
with  new.  Each  replacement 
battery  is  user-replaceable 
and  hot-swappable.  With 
each  purchase  of  a  replace¬ 
ment  battery,  you  get  free 
freight  back  to  APC  for  dis¬ 
posal  of  your  old  batteries.* 

Contact  APC  today! 

'Available  in  the  US  only. 

©1999  APC  All  Trademarks  are  the  property  ol  their  owners  APC4A9CP-USa 


GO  TO  APC's  Web  site  at 

http://promo.apcc.com 

and  enter  keycode  p292z  or  call  888-289-APCC  x7791 
to  find  out  more  about  APC’s  Reliability  Upgrade  Program, 
the  quickest  way  to  protect  your  valuable  hardware  with 
a  new  APC  unit  or  battery.  Or  contact  APC  to  receive 
your  FREE  68-page  Guide  to  Power  Protection. 


E-mail:  apcinfo@apcc.com 


Legendary  Reliability" 

132  Fairgrounds  Road.  West  Kingston.  Rl  02892  USA 


You  Surf  is 
Busines ..... 


...AT  WORK.  ITS  OURS 

Little  Brother  Displays: 

9  Who  uses  the  Internet 
9  What  kind  of  bandwidth  they  are  using 
9  Where  your  users  are  going 
9  When  your  users  visited  sites 
9  How  much  bandwidth  they  used 


546  Valley  Way,  Milpitas,  CA  951 15 
Ph:  1.1  00.200.9881  Fax:  408.263.9883 
sales@littlebrother.com 


SNMPc  Enterprise 
Manager 

Distributed  management 
for  Windows  NT.  Supports 
remote  consoles  and 
polling  agents,  Web  Trend 


Network 

Management 

for  Microsoft  Windows 


Reporting  and  more. 


SNMPc  WorkGroup 
Manager 


Affordable  management 
for  small  networks. 

With  an  installed  base 
of  over  60,000  copies, 
this  popular  tool  is  resold 
by  major  OEMs,  including 
Cisco  and  ACC. 


■ • . ,  ■ *. 


Castie  Rack 

Computing 

Phone:  408.366.6540 
Fax:  408.252.2379 


net 


Download  a  Free  Evaluation 

www.castlerock.com 


RMOIM2  PROBE 

$295 

Complete,  industry  standard,  software-based 
RMON2  and  RMON1  Probe  for  Windows 


•  Low  cost,  complete  RMON  monitoring  for  remote  sites  or  segments. 

•  Software-only,  non-dedicated  data  collection. 

•  Pure,  full  RMON  1  and  2  support.  Complete  implementation  of  both 
RMON  1  and  2  for  Ethernet  (10/100)  and  Token  Ring  (4/16).  Full 
adherence  to  RFCs  1513,  1757,  2021  and  2074. 

•  Runs  as  a  service  on  Windows  NT  or  Windows  2000. 

•  Works  with  ANY  RMON  management  console  or  collection  facility 
(Observer  ",  OpenView Concord  ,  NetScout  ,  etc.). 

•  Compatible  with  Network  Instruments '  optimized  ErrorTrack  ™  NDIS 
drivers  display  true  errors-by-station. 

•  Multiple  concurrent  network  interface  monitoring  (up  to  10). 

•  Multiple  management  console  access. 

Why  pay  thousands  more  for  the  same  data  ? 

Call  800-526-7919  for  information,  or  see  our  web  site  at: 

www.networkinstruments.com 

©  1999  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545 
UK  and  Europe  +44  (0)  1322  303045  FAX  +44  (0)  1322  303056  info@networkinstruments.com  www  networkinstruments.com 
Network  Instruments  and  the  ”N"  logo  are  registered  trademarks  of  Network  Instruments.  LLC  Minneapolis  MN  USA 
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Out-of-Band  Console  Access 

Server  "  Trouble-shoot  network 
problems  from  anywhere  " 


Access  Remote 
RS-232 

Consoles  with 
One  Phone 
Line  or 
Ethernet 
Connection 


DS6-Rear  View 

■hhhmi 


::::  ■  •  % 

- - — 


>erver 


_ \  _  V  - . 

I o |  loqoooo||oo| 

DSU 

Hub 


Router 


•  Menu  driven  interface,  unique  naming  for  each  device 

•  Modular  design  for  easy  expansion  or  changes 

Optional  Ethernet  (Telnet),  Dial-up  and  local  RS-232  access 
Internal  33.6  kbps  modem  with  built-in  lightning  protection 
3,6,9  slot  units,  4-32  devices  supported 

Bay  Tech’s  DS-Series  Data  Switch  is  modular  in  design.  The  base  unit,  access 
modules  and  RS-232  I/O  modules  ordered  determine  the  type  of  access  you  have 
and  how  many  devices  you  can  communicate  with.  The  modular  design  also 
provides  easy  expansion,  simply  install  another  four  port  RS-232  I/O  module 
and  you  have  access  to  four  additional  devices. 

Also  available:  REBOOT  LOCKED  EQUIPMENT with  BayTech 

power  control  solutions 

800-523-2702  www.baytechdcd.com 

International:  228-467-8231  Fax:  228-467-4551 


Control  up  to  4  Pi 
with  just  one  pair 
of  hands. 


Raritan  SwitchMan®:  Starts  at  $169 

Take  control  of  your  desktop  with  Raritan  SwitchMan.  Use  one 
keyboard,  monitor,  and  mouse  to  run  up  to  four  PCs.  No  more 


cluttered  desktops.  No  more  swapping  keyboards.  No  more 


unnecessary  peripherals.  Get  professional  technology  at  a 


desktop  price!  30-day  money-back  guarantee. 


*169  MSRP  (2-channel) 
*249  MSRP  (4-channel) 


Order  today: 
www.raritanonline.com 
1-800-724-8090,  XI 5 


Reliability  runs  in  the  family. 


Do  you  offer  Training  or  Educational  Services? 

If  so,  call  Enku  today  to  find  out  how  to  place 
your  listing  in  our  Training  Directory. 

Call  800-622-1108  ext.  7465 


USED  NETWORK  HARDWARE 

Routers  •  Switches  ♦  T1/T3  DSU/CSU  »  Access  Servers  ♦  Cables  ♦  Memory 

01 

i  )  ^ 

Ascend  ♦  Livingston  ♦  Adtran  ♦  Kentrox 

Buy  /  Sell  /  Lease  *  Overnight  Delivery  ♦  Fully  Guaranteed 

i) i) i)  •  J.)  hi]  10/ 

Fax  805-964-9405 

www.networkhardware.com 


xP' 

Specialist  in  all 
^  Cisco  products 
W  including  Memory 

U 

TV  LANAVAN  Products  _ 

^  P 

^  New,  Used,  Lease, 

3Comkf  Rent  sf'  Codex 
Adtran  ^  ‘NOd1,  Xylogics 
Motorola  Wellflet ' 


For  More  Information  on  Advertising 
in  Network  World’s  Marketplace 
1-800-622-1108 


4LANWAN.CC 


Bay  Networks 


proteon  ^Su^GEsr^sr 

i^Syn  Optics 

SMC*  Qlhitobotics 


Intel 

CHIPCOM 


NEW  /  USED 


4- Lowest  Prices  on  Factory  Authorized 

Fresh  Equipment  Service  Center 

Up  to  90%  OFF  Retail  We  Also  Do  Repair^ 

for  Refurbished  Items  St  Exchanges 

Huge  Inventory  of  Same  Day  Shipping 

Legacy  Products  -—^inventory  on  IVIost  Items 

•f  Factory  Trained  r  Same  Day  Delivery 

Consultants  on  Staff  Via  Counter  Service 

Fax  us  Your  Want  to  Sell  /  Buy  Lists  <&>  516-293-5325 


/  HUGE 
DISCOUNTS 


L  itiv  cut  Ll elz  She  iLi'vti  Cn-Lun ~  if/ic/c/caio 
iL  Aucucn  i§ 

A  Division  of  Ergonomic  Enterprises,  Inc. 


L  ONEYEAK.J 
I WARRANTY 


International  Calls:  001-1-516-293-5200  /  E-mail:  Sales@4LANWAN.COM 


NEW 


BUY 


Quantity,  Reseller, 
Government  I 
Education,  Discounts 
Available. 


Switches, 
Modules, 
Routers, 
Hubs  &  More 


A  Division  of  Ergonomic  Enterprises,  Inc. 
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NETWORKING 


jjiAJj'Jli'Jij 

1 


it 


I  Cable  University 

(800)  537-8254 
I  www.CablelI.net 
FREE  online  training  in  network 
|  cabling  installation  &  maintenance  I 

_ 

Certified  NetAnalyst 

(800)  645-8486 

(WWW.PINEMOUNTAINGROUP.COM 
Protocol  &  Analyzer  Training 

Sniffer,  Fluke,  HP,  Shomiti 

- -- 

CrossTecs  NetOp  School  SW 

(800)  675-0729 
( www.CrossTec.Net 

I  Six  essential  tools  for  the  networked  | 
!  classroom.  Download  a  Free  Eval 

. . — ...^ 

Cyber  Pass  Inc. 

(613)  237-4991 

j  www.certify.com 
A+,  CNE,  MCSE  exam 
I  simulation  software-FREE  to  try! 

*•  '•  


ForeFront  Direct 

j  (800)  475-5831 
www.ffg.com 

Computer  based  training  for 
1  the  I.T.  industry 

J 

LearnIT  Corporation 

(800)  352-4806 
I  www.Learnitcorp.com 
MCSE  &  End  User  State-of-the-Art 
|  Simulation  Technology 


!  LearnKey,  Inc. 

(800)  865-0165 
|  www.leamkey.com 
1  Self-Paced  Training  for  Computer 
j  Users  &  IT  Professionals 

zzzzzzz: 

Marc  raft  Inti.  Corp. 

;  (800)  441-6006 
j  www.mic-inc.com/Aplus/cbt 
A+  ,  Net+,  CAT5,  LINUX,  Microsoft, 

|  CISCO,  CBT  &  Self-Paced 

— 

NCR  Customer  Education  | 

(800)  845-2273 
I  www.ncr.com/trainus 
Cisco,  MCSE,  NT  &  Networking, 
Training 

rrcic 

(800)  322-2202  i 

I  www.tcic.com 

Telecommunications  +  Data  Comm.,  | 
1  On-Site  +  CD’s  also  available. 

j  Transcender  Corporation 

(615)  726-8779 
|  www.transcender.com 
|  MCSE,  MCSD,  MCP  Exam 
Simulations 


|  Wave  Technologies 

(800)  711-0286 
1  www.wavetech.com 
|  MCSE,  Cisco,  MCSD,  A+,  Network-f , 
|  CNE.Bootcamps,  Online,  Selfstudy 


Contact  these  companies  today  to  help  you  with  your  training  needs! 


ATM  ►  Fast  Ethernet  ►  ISDN  ►  Frame  Relay  jyf  guY  USED 


H  hQ98mS9mCI$CQ  a 


*5^ 


Save  up  to  80%  on  new/used: 

TFAST  ►  Routers  ►Switches  ►XDSL 


Cisco  Systems 


CISCO  ►  Lucent/Livingston 
Ascend  ►  3COM/USRobotics 


vjww.  digitalwarehouse.  com 

WAREHOUSE 


Nortel/Bay  Networks 
Larscom  ►  Cabletron 
Paradyne 
Motorola 


ADC  Kenfrox  ►  Xyplex 

Newbridge  ►  Adtran 

Digital  Link  ►  Fore 

Network  Assoc.  ►  IBM 


tfast  Communications  Inc.,  56-29  56th  Drive,  Maspeth,  NY  1 1378  USA 
1-888-892-4726  or  718-894-7500  Fax:718-894-1573 


nsgdata.coiru? 

N  E  T  W  t  K  SERVICES  GROUP 

specialists  in 
Year  2000 
telex  and  X.25 
solutions  worldwide 

1.800.270.2669  301.662.5901 

www.nsgdata.com 


I  New  &  Used 

Buy  • 

Sell  •  Trade  | 

IBM 

\  . 

CISCO 

/ 

BAYNETWORKS 

NORTEL^ 

^ _ ^  CABLETRON 

A5CEN  'LUCENT^ 

/\ 

3COM 

/ 

FORE 

3 

XYLAN 

ww\  bizini  com 

NY  Office/USA  Sales: 

fs 

Main  Office/lnt’l  Sales 

Tel:  (315)  458-9606 

Tel:  (978)  667-4926 

Fax:(315)458-9493 

Fax:(978)  663-0607 

800-783-8979 

Fax  91 6-781  -6962  ».  _  Jgk 

We  Carry  ALL  Manufacturers 


Specializing  In: 
3 -Com 
Nortel 

Bay  Networks 
Cabletron 

CISCO 

Ascend 

Fibermux 

Livingston 

Micom 

Motorola 

Synoptics 

Data/Voice 

Network 

Solutions 


LAN/WAN 
BUY/SELL 
NEW/USED 
RENT/LEASE 
Fully  Warranted 

Switches 

Hubs 

Bridges 

Routers 

Multiplexers 

T-1  Equipt 

DSU/CSU 

Modems 

Alternative 

Data 

Communication 
Sources,  Inc. 
916-781-6952 


Buy,  Sell  or  Announce 

r  Network  Products  and  Services 

with  Network  World's  Marketplace 
Call  800-622-1108  ext.  7507 

Cabletron  Equipment 

GUARANTEED 


For  debails  on  how 
to  pub  your  ad  here 


Enku  Gubaie 
1-800-652-1108 


•  100%  factory  refurbished 

•  Only  factory-authorized  VAR 

•  30  day  hot  swap,  1  year  free  repair 

•  We  also  carry:  Bay  Networks, 
3Com,  Compex,  Cisco  &  more! 


888-61  3-3  I 


Vnetek  Communications,  LLC 
sales@vnetek.com  •  www.vnetek.com 

Brand  names  are  registered  trademarks. 


"Good  As  New"  Networking  Equipment 
Good  As  New  Warranties 


N&RTEL 

NETWORKS 

Bay  Networks 


Cisco  Systems 


caaeTRon 

_ systems 


Visit  us  On  the  Web  @  www.nle.com 


•  Authorized  Nortel-Enterprise  Solutions  Provider 

•  Free  Technical  Support  on  Purchased  Equipment 

•  Free  Network  Design  Support 

•  Largest  Inventory  in  the  Industry 

•  Best  Priced  Memory  Upgrades 

888.891.4229 


\  ' 


m 


C.O.D's  Terms 


Phone  801-377-0074 
Fax  801-377-0078 
1403  W.  820  N  Provo,  UT  84601 
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ASPs. 

continued  from  page  1 

The  hardest  thing  about  it  is 
getting  comfortable  with  the 
ASP  model,”  he  says. 

It’s  easy  to  say  that  National 
Airlines  in  Las  Vegas  fully 
embraces  the  ASP  business 
model  simply  because  the  air¬ 
line  outsources  50%  of  its 
applications.  Tim  Stanley,  vice 
president  of  IS  at  National 
Airlines,  says  ASPs  offer  users 
real  benefits,  but  users  need  to 
pay  close  attention  to  the 
details  before  signing  on  the 
dotted  line. 

Before  you  select  an  ASP 
you  should  visit  the  data  cen¬ 
ter  where  your  application 
servers  will  be  hosted,  Stanley 
says. 

“You  have  to  see  where 
your  family  jewels  will  be 
held,”  he  says. 

Only  a  handful  of  ASPs  are 
actually  building  their  own 
data  centers.  The  majority  are 
collocating  servers  in  other 
providers’  data  centers.  This  is 
why  it’s  critical  that  cus¬ 
tomers  see  the  size  of  the 
space  where  their  servers  will 
be  housed,  who  has  access  to 
that  space,  how  many  other 
customers  will  be  served  from 


that  data  center  and  who  will 
be  watching  over  their 
servers,  Stanley  says. 

If  the  server  hosting  area 
is  satisfactory,  the  next  con¬ 
sideration  to  ask  about  is 
bandwidth. 

“Look  at  what  level  of  con¬ 
nectivity  from  multiple 


Third  in  a  four-part  series. 


sources  your  ASP  has  at  its 
data  center,  but  don’t  be  satis¬ 
fied  by  just  seeing  connectiv¬ 
ity  from  three  different 
providers.  Be  sure  that  your 
serv  ers  can  be  routed  to  these 
alternative  bandwidth  sources 
if  there  is  a  failure,”  Stanley 
says. 

In  addition,  just  because  the 
lines  are  there,  that  doesn’t 
mean  your  traffic  will  travel 
over  them.  “Some  of  these 
lessons  we  learned  the  hard 
way,”  Stanley  says. 

Knowing  that  an  ASP’s  data 
center  is  sound  is  as  important 
as  choosing  a  corporate 
accounting  application.  But 
knowing  that  an  ASP  has  the 
required  software  experts  in- 
house  is  also  critical.  Many 
users,  such  as  Fleetwood 
Retail,  a  Houston  manu¬ 
facturer  of  prefabricated 
homes,  have  decided  to  out¬ 
source  the  management  of 


their  SAP  applications  because 
the  company  didn’t  see  how  it 
could  hire  and  retain  three  or 
four  SAP  experts. 

It’s  important  to  meet  with 
the  software  engineers  at  your 
potential  ASP  partner  so  you 
can  feel  comfortable  with 
their  ability  to  handle  your 


application,  says  Don  Palmour, 
vice  president  of  technology 
at  Fleetwood  Retail. 

By  teaming  with  ASP  Qwest 
Cyber.  Solutions,  Fleetwood 
Retail  is  receiving  the  atten¬ 
tion  that  typically  only  large 
corporate  customers  get  when 
they  outsource,  Palmour  says. 
Qwest  Cyber.  Solutions  has 
more  SAP  experts  on  hand 
than  Fleetwood  Retail  could 
afford,  he  adds. 

Users  should  also  ask  their 
ASPs  how  many  application 


implementations  they  have 
under  their  belts,  along  with 
customer  references. 

“Be  sure  you  know  how 
much  experience  the  ASP  has 
in  providing  the  solution 
you’re  looking  at  buying.  A 
one-time  implementation 
doesn’t  mean  they’ll  be  suc¬ 
cessful  the  second  time,”  says 
Terry  Hucks,  chief  informa¬ 
tion  officer  at  Heilig-Meyers,  a 
manufacturer  of  home  fur¬ 
nishings  in  Richmond,  Va. 

Heilig-Meyers  is  working 
with  ASP  Ciber  Enterprise 
Outsourcing  to  bring  its  enter¬ 
prise  resource  planning  (ERP) 
software  suite  online.  Know¬ 
ing  how  often  an  ASP  has  set 
up  an  ERP  application,  such  as 
Lawson,  is  required  informa¬ 
tion,  Hucks  says,  but  business 
users  shouldn’t  solely  rely  on 
their  ASPs. 

There’s  no  replacement  for 
having  the  right  person  in- 
house  to  lead  the  project, 
Hucks  says. 

Many  business  users  who 
have  teamed  with  ASPs  have 
also  designated  someone  from 
their  organizations  as  the  lead 
liaison  between  their  ASPs  and 
the  company.  Still,  other  users 
go  outside  of  their  companies 
for  those  needs. 

Rhythms  NetConnections,  a 
USinternetworking  customer, 
drafted  a  consultant  to  get  its 
customer  relationship  man¬ 
agement  ASP  services  up  to 
speed. 

“Hire  your  own  expert  to 
keep  them  honest,”  says  Peter 


McGill,  director  of  sales  and 
marketing  systems  at  Rhythms 
NetConnections.  McGill  hired 
a  Siebel  Systems  consultant 
who  worked  with  Rhythms 
and  USi  through  contract  nego¬ 
tiations  and  full  production. 

“One  of  the  reasons  I’m 
outsourcing  is  because  I’m 
not  a  Siebel  expert,  so  we 
brought  in  an  expert  who 
asked  all  the  right  questions,” 
he  says. 

If  you  hire  a  consultant  or 
get  a  project  leader  within 


your  organization  who  is  also 
savvy  at  the  bargaining  table, 
you  may  be  able  to  save  your 
company  a  few  dollars,  as 
well. 

“One  of  the  big  reasons  you 
go  with  an  ASP  model  is  to  get 
breaks  on  licensing  fees,” 
National  Airline’s  Stanley  says. 
“When  negotiating  your  con¬ 
tract,  find  out  when  the  vol¬ 
ume  discounts  kick  in.” 

Typically,  the  more  users 
you  sign  up  for  a  service,  the 
lower  your  monthly  user  rate 
will  be.  When  an  ASP  provides 
you  with  the  price  for  the 
number  of  users  you  have 
now,  find  out  how  many  more 
users  you  need  to  add  to  get  a 
discount. 

Once  you  have  that  figure 
you  can  use  it  in  your  negotia¬ 
tions  by  stating  that  you 
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expect  to  be  at  that  level  or 
higher  within  a  certain  time 
frame  if  your  company  is 
expecting  significant  growth, 
Stanley  says.  Most  ASPs  are 
pushing  for  five-year  con¬ 
tracts,  offering  lower  rates  for 
longer  periods,  making  it  pos¬ 
sible  to  reduce  your  monthly 
rate  even  more. 

For  Sunburst  Hospitality, 
which  has  been  working  with 
USinternetworking  since 
April,  application  and  server 
performance  was  one  of  the 


company’s  biggest  concerns 
once  they  decided  to  go  the 
ASP  route,  says  Mark  Elbaum, 
director  of  IS  at  the  national 
hotel  chain. 

“When  you  bring  up  an 
application  in  90  days,  there 
are  certain  things  you  don’t 
get  out  of  the  box,  and  one  of 
those  is  performance,”  Elbaum 
says.  Running  an  application 
such  as  PeopleSoft  at  an  off¬ 
site  data  center,  with  100  busi¬ 
ness  units  accessing  it  over  a 
T-l,  isn’t  the  same  as  running 
it  internally,  Elbaum  says. 
USinternetworking  worked 
with  Sunburst  until  its 
PeopleSoft  Application  was 
humming  along.  Q 
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ASP  lessons  learned 

How  should  you  deal  with  an  ASP?  Here's  some  advice  from 

business  users  who  have  already  taken  the  plunge: 

Hosting  facilities _ 

•  Tour  your  ASP's  data  center  facilities  to  see  where  servers  and  applications 
will  be  hosted.  Talk  to  the  people  who  will  man  these  servers. 

•  Be  sure  that  your  servers  can  be  routed  to  alternative  bandwidth  sources. 
Look  at  the  level  of  connectivity  your  ASP  has  at  its  data  center.  Does  it 
have  multiple  communication  sources? 

Software  issues _ 

•  Make  sure  you  are  covered  for  all  large  and  small  software  upgrades  and 
patches. 

•  Ask  your  ASP  about  its  ability  to  integrate  your  existing  applications  with 
new  customer  relationship  management  or  ERP  systems  in  the  future. 

Implantation  tips _ 

•  Don't  do  too  much  at  once.  Companies  with  staffs  that  max  out  at  50  people 
should  try  to  only  implement  a  couple  of  software  modules  at  a  time  when 
deploying  an  ERP  application. 

•  Hire  your  own  expert  who  knows  the  system  you  are  leasing  in  order  to 
keep  your  ASP  honest. 

•  Make  sure  your  ASP  is  experienced.  One  successful  one-time  installation 
doesn't  guarantee  a  second. 


"When  you  bring  up  an 
application  in  90  days,  there 
are  certain  things  you  don't 
get  out  of  the  bore,  and  one 
of  those  is  performance." 

Mark  Elbaum,  director  of  IS,  Sunburst  Hospitality 
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Even  when  you're  far  apart , 
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Who  are  you?  (take  a  cookie) 


The  Caterpillar  and  Alice  looked  at  each 
other  for  some  time  in  silence:  At  last  the 
Caterpillar  took  the  hookah  out  of  its  mouth 
and  addressed  her  in  a  languid,  sleepy  voice. 
“ Who  are  YOU?”  said  the  Caterpillar.  This 
was  not  an  encouraging  opening  for  a 
conversation. 

—  Alice’s  Adventures  in  Wonderland 
by  Lewis  Carroll 
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By  now,  you  must  all  know 
about  online  profiling,  the  practice 
of  aggregating  information  about 
people’s  online  behavior  to  gener¬ 
ate  a  profile  of  each  consumer’s 
preferences.  Some  of  this  profiling 
is  done  through  the  amazingly 
misunderstood  Web  technology 
called  cookies,  used 
to  identify  and  track 
Web  browsers. 

The  most  impor¬ 
tant  part  of  the  profil¬ 
ing  process  is  taking 
information  gathered 
as  users  interact  with 
a  Web  site  (such  as 
where  users  go  and 
what  they  reveal 
about  themselves 
when  asked)  and  pos¬ 
sibly  merging  it  with 
information  from 
other  sources  (credit  profiles  and 
so  on)  to  produce  a  profile. 

While  some  profiling  is  solely 
for  the  purpose  of  being  able  to 
target  Web  site  advertising  at  the 
user,  that’s  not  the  entire  story.  I 
can  now  reveal  that  the  full  pur¬ 
pose  of  online  profiling  is  to 
enable  total  world  domination  by 
a  secret  cabal  of  “black  hat”  gov¬ 
ernment  agencies  under  the  direc¬ 
tion  of  the  world  banking  system. 
OK,  I’m  kidding. 

The  truth  is  that  profiling  hap¬ 
pens  to  you  every  day  offline  as 
well  as  online.  With  nary  a  second 
thought,  you  go  into  Von’s  and  let 
them  swipe  your  Von’s  Club  card. 
You  have  just  left  a  data  trail  wide 
enough  for  them  to  drive  a  truck 
down  sideways,  direct  to  your 
front  door  loaded  with  special 
offers  for  your  consideration. 

Think  about  it:  You  swipe  your 
gas  cards,  affinity  cards  and  credit 
cards  a  dozen  times  each  week. 
Just  because  you  don’t  bother  to 


find  out  what  companies  do  with 
the  data  doesn’t  mean  that  they 
aren’t  slicing  and  dicing  it  a  dozen 
ways  to  your  next  purchase.  But 
do  you  worry?  Unless  you  are  very 
paranoid,  the  answer  will  most 
likely  be  not  much,  if  at  all.  And 
should  we  worry?  Probably. 
Although  to  worry  presumes  a  lot 
about  how  effective  companies 
are  at  using  the  derived  data. 

Once  again,  the  big  bad  bogey¬ 
man  of  the  Internet  has  become 
the  target  for  the  politicians.  On 
Nov.  8  the  National  Telecommuni¬ 
cations  and  Information  Admin¬ 
istration  (NTIA)  of  the  U.S.  Depart¬ 
ment  of  Commerce  and  the 
Federal  Trade  Commission  held  a 
public  workshop  on  online  profil¬ 
ing  (www.ntia.doc.gov/ntiahome/ 
privacy/index.html). 

At  the  workshop,  all  the  big 
online  advertising  agencies  — 
including  AdKnowledge,  AdForce, 
Doubleclick,  Engage,  Flycast, 
MatchLogic,  24/7  Media  and  Real 
Media  —  said  they  would  do 
something  about  the  issue  by  cre¬ 
ating  a  site  (www.networkadver- 
tising.org)  to  educate  consumers 
about  the  industry’s  attempts  to 
self-regulate.  ’Scuse  me  if  I’m  not 
over  excited  about  this. 

Of  course,  these  responsible 
organizations  —  which  are  loath 
to  have  their  wings  clipped  by  the 
government  —  are  the  tip  of  the 
virtual  iceberg.  There  are  tens  of 
thousands  of  other  sites  that  tag 
your  browser  with  a  cookie  and 
then  attempt  to  track  you  and 
your  behavior  in  a  lot  more  intru¬ 
sive  ways  than  the  big  boys. 

I  don’t  have  any  problem  with 
the  use  of  online  profiling  being 
tightened,  but  we’re  missing  the 
bigger  picture  here. The  real  issue 
is  profiling  in  general,  in  the  real 
and  virtual  worlds. 

Once  again,  the  government 
regulators  and  politicians  are  try¬ 
ing  to  turn  the  Internet  into  a  con¬ 
trolled,  measurable  thing  so  they 
can  pat  themselves  on  the  back 
and  say  “Well  done,  us.”  But  will 
we  all  wake  up  and  demand  that 
such  control  be  applied  to  the  real 
world?  Write  to  the  NTIA.  Demand 
that  they  focus  on  the  bigger  pic¬ 
ture.  Let  them  know  who  you  are. 

Identify  yourself  to  nwcolumn @ 
gibbs.com. 


The  typical  top  banana  at  a  publicly 
traded  Internet  company  makes  "a  relatively 
modest  $1 .74  million"  in  direct  compensation, 
according  to  a  new  survey  by  Pricewater- 
houseCoopers. 

"Relatively  modest"  is  a  relative  term,  of 
course,  but  shed  no  tears  for  these  CEOs.  On 
average  they  also  control  a  tidy  12.1%  equity 
stake  worth  an  eye-popping  $468.5  million. 

And  while  it  is  no  revelation  that  stock 
options  for  upper  managers  have  become 
the  Pokemon  cards  of  Internet  employment 
incentives,  the  full  scope  of  these  induce¬ 
ments  may  not  be  understood  by  public 
stockholders. 

An  established  technology  company  might  have  15%  to  20%  of  its 
shares  under  option,  says  Edward  Speidel,  who  authored  the  report 
and  has  a  title  that's  too  long  for  my  attention  span.  However,  the 
Internet  whippersnappers  on  average  have  about  23%  of  their  shares 
under  option  and  "upwards  of  30%,  if  not  higher  than  that"  in  some 
cases,  he  says. 

"As  these  companies  mature,  they're  understanding  that  they  need 
to  change  their  [option]  granting  practices,"  Speidel  contends.  "They 
need  to  tie  the  options  more  to  performance,  and  it  needs  to  become 
less  of  an  entitlement." 

Pay  for  performance:  Now  there's  a  foreign  concept  for  the  'Net. 

The  PricewaterhouseCoopers  survey  did  identify  one  type  of 
Internet  executive  who  may  indeed  be  "relatively"  underpaid:  the 
company  founder  who  remains  CEO.  Nonfounding  CEOs  earn  just  more 
than  $2  million  on  average,  while  founders  draw  roughly  half  that 
amount  from  the  pay  window. 

"They  actually  are  shortchanging  themselves  in  some  cases," 
Speidel  says.  "We've  had  to  try  to  convince  founders  that  as  their 
company  matures  and  they're  now  part  of  a  senior  management  team, 
they  don't  want  their  own  cash  compensation  or  long-term  incentive 
grants  to  be  a  cap  for  other  senior  managers  as  they  recruit  people. 
That's  a  real  problem." 

So  go  ahead  founders,  give  yourself  a  big  fat  raise.  Do  it  for  the 
good  of  the  team. 

Someone  help  me  out  here.  Please  tell  me  why  state  and  even 
local  lawmakers  are  huffing  and  puffing  to  stop  banks  from  charging 
fees  to  noncustomers  who  use  their  ATMs.  Granted,  getting  something 
for  nothing  is  always  better  than  paying  for  that  something,  and  politi¬ 
cians  love  being  on  the  side  of  free  stuff.  But  I'm  at  a  loss  to  under¬ 
stand  why  consumers  believe  they  have  any  claim  at  all  to  the  use  of 
these  ATMs  —  never  mind  free  use  —  given  that  they  don't  otherwise 
do  business  with  the  machine's  owner. 

New  York's  City  Council  is  the  latest  to  leap  on  this  red  herring  of  a 
consumer  issue.  Here's  the  rationale  from  one  councilor  (with  "dou¬ 
ble-dip"  referencing  the  fact  customers  often  pay  their  own  bank  a  fee 
as  well  when  tapping  into  a  different  bank's  ATM): 

"Banks  who  charge  excessive  fees  and  double-dip  are  anti¬ 
consumer,"  intones  City  Council  speaker  Peter  Vallone  in  a  state¬ 
ment.  "The  financial  capital  of  the  world  will  not  tolerate  this  kind  of 
abuse. . . .  Nobody  should  have  to  pay  $2  or  more  for  the  privilege  of 
withdrawing  his  or  her  own  money." 

Who  in  the  name  of  MUbum  Drysdale  says  anyone  has  to  pay  that 
fee?  Use  your  own  bank's  ATM  machines.  And  if  that's  inconvenient 
for  whatever  reason,  pony  up  the  two  bucks  and  get  on  with  your  life. 
Jeepers-creepers,  have  we  really  gotten  to  the  point  in  which  cheap 
ATM  access  is  some  sort  of  constitutionally  protected  right? 

Next  thing  you  know  these  local  politicians  will  be  demanding  that 
cable  TV  companies  open  up  their  networks  to  competing  ISPs. 

(Oh,  in  case  you  don't  remember,  Milburn  Drysdale  was  the  perpet¬ 
ually  scheming  banker  on  "The  Beverly  Hillbillies.") 

There  is  no  fee  for  sending  McNamara  Internet  news  tips 
and  gossip  items.  Try  (508)  820-7471  or  buzz@nunv.com. 
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zip  drive  /  cd  rom  Imagine  PCs  you  control  from  virtually  anywhere  -  over  the  network  or  the 
19"  G96  monitor  web.  PCs  that  integrate  easily  into  your  enterprise  management  software. 

(179"  viewable)  PCs  with  time-saving  features  like  LANClient  Control  Manager.  It's  the  IBM 

300PL.  It’s  the  ultimate  in  remote  control,  www.ibm.com/ibmpc 
800  426  7255,  code  pc200 
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Now  available  with  up  to  a  Pentium®  III  processor 
600mhz  with  133mhz  FSB  /  64mb-1gb  sdram 
Alert  on  LAN™  / 15"  IBM  monitor  (13.7"  viewable) 


The  new  IBM  PC  300GL.  The  most  affordable  IBM  business  pc.  With  top-shelf  features 
like  Intel  Direct  AGP  graphics,  4  slots,  4  bays,  and  a  tool-free  case  design,  it’s  definitely 
ready  to  roll,  www.ibm.com/ibmpc  or  call  800  426  7255,  code  pc200 
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Stash  a  wealth  of  IBM  options  into  Use  cd  read  /  write  drives  to 
your  computer  to  become  memory,  store,  create  and  edit  work, 
power  and  network  rich.  Nothing  is  written  in  stone. 


10/100  etherjet  adapter  64mb  lOOmhz  sdram 
cards  link  computers  memory  to  do  more 
throughout  the  network,  faster  than  before. 


IBM  monitors  let  you  view 
your  work  in  any  form  from 
CRT  to  flat  panel. 


